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America Fore Group 
Had Large Increase 
In Assets In 1954 


Aggregate Assets of $893,926,509 
on Dec. 31, Up $156,720,874 
Over Total for 1953 


HURRICANE CLAIMS HEAVY 


Pres. Christensen Says There Were 
68,000 Losses for $9,300,000; 
Casualty Operations Improve 











Publication of the 1954 statements of 
the five insurance companies of the 
America Fore Group disclose consoli- 
dated aggregate assets of $893,926,509, 
an increase of $156,720,874 over the De- 
cember 31, 1953, aggregate. 

Net premiums written by the group 
during 1954 totaled $278,574,994, a de- 
crease of $12,659,595 from group writings 
for 1953. Each company of the group 
reported a statutory underwriting profit 
on its 1954 operations as follows: Con- 
tinental, $263,883; Fidelty-Phenix, $160,- 
641; Niagara, $581,584; American Eagle, 
$319,745, and Fidelity and Casualty, 
$1,345,525. 


Surplus to Policyholders 


Surpluses for the protection of policy- 
holders were reported as follows: Con- 
tinental, $269,023,286; Fidelity-Phenix, 


247,331,336; Niagara, $66,615,000; Amer-: 


ican Eagle, $50,976,433; Fidelity & Casu- 
alty, $97,597,790. 

The America Fore Group paid out 
more than $15 million in Federal, state 
and local taxes. 

In his report to stockholders on the 
over-all underwriting results, President 
Frank A. Christensen stated that the 
four fire companies of the group suf- 
fered substantial losses as a result of 
hurricanes Carol, Edna, and Hazel. The 
companies received 68,000 claims agere- 
gating $9,300,000. 

Mr. Christensen pointed out that there 
was a time when hurricanes, tornadoes 
and windstorms were confined to rather 
well defined regions of the United 
States, but that in recent years the un- 
derwriting experience has demonstrated 
that few regions are immune from such 
Visitations. 

Hail storms in crop growing sections 
were unusually heavy during 1954, re- 
sulting in the most unprofitable hail 
experience insurance companies have 
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A PAIR OF FRESH EYES... 


Company view-point is an all-important 
factor in sales effectiveness — another reason 
why Colonial Life is constantly and favor- 
ably sales-conditioning itself to meet the pref- 
erences of today’s ever-widening market for 


quality life insurance. 


Not Just Low Cost But 
GUARANTEED LOW COST 


THE COLONIAL LIFE 
INSURANCE COMPANY 


of America 
Home Office East Orange, N. J. 


Ricuarp B. Evans, President 


Those who look ahead see Colonial 





TF ee 
atilliatiaai =~ THI” FaCTTDI 








Berkshire To Enter 
Non-Can. Disability 
Field On February 1 


Policies Cover Guaranteed Renew- 
able, Lifetime Accident Income 
and 120 Months for Health 


SEVERAL RATE REDUCTIONS 


Announcement of New Contracts 
Made at Convention of Com- 
pany Held in Florida 


At the Berkshire Life general agents’ 
conference and agents’ convention held 
during the week of January 17 at Belle- 
view-Biltmore, Belleair, Florida, Hiram 
S. Hart, vice president, and other of- 
ficers presented new plans and improve- 
ments in the expanding sales program 
of the company. 

Effective February 1 the company 
will enter the non-can field with four 
non-cancellable and guaranteed renew- 
able income contracts, giving a selection 
of disability income to be purchased 
up to lifetime for accident and 120 
months for health. 

Along with this there were several 
improvements made in reference to com- 
mercial accident and health. One is a 
colorful new A. & H. sales kit contain- 
ing material on both non-can and com- 
mercial A. & H. 

Ordinary life changes were made 
available by the addition of a Life Paid- 
up at 90 and of special minimums and 
underwriting standards for the present 
Preferred Life and Endowment at 85 
policies were also announced. 

A substantial reduction in disability 
waiver rates and double indemnity rates 
were also made effective February 1. 
In addition to this lowered sub-stand- 
ard rates were put into effect. These 
changes followed recently announced 
improved occupational rates and aviation 
schedules. 

New Field Service Plans 

There were other modernization and 
field service plans described by Presi- 
dent Furey as having been put in effect 
in the home office and to be accom- 
plished in the future. 

Vice President Hart, in explanatory 
talk told about the immediate and long 
range agency department expansion 
plans. Primarily they feature sales 
training. 

Comments on the entry of the com- 
pany into the non-cancellable and guar- 
anteed field were made at the convention 
by Robert S. Schoonmaker, Jr., secretary 
of the A.& H. department. The com- 
pany has been in the commercial acci- 
dent and health insurance business since 
June, 1950. In describing the new prog- 
gram, Mr. Schoonmaker said that the 
policy is non-cancellable and guaranteed 
renewable to age 65 and may be written 
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HERE’S AN IMPORTANT FACT: 


The Travelers writes all forms 


of Lafe msurance! 


ts important because with The Travelers 
I you are sure to find the dependable, 
guaranteed cost Life Contracts you want to 
provide for your clients. Whether you are 
recommending business lines or family pro- 
tection; retirement, mortgage, or educational 
plans, you will find something tailor-made for 
your use among the list of popular Travelers 


Life contracts. 


And, it’s important to know, too, that The 
Travelers is always ready to assist you make 


selling easier through a wide assortment of 


specialized sales tools, promotional materials, 
and full page national ads in leading publica- 
tions. 

Why not talk over The Travelers Life con- 
tracts with a Travelers Life Manager or Gen- 
eral Agent? He is ready to help you! 


The Travelers 1nsurRANCE COMPANY 
HARTFORD 15, CONNECTICUT 
ONE OF THE LEADING LIFE INSURANCE COMPANIES 





























1955 














January 28, 1955 


“THE EASTERN 
UNDERWRITER 












Es 6 neem 








Page 3 








SMITH, 


‘Tepperts AND Hunt Honorep 


New England Mutual Life General Agents Pay Tribute To Three 
Who Won High Distinction With The Company 


By CLARENCE AXMAN 


To attest their admiration of three 
men who for years have been prominent 
at the home office and important fac- 
tors in life insurance as a whole the 
general agents of New England Mutual 
were hosts at a dinner held in Holly- 
wood Beach Hotel, Florida. last week. 
The honored guests were George Wil- 
lard Smith, Walter Tebbetts and George 
L. Hunt, all of whom have had con- 
siderable impact on the business live; 
of the general agents, but their paths 
will not cross in that official relation- 
ship in the future. 


Mr. Smith, who has been in life 
insurance more than half a century, 
retired from the management of the 


company last spring, but continues in 
its service as chairman of the board of 
directors and a member of its finance 
committee. Vice Presidents Walter 
Tebbetts and George L. Hunt retired 
from the company on December 31. 
1954. Mr. Tebbetts for years was head 
of home office underwriting and Mr. 
Hunt was in charge of the agency divi- 
sion, 

Schmidt Chairman of Committee 

The dinner was arranged by a special 
events committee of the New England 
Mutual General Agents Association. 
Chairman of the committee was H. 
Arthur Schmidt, New York City, other 
members being George M. Chescheir, 
Louisville; Benjamin W. Davis, Rich- 
mond; William B. Wagner, CLU, 
Harrisburg; William L. Wadsworth, 
Buffalo; E. Clare Webber, CLU, Cleve- 
land, and Frank W. Dedman, CLU, 
Oakland. Toastmaster of the dinner 
was William Eugene Hays, CLU, presi- 
dent of the General Agents Association 
and Boston general agent. Vice presi- 
dent is Wheeler H. King, CLU, New 
York. 

Gifts Presented by General Agents 


Following eulogies to each of the 
guests of honor, they were presented 
with handsome Moroccan tooled books 
with hand illuminated frontispiece and 
containing individual letters written by 
all of the general agents. Each of the 
guests was also given silverware for 
their homes. The night was an all-out 
demonstration of good will. 

Individual presentation talks were 
made by H. Arthur Schmidt to George 

Hunt; Frank M. See, St. Louis, to 
Walter Tebbetts, and William B. Wag- 
ner to George Willard Smith. The final 
speaker was O. Kelley Anderson, 
president of New England Mutual, who 
summed up the events of the evening. 


Some interesting facts in the careers 
of the three executives honored at 
Florida are these: 


George Willard Smith 

George Willard Smith, who went to 
work for New England Mutual in the 
actuarial department 51 years ago at a 
salary of $50 a month, became not only 
the chief officer of that company but 
also president of one of the principal 
industry organizations in life insurance 
—the Life Insurance Association of 
America. 

An industrious student he taught him- 
self actuarial science, a mightily difficult 
thing to do but he succeeded well 
enough to have received an invitation 
trom the Massachusetts Insurance De- 
partment to be its assistant actuary. 


Later, he was promoted to be its actu- 
ary. That’s a noteworthy 
Massachusetts 


title as the 
Department is one of 








Left to right—Walter Tebbetts, O. Kelley Anderson, George L. Hunt, G. W. Smith. 


the outstanding supervisory bodies in 
America and is the pioneer State In- 
surance Department. The Association 
of Life Insurance Presidents (now the 
LIAA) noted his work and made him 
its actuary. There his prestige in- 
creased. New England Mutual wanted 
him back again in its service. He re- 
turned in 1922 in the capacity of vice 
president. 

His work was taking charge of agen- 
cy and underwriting activities in the 
seven vears before he was elected presi- 
dent of the company. More than 60 


general agents of the 
appointed following the 
joined New England Mutual in 
as an officer. 

Mr. Smith became president at a cru- 
cial period. Even as he took the oath 
the economy of the country had col- 
lapsed. The brochure distributed at the 
banquet said: “He was taking on the 
biggest job in New England Mutual at 
the beginning of the most desperate 
economic period in the history of Amer- 
ica. His able hand brought the New 
Fngland Mutual through the great 


company were 
time he re- 
1922 


3 Viewpoints From The Industry 


The Eastern Underwriter asked three 
prominent executives in the life insurance 
field for their personal estimates of George 
Willard Smith, Walter Tebbetts and 
George L. Hunt, their acquaintances hav- 
ing extended over a long period of years. 
Statements from them follow: 


By Paul Clark, president of John Han- 
cock: 

George Willard Smith and I always 
have enjoyed a special point of contact, 
since we both are “one company” men. 
His career began with the New England 
Mutual, as did mine with the John 
Hancock. We have long been neigh- 
bors, and in our friendship as well as 
our business association over the years, 
I think we have demonstrated that 
when actuary and salesman meet as 
life insurance presidents, they can do 
so in perfect accord. 

My respect. for George Willard 
Smith’s achievements and for his re- 
nowned position in our industry is sec- 
ond only to my affection for his gracious 


personality. It is a privilege to be his 
neighbor, and | am proud to be _ his 
friend. 


By Samuel Milligan, senior vice presi- 
dent, Metropolitan Life: 

We got to know each other well, 
Walter Tebbetts and I, way back al- 
most 40 years ago when we were study- 
ing for our final examinations for the 
Actuarial Society. To earn the right 
to join the distinguished group of Fel- 


lows, only a few of whom are still 
active, was then an ambition not easily 
attained. I never had any doubt of 
Walter’s ability to make the grade— 
ambitious, hard working and with an 
excellent scholastic background, an 
outstanding career for him, granted 
good health, could have been predicted 
with complete confidence. 

Starting as an actuary, Walter’s abil- 
ity, and all around insurance knowledge, 
was recognized ‘by his fine company as 
he was advanced from one high execu- 
tive position to another. His retire- 
ment leaves a real void not only in his 
own company but in the life insurance 
business. I envy him and wish him 
well in his new “life of leisure.” I 
hope he will not spend so much time 
sailing off Cape Cod that he loses 
contact with those of us who continue 
to work for a living. 


By Charles J. Zimmerman, managing 
director, Life Insurance Agency Man- 
agement Association: 

During the almost 43 years since 
George L. Hunt entered life insurance 
as an agent in the home office agency, 
Phoenix Mutual, until he relinquished 
his duties at year-end as vice president 
of New England Mutual, his career has 
been a distinguished one. His philoso- 
phy of field operations has been based 
on the highest ethical principles. He 
has always had a deep and abiding 

(Continued on Page 4) 
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depression with flying colors. In_ his 
tenure as president the company’s in- 
surance in force increased two and a 
half times, and its assets and surplus 
funds quintupled. His human touch is 
an outstanding characteristic which 
has made a deep and lasting impression 
on the company.” 


Former LIAA President 


Mr. Smith was long active in industry 
councils and frequently appeared at 
conferences in Washington before U. S. 
Treasury officials on problems of war 
financing and other matters of moment 
to the life insurance business. He was 
on the board of Life Insurance Asso- 
ciation of America at the time he be- 
came president in 1945 and continued 
on the board until 1949. He was chair- 
man of the coordination of activities 
committee, and of the committee on 
revision of the constitution of LIAA. 
Also, he was a member of the liaison 
committee on LIAA and American Life 
Convention. Another joint committee 
on which he served was the nominating 
committee. His service on the mone tarv 
affairs committee of LIAA was in 1946- 
50 and he likewise was on the medical 
research cominittee. 

Mrs. Smith was Helen 
graduate of Mt. Holyoke College, and 
they have three daughters—Mrs. Rich- 
ard H. Lovell, Mrs. Robert C. Jordan 
and Mrs. Wilhelm A. Baumgarten. 


Warren, a 


Walter Tebbetts 

The ancestry of Walter Tebbetts in 
this country dates back at least six 
generations on both paternal and ma- 
ternal side, and was mostly of English 
and Scotch stock. He was descended 
from the first white child born in New 
Hampshire, an event which occurred 
in 1623. His father, Dr. Charles E. 
Tebbetts, who was learned in philoso- 
phy, logic and mathematics, was a 
Quaker minister who became president 
of Whittier College, named after John 
Greenleaf Whittier, the poet, and which 
is located a short distance from Los 
Angeles, Cal. 

Walter was born in 
where he had his early education and 
then went to Earlham, an Indiana lib- 
eral arts college where he majored in 
mathematics and won a mathematics 
scholarship at Haverford. At that col- 
lege he was on the tennis and football 
teams and won a Master’s degree. 


Started as Actuary Clerk in Mutual 
Benefit Life 


Graduating in 1911 from Haverford 
College he went to work for the actu- 
arial department of Mutual Benefit Life 
which position he obtained through the 
recommendation of M. Albert Linton, 
who took an interest in all young Quak- 
ers who came to his attention. At the 
time Mr. Linton, now chairman of the 
Provident Mutual, was an actuarial 
student of the company. Linton had 
talked to Percy C. H. Papps, then 
mathematician (actuary) of Mutual 
Benefit Life, about Tebbetts. President 
of the Mutual Benefit Life in that peri- 
od was Frederick Frelinghuysen. E. E. 
Rhodes, now honorary chairman of 
Mutual Benefit Life, early recognized 
the talent, intelligence and high charac 
ter of young Tebbetts and the latter is 
grateful for the ‘assistance he got from 
Mr. Rhodes who for many years wa: 
the company’s chief actuary, and later 
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became the principal vice president of 
the Mutual Benefit Life. Five years 
after joining Mutual Benefit Life Mr. 
Tebbetts was elected a Fellow of the 


old Actuarial Society of America, now - 


Society of Actuaries. Only four men 
became Fellows that year, two of them 
being Samuel Milligan, senior vice presi- 
dent in charge of insurance operations 
in Metropolitan Life, and the late John 
Parker, who was president of Imperial 
Life and won international fame as an 
actuary. Many of Mr. Tebbetts’ studies 
for oe Fellow designation were made 
with Sam Milligan. Both of them were 
actuarial clerks. Walter was then living 
in East Orange, N. J., with two others 
who were then bachelors. They were 
William J. Cameron, now chairman of 
Home Life and who was then with 
New York Life,.and John Buchanan, 
who became chief actuary of the Lon- 
don Life, London, Ont., which although 
not doing business in the United States 
has insurance in force of more than $3 
billion. Mr. Milligan, by the way, is 
still a bachelor. 


Joins New England Mutual 


Mr. Tebbetts joined the New England 
Mutual in 1922 as assistant actuary, the 
company’s principal actuary at the time 
being Herbert B. Dow. Alfred D. Fos- 
ter was the company’s president and 
Daniel F. Appel, later to be president, 
was chief vice president. Because of 
the advanced age of Mr. Dow, Mr. 
Tebbetts was soon doing a great deal 
of work in actuarial administration, and 
his responsibilities grew in other direc- 
tions. He helped bring into the com- 
pany several men who became import- 
ant figures there. The general agents 
in their banquet brochure said: “The 
character of Walter Tebbetts has _ be- 
come a part of the character of the 
New England Mutual because he has 
shaped the life insurance thinking of 
so many department managers at the 
home office.” 

In 1927 Mr. Tebbetts was advanced 
to vice president and he became assist- 
ant to the then president George Wil- 
lard Smith in charge of all home office 
underwriting activities. He became a 
director of the company in 1943 and 
continues in that post. 

Mr. Tebbetts has been on board of 
governors of Society of Actuaries, and 
on executive council of Home Office 
Life Underwriters. One paper he read 
before the old Actuarial Society of 
America was on gain and loss calcula- 
tion of amortised value. He is a mem- 
ber of the Boston Chamber of Com- 
merce, Brae Burn Country Club, 
Merchants Club of Boston and several 
social organizations in Waban, Mass. 
In World War I he helped administer 
the War Risk Insurance Bureau. 

In 1918 Mr. Tebbetts married Enid 
Hallett whom he met in social affairs 


and in church. They have three chil- 
dren: Edwin, an actuary in New Eng- 
land Mutual’s Group department; Mrs. 


Margaret Frantz, and Ann. Edwin is 
a graduate of M.I.T. and University of 
Michigan. Margaret is a graduate of 
Swarthmore College. Ann is a graduate 
of Pembroke College. 


George L. Hunt 


George L. Hunt, ‘for many years one 
of thé leading production executives in 
the country, belongs to a family which 
dates its American ancestry pretty far 
back. In the pre-Revolutionary days 
three brothers named Hunt came over 
from England and settled in Boston. 
His maternal ancestors came to Eng- 
land with William the Conqueror, and 
their descendants helped settle Say- 
brook and Lyme, Conn. George’s 
grandfathers lived in Connecticut; one 
being a ship builder and the other affili- 
ated with freight lines, coal and the 
raising of draft horses. Following the 
death of: his father George went to 
Suffield Academy and was about to at- 
tend Wharton School, University of 
Pennsylvania, when his mother was 
taken ill. So he abandoned the idea of 
a college education. 


Competition For Consumer’s Dollar 


Despite Dramatic Competitive Year 1954 Life Insurance Had 
One of Its Best Years, O. Kelley Anderson Tells 
New England Convention 


Although 1954 was one of the most 
exciting and dramatic years in life in- 
surance, offering new types of competi- 
tion for the consumer’s dollar, both 
inside and outside of the insurance field, 
it was one of the most _ productive 
years in the history of the business. 

With that as the theme of his talk 
before the general agents of New Eng- 
land Mutual Life at their convention 
in Hollywood Beach last week Presi- 
dent O. Kelley Anderson of the New 
England offered the prediction that the 
country’s economy would continue its 
prosperity and he felt that in produc- 
tion 1955 will exceed that of the pre- 
ceding 12 months, or at least maintain 
its pace. Among the problems are the 
competition of the mutual fund and 
use of the credit factor in purchases 
of stock and the variable annuity. 


Disposable Personal Income Grows 


The amount of disposable personal 
income continues to gain and produc- 
tivity is at an all-time high. 

After discussing the developments of 
the year and the highly controversial 
questions raised Mr. Anderson said he 
wanted the general agents to know 
that the company’s management is both 
sensitive and alert to these develop- 
ments and questions. 

“We will continue to refuse to be 
panicked into playing ‘follow the lead- 
er,” he said. “Whether we lead or 
follow, our decisions will have been 
carefully thought out and will be made 
in the best interests or our policy- 
holders and field men.” 

In a look into the future comment 
Mr. Anderson said: 

“Over the past few years we have 
been extremely optimistic, and we've 
been right. Historically speaking, the 
nation has had four good years for 
every bad one since the country was 
founded. Nevertheless, | do think we 
can point with pride to the position the 
company took a year ago in its annual 
report to policyholders. At that time, 
we anticipated a continuation of the 
high level of business activity although 
the majority of ‘business men and 
prophets did not agree with us. But 
business activity for 1954 exceeded their 
expectations, and it is now apparent 
that the psychology of the prophets 
and the public alike has caught up with 
reality. Business is good. 

Most statisticians and economists are 
agreed that business activity will be 
higher in 1955 and disposable personal 
income will reach an all-time high. 

“We agree with them on both counts,’ 


said Mr. Anderson. “This Ame 
personal income is the stuff that life 
insurance sales come from. Although 


we must compete vigorously with all 
kinds of goods and services for ‘these 
extra dollars I am going to predict 
that our sales will reach a new all-time 
high this year. Present estimates indi- 
cate that if we have a continuation of 
the present high level of employment, 
and if the labor force and productivity 
increase at the same pace at which they 
have been increasing since the war— 
then our gross national product will be 
$444 billion. It is $360 billion at the present 
time. This means that disposable per- 
sonal income will increase from its pres- 
ent level of $255 billion to $310 billion 
annually. The American public places 
3.3% of its disposable income into life 
insurance. Therefore, if we assume a 
steady climb in disposable income, it 
means that the American people will 
spend $48.5 billion on life insurance 
over the next five years. 


Agents Must Capitalize on Potentials 


“Thus, the potential for the future is 
tremendous. You general agents have 
a big job cut out for you if you capi- 
talize on that potential. But we must 
not coast. We 'think we are doing well 
merely because we did relatively bet- 
ter than last year, and the year before 
and so on, 

“IT want to point out, however, that 
this could be a snare and a delusion 
‘because unless we maintain our proper 
share of the market we are slipping 
backwards. It calls for a lot of hard 
work, both i in the field and in the home 
office.” 


1954 Anything but Dull Year 


Some people regard the insurance 
business as lacking in excitement—there 
was even an accusation of dullness. 
But in the opinion of Mr. Anderson a 
review of the chain in insurance events 
last year made 1954 anything but dull. 
It certainly was not dull from the view- 
point of competition—the competition 
for the consumer’s dollar. 

Mr. Anderson said that some addi- 
tional excitement during the year was 
caused by developments in taxation. 
The Internal Revenue Code of 1954 
provided the life insurance policyhold- 
ers with some long needed breaks. The 
elimination of the premium payment 
test, the changes in taxes on annuities 
and the easing of the tax status of 
transfers for value should be a big 
stimulant to production. 


Taxation of Thrift 


Commenting on the other side of the 
tax picture Mr. Anderson said that the 
Federal taxation on life insurance com- 
panies together with the premium taxes 
levied by the various states places a 
heavy penalty on thrift. He said that 





Journalistic Experience 


His first job was with the Springfield 
Knitting Co. where he had charge of 
the payroll and was production super- 
visor. After less than a year with this 
company its mill was sold. George 
then entered journalism, going with the 
Hartford Courant as a reporter. Pre- 
viously, he had written on space for 
the Courant while at Suffield Academy. 
His initial duties as a full time Courant 
man was in the advertising department. 
Soon the editor, Charles Hopkins 
Clark, told him: “We will put you on 
special work. You will cover conven- 
tions, do feature articles and write a 
review of the vaudeville house.” Salary 
at start was $15 a week. 

It was not a cushy job, but George 
was raring to go. He reported for 
work at 11:20 in the morning and could 


call it a day half an hour before mid- 
night. Since he felt he had “consider- 
able time on his hands” in the morning 
and also needed the cash, George got a 
part-time job with the YMCA as mem- 
bership secretary and worked on the 
side for a farm journal, supplying the 
editor with daily market reports. It 
_ gotten out by the Judd Publishing 
oO. 
How He Became an Insurance Man 


However, it was the YMCA job 
which eventually led to his becoming a 
life insurance man. One_ personality 
who was on the membership committee 
and with whom George was associated 
at the Y, was a top figure in the world 
of life insurance production and life 
insurance education. That was the late 
Winslow Russell, vice president of 
Phoenix Mutual in charge of agencies. 


the average premium tax throughout 
the country amounts to nearly 2% of 
the premium. 

“When we add to this Federal In- 
come Tax, which is equivalent to 14% 
of premiums,” he said, “it seems that 
every policyholder is charged about 
$3.50 for each $100 he saves. This is 
the unjust penalty the policyholder 
must pay for being thrifty, and as indi- 
viduals we must make every effort to 
have this inequitable and burdensome 
tax changed.” 

Another excitement during the year 
was when the Federal Trade Commis- 
sion brought charges against a number 
of companies selling accident and health 
insurance that they were exaggerating, 
sometimes misleading, in their adver- 
tising. 

“Special Policies” 


Mr. Anderson also discussed growing 
competition in the life insurance field 
relative to new special policies and 
termination dividends. “If I were to say 
that they were greeted with mixed 
emotions,” he continued, “it would 
probably rank as one of the understate- 
ments of the year.” 

Mr. Anderson concluded by quoting 
a slogan from the Wheelhorse News- 
letter of January 1. This is the slogan: 
“Hats off to the past—coats off to the 
future.” 





Tributes From Industry 
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interest in the welfare of the field 
forces. His sound, ‘balanced judgment 
has had a lasting influence, not only 
on his own company, but also on the 
institution of life insurance. His insti- 
tutional interests and activities date 
back to his close association with Wins- 
low Russell and John Marshall Hol- 
combe, Jr., in the founding of the 
Association of Life Agency Officers in 
1916, the formation of the Life Insur- 
ance Salesmanship School at Carnegie 
Tech in 1919, and in other far-reaching 
developments. When the Life Insurance 
Sales Research Bureau was founded in 
1922, George Hunt was elected to its 
first board of directors, and in 1933 
was again elected to the board. In 
these capacities, he served with distinc- 
tion. 

It is not possible to recite all of his 
many accomplishments to his company 
and to the institution. However, from 
those early days when so many events 
of lasting significance to life insurance 
were taking place until the time came 
for George Hunt to transfer his re- 
sponsibilities and duties as vice presi- 
dent of the New England Mutual to 
others, he has been a leader of far- 
sighted vision. I particularly welcome 
the opportunity of joining his many 
friends in saluting him at this time, for 
I know the high regard and affectionate 
admiration in which he is held by his 
fellow agency officers everywhere and 
by all who know him. 

His inherent ability for straight think- 
ing, combined with sound judgment 
and an ever-present willingness to be 
of help—these and his many other qual- 
ities—add up to a source of strength 
on which the institution of life insur- 
ance has drawn on many occasions. 
While difficult to say for exactly which 
of his many qualities he is best known, 
high on the list I would certainly place 
a warm capacity for friendship, a deep 
and natural interest in the welfare of 
his fellow man, and an unyielding ad- 
herence to the best principles of life 
insurance and life. 





Hunt signed with the Phoenix Mutual 
in 1912 after Russell, who had taken a 
shine to him, showed him the type- 
written copy of an agent’s training 
course he had prepared and told him 
he would be the first agent to be trained 


(Continued on Page 6) 
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COMBINED RECORD 


Massachusetts Mutual Service 138 Years 
Per Man 27 Years 
Consecutive Weekly Production 94 Years 
Per Man 19 Years 
$20,000 or more sold monthly 97 Years 
Per Man 19 Years 
Among 100 Top Producers 60 Years 
Per Man 12 Years 


Massachusetts Mutual Ordinary Sold $89,852,645 
Per Man $17,970,529 
Per Man per Year $ 646,421 
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Here's the evidence that: 


Life insurance selling is a career business. 


Life insurance is sold every week in every 


year, peace or war, boom or depression. 


Massachusetts Mutual is a great company 


for career underwriters. 


Massachusetts Mutual 


Life Insurance Company 
Springfield, Massachusetts 


THE POLICYHOLDER’S LIFE INSURANCE COMPANY 








CHARLES G. KEEHNER 

San Francisco, a Life Member 
of the Million Dollar Round 
Table, has been a consecutive 
weekly producer and also de- 
livered $20,000 or more a 
month for over 30 years, has 
sold more than $1,000,000 
annually for 13 years, and 
been one of our 100 top 
producers for 24 years. He 
has placed more than 
$30,000,000 of ordinary in 
the Massachusetts Mutual since 
he joined the Company in 1924, 


GEORGE H. SCHUMACHER 
Cleveland, a Massachusetts 
Mutual man since 1919, is a 
Life Member of the Million 
Dollar Round Table. He has 
been a consecutive weekly 
producer for over 20 years, 
has delivered $20,000 or 
more every month for 27 
years, and has sold over 
$19,000,000 of Massachu- 
setts Mutual protection. 


JAMES D. BOND 

Mattoon, Illinois, operates in 
an almost exclusively rural 
area. He has delivered over 
$5,000,000 of insurance since 
he became a Massachusetts 
Mutual man in 1929, has been 
a consecutive weekly pro- 
ducer more than 23 years, 
and has delivered $20,000 
or more every month for 4 
years. In 1953 he wrote 130 
cases for $511,000. 


A. JACK NUSSBAUM 
Milwaukee, Life Member of 
the Million Dollar Round 
Table, Secretary of the Na- 
tional Association of Life 
Underwriters and a popular 
speaker at insurance meet- 
ings, joined the Massachu- 
setts Mutual in 1929. He has 
delivered $20,000 or more 
each month for 18 years, has 
been one of our 100 top 
producers for 22 years, and 
has placed over $12,000,000 
ordinary in our Company. 


MEYER L. BALSER 

Atlanta, a Life Member of 
the Million Dollar Round 
Table, has sold over 
$22,000,000 of Massachu- 
setts Mutual insurance, an 
average of $1,000,000 a 
year since he joined the 
Company in 1932. He has 
been a consecutive weekly 
producer more than 21 years, 
and has delivered $20,000 
or more monthly and also 
been one of our 100 top pro- 
ducers for the past 18 years. 
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After Atlanta he became man- 
ager of the Cleveland agency. He re- 
mained with the Phoenix until 1919 
when he was appointed superintendent 
of agencies of the Guardian Life, his 
assistant being James A McLain, who 
pecame president of the Guardian and 
is now also president of Chamber of 
Commerce of New York State. 
Joins New England Mutual 

In 1924 Mr. Hunt returned to Hart- 
ford, this time as general agent of 
New England Mutual Life. At an ear- 
lier stage of his career he had been 
much impressed by Gow H. Hastings. 
then superintendent of agencies and 
one of the most colorful figures in the 
business. When George took over the 
Hartford agency it was doing little 
more than $1,000,000 a vear. In 1931, 
at the request of George Willard Smith 
and others at home office, he left the 
field and became vice president of the 
company in charge of agencies. At 
the time he made the change his Hart- 
ford agency was paying for $4,500,000 
a vear. 

Discussing Mr. Hunt’s activities with 
the New England Mutual, the brochure 
of the general agents distributed at the 
banquet, said: “His 23 years in the home 
office were dedicated to upgrading, im- 
proving and constantly searching for 
ways and means of mz iking a good field 
force even better.” 

Among plans which Mr. 
adopted as home office agency execn- 
tive were intensive training and study 
programs and creation of various sales 
ideas, emphasis on career agents and 
encouragement to win the CLU desig- 
nation. 

Commenting on Mr. Hunt’s hobbies, 
H. Arthur Schmidt at the dinner in 
Hollywood said: 

“As a horticulturist he twice won 
state honors as well as the Achieve- 
ment Cup from the Connecticut Horti- 
cultural Society. He is an avid collector 
of early Americana. He is an expert 
photographer and a_ successful fisher- 
man. As to his record as an agency 
vice president: the number of full time 


ciation. 


Hunt early 


agents and paid business during 1954 
were three times more than when he 


took that office.” 
Mr. Hunt has two ch‘Idren: George, 
Jr., attd Mrs. Douglas Hayward. 


in the Essex House, New York. The 
first session began with a_ reception, 
after which club members had dinner 
and attended a performance of the 
musical, “Fanny.” 

The morning portion of the second 
session included discussion of the new 
Group annuity rates and_ contracts, 
Equitable investment practices and pres- 
ent investment conditions, exemption of 


pension funds from F ederal tax, and 
Group sales prospects in 1955. The 
Group department’s vice president, 


Merle A. Gulick, opened the session and 
John M. Hines, second vice president, 
was moderator. Other speakers were R. 
M. Peterson, vice president and associ- 
ate actuary; O. S. Swenson, vice presi- 


dent, and W. R. Cowie, second vice 
president, both of the securities invest- 
ment department, and T. A. Meaney, 


director of Group annuities. 

In the afternoon, club president, Frank 
J. Chandler of the Lee Wandling 
Agency, Milwaukee, presented the con- 
test winners. Senior Vice President Al- 
vin B. Dalager of the society’s agency 
department and Mr. Gulick addressed 
the group. 

Individual departmental winners were: 


W. Joseph Carter, Laurens F. Bruno 
Agency, Boston, northeastern; Charles 
R. Barber, CLU, Harvey S. White 
Agency, Charlotte, N. C., southern; 
Charles L. Garrettson, Taft Woody 
Agency, Harrisburg, middle Atlantic; 


Gerald H. Grange, B. T. Embry Agency, 
Kansas City, south central; Mark B. 
Higgins, J. Fred Speer Agency, Pitts- 
burgh, western Pennsylvania; Louis H. 
F. Mouquin, CLU, CPCU, Leo Eisen 
Agency, New York, greater New York; 


Martin I. Scott, Frank R. Shamel 
Agency, Los Angeles, western, and 
George B. Hopkins, Ernest C. Hodder 


Agency, Grand Rapids, north central. 





H. Bruce Palmer Honored 
H. Bruce Palmer, president, Mutual 
Benefit Life, has been chosen New Jer- 
sey Business Statesman of the Year 
by the Sales Executives Club of North- 
ern New Jersey. The award will be 
presented to Mr. Palmer, March 28, at 
a luncheon at the Robert Treat Hotel, 
Newark. 
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Joseph A. Hammond as regional Group 
manager. 

A native of Boston and a graduate of 
30ston College, Mr. Hammond has been 
active in the group field there since 1949 
and joined Occidental last year for home 
office training. 





ducer or experienced supervisor with 
management ability to do all around 
production and supervisory job. Super- 
visor this agency with same contract 
earned over $30,000 in 1954. Confi- 
dential. Box 2277, The Eastern Under- 
ey 93 Nassau Street, New York 38, 


. 














Advanced on Staff of Kansas City Life 





Sudvarg Studio 
JOSEPH R, BIXBY 
Kansas City Life announces the elec- 
Joseph Reynolds Bixby as vice 
president and secretary also 
the appointments of R. L. Fitzgerald as 
assistant superintendent of agencies and 
George Gleason as auditor. 

Mr. Bixby, who joined the comp: ny in 
1941 has been assistant secretary since 
1950 coming with the company after two 
years with the armed forces in World 


tion of 
assistant 


R. L. FITZGERALD 

War II. He is the son of W. 3ixby, 
president of the company and ote 
of the founder, Joseph B. Reynolds. 

Mr. Fitzgerald, who joined the com- 
pany as a personal producer has been 
40 years in its service. He has been 
Missouri St: ite supervisor and regional 
agency supervisor. 

Mr. Gleason, with the company since 
1923, has served in several departments, 
since 1939 in charge of disbursements. 
SE SEEN LIAISE SY 








General Agent 
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HERB DAVIS 


LARRY CAMPS 
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110 East 42nd Street, N. Y. C. 
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ounder Heppenheimer Plan Sales “Planorama” Colonial Life Breaks All Hancock Names Dr. Cahall 
e * e ’ - . . . 
Colonial Life, Dies = Mere than 300 producers for North Sales Records in 1954 Assistant Medical Director 
American Life & Casualty will attend Total new life insurance sales’ by The Sales: Masonic daeanmmeeilthe 


S ” , : jc ife ’ ie< noocreoate x g = 
wAS CHAIRMAN OF BOARD ithe sales “Planorama” at the company’s Colonial Life - America aggregated appointment of Dr. W. Lawrence Cahall 
$62,371,600 during 1954, the largest vol- 
ume in the history of the company and 





85 Years Old, He Attended Colonial home office in Minneapolis, February 21- as assistant medical director, effective 





Conventions and Field Dinners; 23. Present insurance-in-force is $398,- ; Spe hae February 1. 
Former Judge 000,000, on policies written by company * 8% = ne asia — ee \ graduate of the University of 
ludge Ernest J. Heppenheimer, 85, agents in the United States and Canada. ee by Richard B. Evans, presi- North Carolina and Jefferson Medical 
: The “Planorama” will be directed by ; School, Dr. Cahall attended the Univer- 


: ~ - ¢ The record breaking volume brought 
s Skog ; . E. Schole-_ . ‘aa Oe a ce 
Pre ident koglund and J. I : chole- insurance in force to over $355,000,000, 
field, CLU, vice president and director of also the greatest since Colonial Life 
agencies. was organized in 1897. nal medicine. 


jounder and chairman of the Colonial 
Life, of which he was president for a 
number of years, died at his home in 
Tenafly, N. J., on January 23, following 
, long illness. Despite his advanced age 


sity of Pennsylvania Graduate School of 
Medicine where he specialized in inter- 
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ERNEST J. HEPPENHEIMER 


he almost invariably attended conven- 
tions of the Colonial Life and meetings 
of its directors. He particularly was 
fond of appearing at dinners of field 
men and liked making dinner talks to 
them, his comments being interlarded 
with humor. He took great pride in the 
progress of the company and could not 
get out of his mind the contrast between 
its modest beginning in Jersey City and 
its present stature. Several years ago 
the company moved to a_ building it 
erected in East Orange, N. J., which is 
regarded as a model home office for a 
company of the Colonial Life’s size and 
it has been visited by insurance execu- 
tives from all parts of the world. 


Made a Judge by Woodrow Wilson 


Judge Heppenheimer was a native of 
Jersey City. He studied at the Military 
Academy in Peekskill, N. Y., and at 
Phillips Academy, Andover, Mass. His 
father was head of the lithographic firm 
of F. Heppenheimer’s Sons, New York, 
and he studied lithogr: tphy there and 
Was with the firm for seven years. At 
intervals he would visit a Texas cattle 
ranch in which he had an interest. 

It was in 1897 that he helped organize 
the Colonial Life. He served as_ its 


president from 1906 to 1943 when he ial : ree 
oe poe P ag rae hah ened wea 28; with 
00 Oo appointed him 
The GOLDEN RULE COMPANY 


a lay judge of the Court of Errors and 
(prea als by : me age = and a 
uter dge in appointe 
ior another six-year term. "te lef t the TOP COMMISSION on 15 leading contracts. MONEY-MAKING SALES PACKAGES. New! PACKAGED TRAINING PLANS. New! Amaz- 
Long term vested renewals. Cash bonus Colorful! Dynamic! Plus a new, easy-to- ingly simple! Easy to use! A quick 
and extra renewals to your agents for use Brain-Book and Brain-Kit. Your money-maker for new or old agents! 
recommending new agents. agents can't miss! 








bench in January, 1924, because of grow- 
ing responsibilities with Colonial Life. 

A number of public offices were held 
by Judge Heppenheimer. He was presi- 
dent of Jersey City’s board of aldermen 


fe itis -years>. ecesuient of Mew fer- Ask for Other Reasons-INQUIRIES HELD CONFIDENTIAL Opportunities in: 

sey Harbor Commission in 1912-13; and ™ — Arizona, California, Delaware, Florids 

a. Democratic Elector in 1912. In the C Illinois, Indiana, low, Ree 

ue field he was chairman of Citi- THE OLUMBUS MUTUAL tucky, Maryland. Mi ~se bs: ee 

zens Northern Valley National Bank of : Jerse : oF 

Englewood, N. J., a director of Trust LIFE INSURANCE COMPANY sities tue eae oe Penn- 
. zinta, ishing 


Co. of New Jersey, and a trustee of Columbus 16, Ohio ton 
Provident Institute for Savings. His - D. C., and West Virginia 


widow, who was Ruth Norris, survives. Carl Mitcheltree, Pres, Ben F. Hadley, Vice-Pres. & Sup’t. of Agents 


Agency Building 
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Furey Discusses Competitive Market 


Berkshire President Tells Convention Company Is Studying 
All Phases and Will Not Be Stampeded Into 
Precipitant, Unconsidered Action 


In an address which concluded the 
successful convention of the Berkshiré 
Life at Bellevue-Biltmore Hotel, Clear- 
water, Fla. last week, President W. 
Rankin Furey discussed current com- 
petitive situations in the insurance busi- 
ness and the attitude of the Berkshire 
relative to them. 

Mr. Furey said the company recog- 
nized the confused status of “the fren- 
zied competitive market,” and its atti- 
tude is to study this market in all of 
its phases. The company will note what 
in the market strikes it as good and 
what it feels is not. “We do not intend 
to be stampeded into entering any sec- 





Kanter Studio 
W. RANKIN FUREY 


tor of the sales arena which the Berk- 
shire regards as not in the best interest 
of its policyholders and the company. 
In brief, every phase will be carefully 
studied and there will be no precipitant, 
unconsidered action on our part.” 


Guaranteed Values 


Continuing Mr. Furey said: “We do 
not intend that the excesses character- 
ized by a bull market shall lead us to 
believe that new values have been estab- 
lished which will take the place of guar- 
anteed values.” Such values were defined 
by him as “the fixed guarantee of a life 
insurance company and not the fluctuat- 
ing market value of equities. People are 
apt to forget the lessons of the past, 
thus losing sight of the real significance 
and importance of guaranteed values.” 
He cautioned all buyers to remember 
what happened in the late ’30’s when 
guaranteed values were emphasized in 
the form of cash in safe deposit boxes, 


Government bonds and life insurance 
policies. 

Advertising 
Discussing advertising by insurance 


companies he offered his belief that its 
long-range trend should be to sell the 
basic benefits of the product as being 
the best method of fulfilling the needs 
of the insuring public, and the competi- 
tive aim should be with all other forms 
of consumer dollar spending rather than 
taking the format of competition within 
the industry. 

“To the extent that such advertising 
honestly packages the product, making 
it easier to buy as well as easier to sell, 
we are in favor of special needs adver- 
tising,” he said. “As to so-called special 
pricing we believe that such pricing by 


policy size or by specially selected 
classes is entirely possible and legal 
provided only that equity can be main- 
tained and justified and ,that no such 
class receives any benefit or benefits at 
the expense of policyholders as a whole. 
Specially designed contracts with special 
provisions for the special needs of the 
insured are forward steps.” 


Should Be Easier to Pay Premiums 


Also, he emphasized that the industry 
is still not making rapid progress in 
designing, creating and adopting pre- 
mium payment plans which will make 
the payment of premiums an easier to 
accomplish transaction. 

“Now, just how to arrive at such an 
improvement in the premium payment 
process I do not know, but I do feel that 
some one will eventually come up with 
the correct answer. A number of leading 
executives in the business are giving the 
subject some thought.” 

Another subject which the Berkshire’s 
home office is carefully studying is that 
of variable annuities and other variable 
dollar plans. Some of these plans having 
to do with fluctuation of dollar valua- 
tions are causing concern in the field, 
but he believed that the problem will 
be considerably minimized in the event 
of a serious break in the stock market. 

Upset as some in life insurance are 
by various phases of competition for the 
consumer’s dollar Mr. Furey felt con- 
vinced that the insurance agent with his 
every-day contact with the policyholder, 
the beneficiary, and those who should 
be policyholders or beneficiaries, has 
little to worry about if he conscientiously 
follows without detour the road of sell- 
ing insurance fundamentals. The experi- 
ence and observation of the career agent 
convinces him that human nature does 
not change, and that the fundamentals 
which have prevailed in more than a 
century of life insurance administration 
are the factors which count most in the 
appeal that life insurance has for the 
public. “The public wants safeguards 
against economic contingencies—famili- 
lies in financial distress because of death, 
or disability, or some other type of un- 
avoidable loss,” concluded Mr. Furey. 
“That loss can be avoided with insur- 
ance protection. The agent must be a 
constant teacher of these insurance 
fundamentals and should pound home 
the necessity for buying insurance and 
for digging up the money to pay the 
premium.” 


To Enter Non-Can Field 


(Continued from Page 1) 





for maximum indemnity periods of 12, 
24, 60 and 120 months. Lifetime accident 
benefits are available optionally for any 
of these plans. The 12 and 24 month 
policies have elimination periods of 7, 
14 or 30 days while the 60 and 120 month 
contracts are written with 30, 60 or 90 
day elimination periods. First day ac- 
cident benefits may be provided on all 
forms if desired. The policy is incon- 
testable after two years, does not re- 
quire house confinement, is non-prorat- 
ing and non-aggregate. The company is 
continuing to use its present occupa- 
tional classifications, offering the non- 
can. coverage in a number of classes. 





BUFFALO BREAKFAST MEETING 

Tack O'Bannon, president, Buffalo 
Life Underwriters Association, moder- 
ated a life insurance selling panel dis- 
cussion at a recent breakfast sales meet- 
ing. Participants included Kar] A. Krafft, 
Hugh J. Lyons, Paul J. Maloney, James 
M. Marinello, Daniel F. Steinwald and 
Philip H. Zimmerman. 


— 


Berkshire Life Leaders Get Awards 
s 





Left to right, top row—Andrew Kakoyannis, Vice President Hiram S. Hart, Frank 


Chandler, George N. Matthews. 


Bottom row—Jules Nassberg, John W. Talbot, 


Edward J. Dore, Jr., Vice President Hart, Martin A. Pullano, Jr., Clarence G. Meeker. 


At the banquet in Clearwater, Fla., 
last week of the Berkshire Life’s con- 
vention, Chairman Harrison L. Amber 
of that company presented the plaques 
and other honors won by members of 
the field. 

The S. S. Wolfson Trophy was pre- 
sented to Andrew Kakoyannis, Miami 
general agent, for “the most outstanding 
performance during the 1954 Berkshire 
Boosters Campaign.” 

Winners of the agency plaques went 
to Mr. Kakoyannis for 1954 premium in- 
crease; Frank Chandler, CLU, Balti- 





Ovation for Hendershots 

During the convention of Berkshire 
Life in Hollywood, Florida, Chairman 
Harrison L. Amber paid a tribute to 
Lewis B. Hendershot, assistant secre- 
tary and director of sales promotion 
of the Berkshire. He praised the long 
service of Mr. Hendershot, appraised 
that service highly, and said his eulogy 
included Mrs. Hendershot who has al- 
ways been a popular figure too at Berk- 
shire conventions. The applause of the 
members of the convention took the 
form of an ovation. Both Mr. and Mrs. 
Hendershot were emotionally stirred by 
this display of affection. 





Feingold New Gen’! Agent 
Of Bankers Security Life 


The appointment of Emanuel Fein- 
gold as a New York general agent of 
Bankers Security Life is announced by 
George J. Harrison, eastern superin- 
tendent of agencies. Mr. Feingold was 
formerly with the Public Accident & 
Life Agency, in midtown New York, as 
brokerage manager. A_ graduate of 
Brooklyn College, he operated as a real 
estate broker prior to entering life in- 
surance in 1 

Phil Cohen and Morris Cohen of the 
Public A. & L. Agency, will be associ- 
ated with Mr. Feingold in his new con- 
nections. 








more general agent, for 1954 agency 
building; George N. Matthews, Buffalo 
general agent, for 1954 conservation. 

Annual leading producers awards were 
to Jules Nassberg, Rentner agency, New 
York, leader in premium volume; John 
W. Talbot, CLU, Limont agency, Pitts- 
field, leader in ‘life cases; Edward J. 
Dore, Jr., Dore agency, Detroit, life vol- 
ume leader; Martin A. Pullano, Jr., Li- 
mont agency, leader in new full-time 
life volume; and Clarence G. Meeker, 
O’Brien agency, Albany, leader in A. 
& H. annual premiums. 





Sheehan Story in Fortune 
Tells $84 Billion Dilemma 


The February issue of Fortune con- 
tains a comprehensive article on the 
Life Insurance industry by Robert Shee- 
han, a Fortune staff writer who is well 
known in the insurance business, who 
tells in “Life Insurance: $84 Billion 
Dilemma” how the business and _ assets 
of companies have grown yet the de- 
clining interest rate over the years has 
prevented the industry from participat- 
ing in the constantly expanding econ- 
omy. 

Retertug to the policyholder’s stake 
in his ownership of life insurance, Mr. 
Sheehan says: 

“But through the life insurance com- 
panies, through loans of this character 
(big loans to industry) are doing a tre- 
mendous job in helping to nourish an 
expanding and dynamic U. S. economy, 
they are not themselves drawing from 
that economy the benefits to which some 
people think they are entitled.” 


TENNESSEE LIFE MANAGER 

Appointment of James E. Healey as 
manager of Tennessee Life’s newly- 
established agency Corpus Christi, 
Texas, has been announced. Mr. Healey 
was educated at Georgetown University 
and in the Brooklyn Law School, where 
he received his law degree. During 
World War II he saw service as a para- 
trooper. 
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Continental American 
In 100% Stock Split 


STOCKHOLDERS MEET MARCH 17 








President Claude L. Benner Says Direc- 
tors Plan to Raise Dividend on In- 
creased Outstanding Shares 





Wilmington, Del—Directors of Con- 
tinental American Life have recommend- 
ed a 100% stock dividend to be acted 
on at a directors meeting April 21, pro- 
vided stockholders at a special meeting 
on March 17, vote to increase author- 
ized common stock. 

Directors also expressed their intent, 


according to Dr. Claude L. Benner, pres- 
ident, to raise the dividend rate by 
declaring a 35-cent quarterly dividend on 
the doubled number of shares that would 
replace the 60-cent dividend on present 
stock and would be equivalent to in- 
creasing the annual dividend on present 
stock to $2.80 from $2.40. 

The company has 65,235 shares out- 
standing. The proposal before’ the 
shareholders meeting in March will be 
to raise the authorization to 250,000 
shares of which 130,470 would be out- 
ending after the proposed stock divi- 
dend. 

Dr. Benner said the earnings were 
$3.77 a share in 1954 on the basis of 
average shares outstanding compared 
with $3.43 in 1953. Directors declared 
regular quarterly dividend of 60 cents on 
present shares payable January 31 to 
stock of record January 24. 





B. B. Macfarlane Retires 


Miss B. B. Macfarlane, supervisor for 
the state of Louisiana, of Pan-American 
Life of New Orleans, has retired after 
a 43 year career with the company. 

During Miss Macfarlane’s career she 
had gained prominence as an outstand- 
ing life insurance representative and as 
a supervisor who had built the strongest 
agency organization in Pan-American. 
She was, many times, a member of the 
Women’s Quarter Million Dollar Round 
Table and is presently vice president of 
that organization. She is a past presi- 
dent of the New Orleans Association of 
Life Underwriters. 

On the occasion of her retirement she 
was feted at a banquet held at the New 
Orleans Country Club. More than 200 


of Miss Marfarlane’s friends and busi- 


ness associates attended. Presiding at 
24 banquet was President Crawford H. 
is. 





M. F. Noggle Promoted to 


Harrisburg District Manager 
The Baltimore Life has appointed 
Maynard F. Noggle as manager of its 
Harrisburg, Pa., district office. Business 
expansion in this area necessitated the 
creation of a new district, comprising 
the cities of Harrisburg and Lewistown 
and surrounding areas. 

Mr. Noggle joined Baltimore Life in 
October, 1949, as a representative of the 
Carlisle, Pa., district office. On March 
23, 1953, he was promoted to staff su- 
perintendent in the Lewistown office. 
He is secretary treasurer of the Lewis- 
town Life Underwriters Association. 





Mutual Benefit Appoints 
City Mortgage Managers 


The appointment of three city mort- 
gage managers was announced this week 
at Mutual Benefit Life by Paul A. 
Nalen, vice president and manager, city 
mortgage and real estate investment 
department. 

The appointees are Walter S. Allen, 
Frank C. Taylor and Alfred F. Ricker. 
The position of city mortgage manager 
carries with it the responsibility for 
supervising and servicing mortgage loan 
correspondents throughout the United 
tates, 





Colonial General Agent 
At East Orange, N. J. 


JAMES I. HYDE 


James I. Hyde has been appointed 
general agent of the East Orange, N. J., 
agency of Colonial Life, it was an- 
nounced by Eric G. Johnson, vice pres- 
ident. 

Mr. Hyde has been associated with 
Colonial Life since July, 1952, and was 
formerly agency assistant in the general 
agency department at the home office. 
After being graduated from The Peddie 
School, Hightstown, N. J., he enlisted 
in the Navy early in 1943. He served 
as a hospital corpsman with the Second 
Marine Division in the Islands of the 
South Pacific, receiving several combat 
stars for participation in the Tinian, 
Saipan and Okinawa campaigns. 

Returning to civilian life, he entered 
Cornell University where he majored 
in economics. Before going with Colo- 
nial Life, he was associated with a 
life insurance agency in New York 
City, and prior to that was engaged 
in sales work with a paper company. 

Mr. Hyde is a member of Alpha 

Tau Omega national college fraternity, 
the executive committee of the North 
Jersey alumni of Peddie School, and the 
Newark Association of Life Under- 
writers. He resides at Chatham, N. J., 
with his wife and two children. 

A native of Belleville, N. J., Mr. 
Hyde is the son of Elmer S. Hyde, com- 
misioner of Public Parks and Property 
= an insurance broker in New York 

ity. 





Appoint L. W. Horswell 


Pacific Mutual Life marked a further 
expansion of its Group department in 
naming Leo W. Horswell as regional 
representative to head the development 
of the Group retirement and profit shar- 
ing plan division in the areas served 
by its Los Angeles, San Diego and 
Phoenix Group insurance offices. The 
appointment follows closely upon that 
of Thomas W. Freeman, Group retire- 
ment and profit. sharing plans division 
regional representatives for the Dallas 
area. 

With Pacific Mutual since 1950, Mr. 
Horswell served as manager of the com- 
pany’s Group instirance office in Ohicago, 
but for the past three years has been 
concentrating on retirement and profit 
sharing plan administration. 





MUTUAL OF CANADA DIRECTOR 
R. W.. Cooper, president, W. H. 
Cooper Construction Co., Ltd., Hamil- 
ton, Ont., has been elected a director 
of Mutual Life Assurance of Canada. 





GEORGE L. MENDES DEAD 





Guardian Life’s Agency Director Killed 
in an Auto Accident; Mrs. Mendes 
in Hospital 

George L. Mendes, 57, agency di- 
rector, Guardian Life, well known among 
the country’s agency executives, and 
with that company since 1931, was killed 
in an automobile accident in Norwalk, 
Conn., on January 23. Riding with him 
at the time was Mrs. Mendes who suf- 
fered injuries and is now in Norwalk 
Hospital in a critical condition. 

Mr. Mendes started with the Guard- 
ian as an agent; then in 1935 was 
brought into the home office as an 
agency assistant. In 1936 he was ap- 
pointed to the official staff as assistant 
superintendent of agencies. In 1943 he 
was advanced to agency director being 
placed i in charge of developing the com- 
pany’s brokerage program. 

In addition to Mrs. Mendes, two sons 
survive. They are George L. Mendes, 
Jr., of Miami,.and Richard Pe of Garden 
City. . 


; 





ee 
Pru A. & H. 1954 — 
Sales of Prudential Insurance Co. in- 
dividual sickness and accident insurance 
increased threefold during 1954 and ac- 
counted for the issuance of 175,000 new 
policies covering an additional 300,000 
persons, the company announced today. 





Union Buys Control of 
American Standard Life 


Washington — The AFL International 
Brotherhood of Electrical Workers has 
bought majority stock control of Ameri- 
can Standard Life of Washington, D. C. 
J. Scott Milne, union president, said the 
purchase was made as an “investment 
for the pension fund of the union,” and 
it is understood the union plans to place 
its pension fund business with the com- 
pany. 

At the end of 1953 the company had 
assets of $3,946,063. The announcement 
did not say how much the union paid 
for the stock but it is said $120 a share 
had been offered for the outstanding 
stock. Insurance in force at the end of 
1953 was $11,655,585. 





Harry White, Penn Mutual 
Officer, Dies at Age 62 


Harry E. White, treasurer of Penn 
Mutual Life, died recently at age 62. 
Mr. White collapsed on a train while 
on his way home in Lansdale, Pa. 

He was associated with Drexel & Co., 
investment brokers, before he joined 
Penn Mutual at the home office in Phil- 
adelphia in 1937. He was named assis- 
inns treasurer in 1938 and treasurer in 

Surviving are his widow, two sisters, 
a brother and two stepchildren. 





Mass. Mutual Names Benton 
At Minneapolis for Group 


Massachusetts Mutual Life has an- 
nounced the appointment of Frank R. 
Benton as district Group representative 
in Minneapolis. The Minneapolis Group 
office is under the general supervision 
of Bernhard F. Kalb, ‘CLU, Group re- 
gional manager, with headquarters in 
Chicago. Mr. Benton will service the 
company’s agencies in Minneapolis, 
Fargo, St. Paul, Des Moines, Lincoln, 
Omaha and Sioux City. 

Mr. Benton joined Massachusetts Mu- 
tual in April, 1954, after five years of 
Group sales and service work in Chi- 
cago representing another large eastern 
company. Prior to his assignment to 
Minneapolis, he was a district Group 
representative in Kansas City. Mr. Ben- 
ton is a native of Baltimore, a graduate 
of Johns Hopkins University and an 
Army veteran of World War II and the 
Korean war. 


Brokerage Sales Director 


For Mutual of New York 





JOSEPH J. MELLY, JR. 


Joseph J. Melly, Jr. will join Mutual 
Life of New York on February 1 in the 


newly-created position of director of 


brokerage sales, it was announced by 
Stanton G. Hale, vice president for 
sales. Mr. Melly, 36 years old, was 


formerly with the Wheeler King Agency 
of New Mutual as brokerage 
manager. 

Mr. Hale said the new 
created to give better direction to the 
brokerage business which has been de- 
veloping for the past two years. He 
added that the company “will continue 
its present policy of putting emphasis 
on career representation and that the 
brokerage operation will be supplemen- 
tal to this.” 

Mr. Hale said creation of the new 
position also was in line with the com- 
pany’s continuing program to broaden 
its services for the benefit of its policy- 
holders and the insuring public. He 
pointed out that twelve years ago the 
company devised a new compensation 
plan for career field underwriters, and 
in recent years made available other 
contracts for agents and provided for 
single-case agreements. Also in recent 
years MONY extended its services into 
the fields of accident and sickness in- 
surance, Module multiprotection plans 
for employe groups, created new indi- 
vidual life insurance contracts, and 
stepped up its recruiting actrvities. 

Mr. Melly entered the insurance busi- 
ness shortly after graduating from Ford- 


England 


position was 


ham University. He was with John D. 
Wyeth & Co. New York City, from 
1940 to 1942, when he went into the 


Army. He then joined Travelers in New 
York City in 1946 through 1948 as a 
field assistant in the life, accident and 
group department. He has been with 
New England Mutual since 1948, advanc- 
ing from brokerage supervisor to bro- 
kerage manager for the Wheeler King 
Agency. 

Mr. Melly is a member of the execu- 
tive committee and chairman of the 
program committee of the Life Super- 
visors Association; a graduate of LUTC, 
and in 1953, he received his CLU des- 
ignation. He is also a member of the 
board of directors of the Life Under- 
writers Association of the City of New 


York. 


DAYTON MANAGERS ELECT 
The Dayton Managers and General 
Agents Life Association have elected the 
following new officers: Samuel W. 
Emerick, president; Nathan P. Paulus, 
vice president: Thomas H. Gillaugh, 
secretary-treasurer; and C. E. Drury, 


Jr., director. 
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R. MANNING BROWN, JR. 


Manning Brown, 
Ir., as vice president of the real estate 
and mortgage loan department of New 
York Life has been announced by Clar- 


The election of R. 


ence |. Myers, president. Mr. Brown 
will assume the direction of the depart- 
ment later in the year when Vice Pres- 
ident Charles R. Van Anden retires. 
Other included the ap- 
pointment of Arthur M. 
second vice president in the Group in- 


promotions 
Browning to 


surance department, Earl M. MacRae to 
the same post in the life underwriters 
department and George S. Murray as 
second vice president in the real estate 
and mortgage loan department. 

Ralph H. Bowles was made assistant 
vice president in the life underwriters 
department and Edward C. Rose, Jr., as- 
sistant vice president in real estate and 
mortgage loan department. Other real 
estate and mortgage loan promotions 
were Richard W. Baker, Jr., and James 
EK. Woodruff to executive assistants, 
John F. Regan and H. Paul Jones to su- 
pervisors of field operations. 

Mr. Brown joined New York Life in 
1951 as an assistant vice president. Pre- 
viously the had been regional finance 
manager in Philadelphia for the General 
Motors Acceptance Corp., which he 
joined in 1936 upon his graduation from 
Princeton. 

He has been a second vice president 
since 1953 and has been supervising the 
general operations of the real estate and 
mortgage loan department, which han- 
dles the servicing, acquisition and dis- 
position of the company’s mortgage loan 
investments. 

Mr. Brown attended the advanced 
management course at Harvard School 
of Business Administration in 1952 and 
is a member of the Graduate Council of 
Princeton. He served for five years with 
the Army in World War II advancing 
from the rank of private to major in the 
85th Infantry Division which served in 
Italy. 

Mr” Van Anden, who has been in 





Hancock Agency Supervisor 

Bruce Patterson, general agent for 
John Hancock at Houston, has an- 
nounced the appointment of Raymond 
S. Maislin as supervisor. 

Mr. Maislin, has been in the insurance 
business in Houston for more than four 
vears. He holds a master’s degree from 
New York University School of Business 
where he majored in marketing and in- 
surance, and a bachelor’s degree in 
business administration from City Col- 
lege of New York where he majored in 
personnel and public relations. He is 
currently studying at the University of 
Houston for the CLU designation. 


Several Advanced on New York Life’s Home Office Staff 





ARTHUR M. BROWNING 


charge of real estate and mortgage loan 
operations as a vice president since 1948, 
came to New York Life in 1935 from the 
New York Title and Mortgage Company 
where he had been a vice president. He 
became supervisor of the real estate de- 
partment in 1936 and when the real 
estate and mortgage loan departments 
were consolidated in 1942, Mr. Van 
Anden continued in the same post. 

He was appointed an assistant vice 
president in 1943 and elected a vice pres- 
ident in 1948. A native of Dutchess 
County, N. Y., he was admitted to the 
New York State Bar in 1915 and prac- 
ticed law in Poughkeepsie. He was an 
ensign in World War I. 





insurance in force. 


Wide territory. 


writer, 


38, N.Y. 








LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 








Woodward, Ryan, 
Sharp & Davis 
Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
INDIANAPOLIS OMAHA 











New JERSEY BROKERAGE 
OPPORTUNITY 


If you have a good life insurance brokerage 
following in New Jersey —a leading general 
agency needs you right away. We represent an 
aggressive life insurance company over 50 
years old with approximately $11 billion 


We have facilities for unexcelled service in 
handling both standard and substandard cases. 


A permanent position as Brokerage Manager 
in our Newark office awaits you. Substantial 
salary and overriding guaranteed to right man. 


All replies will be treated confidential. 
Address Box 2284, The Eastern Under- 
93 Nassau Street, 


Mutual Benefit Life’s 
Home Office Changes 


Nine official changes have been an- 
nounced at Mutual Benefit Life by Pres- 
ident H. Bruce Palmer. 

Six men were named administrative 
officers of Mutual Benefit: Walter W. 
Cochrane was appointed assistant man- 
ager of the claim department; George Y. 
Cherlin and Virgil O. Hayden were ap- 
pointed senior mathematical assistants, 
in the mathematical department; Jack L. 
Rowland and William A. White were 
appointed mathematical assistants in the 
mathematical department; and H. Pres- 
ton Smith was appointed director of 
field personnel. 

Three other officers involved in the 
change were: John S. Clarkson, for- 
merly director of personnel training, was 
appointed personnel manager; Kenneth 
Patton and Norman Schofield formerly 
mathematical assistants in the mathe- 
matical department were designated as 
senior actuarial assistants. 





New York 








Appointed State Manager 
In Texas for Franklin 





FRED WIEDEMANN 


Fred Wiedemann, CLU, is appointed 
state manager for Texas for Franklin 
Life of Springfield, Il. Mr. Wiedemann 
entered the life insurance business in 
1947 with one of the larger midwest 
companies, and shortly thereafter was 
appointed general agent, while at the 
same time paying for over $800,000 of 
personal business. He joined Franklin 
as regional sales director in the Dallas- 
Fort Worth area in February, 1951. 
Starting scratch, he developed 
within three.years’ time an agency or- 
ganization which produced over $6,(00,- 
000 of new business a year. 

On April 1, 1954, Mr. Wiedemann re- 
signed from the Franklin to assume the 
office of vice president and director ot 
agencies for Continental Life of Fort 
Worth, and to serve on that companys 
board of directors. As of January 15 
he returned to Franklin as a company 
officer with headquarters in Dallas 
charged, as state manager, with com- 
plete supervision over all company 
agency activities in the state of Texas. 

Franklin Life has operated without 
interruption in the state of Texas since 
1898, and Texas ranks first among all 
states in amount of Franklin insurance 
in force with a total in excess of $210, 
000,000. The Franklin currently has over 
$1,750,000,000 of insurance in force. 


from 





SYRACUSE ASS’N SPEAKER 
Bernard H. Zais, CLU, Burlington, 
Vt., was guest speaker at the January 
meeting of the Syracuse Life Under- 
writers Association. He discussed “The 
Million Dollar Round Table—Nearer 
Than You Think.” 
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Milton Leading Gen’! 
Agent of Postal in ’54 


WON THREE MAJOR AWARDS 





George Ross of Middletown, N. Y., lead- 
ing Personal Producer of Company, 
Received Two Plaques 





Postal Life of New York paid for $28,- 
626,811 of new business in 1954, 8% bet- 
ter than in 1953, hitting a new production 
high. Largest volume month was Decem- 
ber when $5,532,175 was paid for, 65% 
over the previous best month. Total 

















George Kolodny, center, Postal’s presi- 
dent, presents top trophies to George 
Ross, left, and Arthur Milton, right. 


insurance in force now stands at over 
$118,000,000. 

Arthur Milton of New York City was 
the leading general agent for the year. 
Although he joined the company and 
started his agency only six years ago, 
he topped the $6,000,000 a year figure. 
He won three of the company’s five ma- 
jor awards, the President’s trophy for 
the “best all-around agency building job 
during 1954,” the President’s volume 
plaque, and the President’s service plaque 
for the largest number of lives. Mr. 
Milton also paid for over $1,000,000 of 
personal business to place second in the 
company. His agency paid tor $1% mil- 
lion business last December to set a new 
company record, 

George Ross of Middletown, N. Y., 
paid for over $1,000,000 of personal busi- 
ness to lead the company and win the 
President’s cup. He also won the Presi- 
dent’s quota plaque—his percentage of 
business over quota being higher than 
that of any other Postal general agent. 

Presentations of the 1954 awards were 
made by President George Kolodny who, 
in congratulating both men, said: “The 
year 1954 was another record-breaking 
year for us, but 1955, our 50th anniver- 
sary year, will be even better as we in- 
tend to keep up our progressive pace. 
We are finding that our brokerage busi- 
ness 1s of high quality, is relatively easy 
to handle. Although we are well known 
as a ‘brokerage company,’ the number 
of our full time personal producers is 
Steadily growing. The fact that we must 
he a flexible company, able to meet the 
individual needs of diverse brokers and 
Surplus writers, is also beneficial to our 
full time men and women.” 








ROCHESTER ASS’N MEETS 

Rochester Association of Life Under- 
Writers launched 1955 activities with a 
luncheon meeting in the Chamber of 
Commerce, Rochester, N. Y. Guest 
Speaker was Robert B. Proctor, assis- 
tant superintendent of agencies of Con- 
necticut Mutual Life. 














W avite 
GENERAL INSURANCE BROKERS 


To increase their income 
and serve their clients better 


Come in today for full details on our 


MULTIPLE NON-CAN. (A &H) FACILITIES 





We have the most complete 
portfolio of income protection 











FEATURES: 


* Guaranteed Renewable 
* Incontestable 
* Non-House Confining 
* Including Waiver of Premium 
* Long or Short Term Illness Coverages 





and a “full time” staff offering comp!ete 


LIFE INSURANCE facilities including: 


Home guarantee-mortgage, life expectancy, family 
income and family mezintenance, juvenile (5 for | 
at 21), renewable-convertible term, retirement in- 
come, term-standard or sub-standard, and par or 
non-par. 


The “how can we write it attitude” of our un- 
derwriters will help you as we have helped many 


others to salvage a good case that they might other- 
wise have lost. 


WDE Pension &, 


Julius L. Ullman, Executive Vice-President 


Genera AGENTS anno UNDERWRITERS 


75 MAIDEN LANE 


“a friendly Office” 


NEW YORK 38, N. Y. 
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Associate Medical Head 
Of State Mutual Life 





A. F. Lydiard 
DR. RAYMOND L. CANDAGE 


Klection of Dr. Raymond L. Candage 
as associate medical director of State 
Mutual Life, has been announced by 
President H. Ladd Plumley. 

A graduate of the American Interna 
tional College, Dr. Candage received his 
medical degree from Tufts Medical 
School. He interned at the Boston City 
Hospital and later served as Resident in 
internal medicine at the Carney Hos 
pital in Boston. 

Dr. Candage, who joins State Mutual 
as a company oflicer, had been an as 
sistant medical director for the John 
Hancock since 1951. He is a member of 
American Medical Association and 
Massachusetts Medical Society. 


Last Quarter of 1954 Best 
In Mutual Benefit History 


The last three months of 1954 rep- 
resented the best quarter year’s busi 
ness in the 110-year history of Mutual 
Benefit Life, Newark, N. J. 

Mutual Benefit Life sold over $91 mil- 
lion during the last quarter of the year, 
with 1954 sales of approximately $298 
million, approaching to within 1.3% of 
1953’s record year when $302 million of 
life insurance was sold. During 1954 
the average size policy rose from $8,060 
to $8,295, 

The leading agency in sales was the 
Cincinnati agency ‘headed by William 
T. Earls, which sold over $15 million 
of life insurance in 1954. Cincinnati has 
been company sales leader each year 
since 1951, 

In second place is the Laurance W. 
McDougall Agency, Cleveland, which by 
selling over $13 million moved = from 
sixth place in the company in 1953. to 
second place in 1954—its best year to 
date. The Murrell Brothers Los An 
geles Agency ranked third with $12.324, 
532; the Raleigh R. Stotz Agency, Grand 
Rapids, ranked fourth with $11,270,436 
and Arthur V. Youngman Agency, New 
York, ranked fifth with $11,019,633 

The fourteen agencies which had the 
best year in their history were: Rob 
ert L. Foreman, Atlanta; [Edward L. 
Rosenbaum, Brooklyn; Norman E. An- 
dersen, Chicago; Cincinnati; Cleveland; 
W. O. Catterton, Houston; W. Oliver 
Cass, Indianapolis; Los Angeles; Solo 
mon Huber, New York; Leland O 
Nashem, New York; John A. Erskine, 
Pittsburgh; John O. Wilson, Seattle; 
Francis J. Conlin, Spokane; Fort A 
Zachary, Wichita. 

Thirty-one agencies sold more life 
insurance last year than in 1953 
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Some Legal Phases Of Life 


Insurance Companies’ Investments 


(The following are some extracts from 
an address made by Churchill Rodgers, 
general counsel, Metropolitan Life, before 
University of Chicago Law School Con- 
ference on Insurance ——Entror’s Note.) 


Part III 
Ship Loans 


Since 1947 the Metropolitan’s partici- 
pation in tanker loans has aggregated 
something over $347,000,000 at interest 
rates ranging from 3% to as high as 
6% and with maturities from 7 to 20 
years. A typical tanker loan might well 
be thought of as a development loan 
gone to sea. Its soundness depends 
primarily on the credit standing of the 
company to which the vessel is char- 
tered. The loan may be said to be as 
good as the charter party securing it. 

Although the bond obligor must, of 
course, be an American (or Canadian) 
corporation for its bonds to be eligible 
for Metropolitan, foreign construction, 
ownership, and registry, or one or more 
such factors, usually give rise to compli- 
cations. The possibility of the impact 
of the law of any of many nations is 
implicit in the nature of a ship as se- 
curity. Frequently, particularly in cases 
of foreign ownership, demand notes of 
the owner corporation or corporations 
may be pledged to secure the bonds of 
the obligor corporation. The construc- 
tion contracts, containing the builders’ 
guaranties, for a limited period, of work- 
manship and materials may also be 
pledged. The bonds may be further se- 
cured by the pledge of stock of any 
foreign-owner corporation and by the 
guaranties of the owners of the stock of 
the obligor corporation. 

These elements of security or others 
in the varied combinations possible in 
different transactions, when added to 
the ship mortgage, the pledge of the 
charter party, and other documents evi- 
dencing the contractual relationship (or 
“estate” in the case of the bareboat char- 
ter) among the parties, form a package 
to be kept intact until the bonds are 
paid. Ownership of each vessel by the 
American obligor corporation not only 
is a simplification, since its mortgage 
and assignment would then run directly 
to the bond trustee, but affords the ad- 
vantages of American protection and 
eligibility for American coastwise trade. 

The ship mortgage is governed by the 
law of the country of registry of the 
ship, and it is there that the mortgage 
is recorded and, when required, from 
time to time refiled. American, Pana- 
manian, or Liberian registry is common. 
Notwithstanding the failure of these 
three countries to join the “Brussels 
Convention” providing for recognition of 
ship mortgages, American, Panamanian, 
and Liberian mortgages have to date, on 
principles of comity between nations, 
been given full faith and credit by all 
non-Communist nations, subject to 
priorities provided for by the local law. 

Ship loans are yet another example 
of ready adaptability of direct place- 
ments in meeting the requirements of 
American business—here, American oil 
companies which charter the vessels. 


Oil and Gas Production 
Loans 


Oil and gas production loans consti- 
tute a subject matter for specialists, but 
this paper would be incomplete without 
some mention of them. In a period of 
high demand for gas and oil, and re- 
sulting great activity in that field, it is 
not surprising that there should have 
been a corresponding demand for oil 
and gas production loans. The separate 
depletion allowed for tax purposes 
against the respective revenues from 
separate economic interests in a particu- 
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lar oil or gas reserve has served, in a 
period of skyrocketing tax rates, not 
only to stimulate the demand but to 
complicate the procedures. 

Any such properly created economic 
interest—such as the landowner-lessor’s 
royalty, overriding royalties reserved by 
a subletting lessee, the working interest 
of the lessee or sublessee (subject to 
the burden of the expenses of develop- 
ing and operating the property), oil or 
gas payments (created by reservation 
or conveyance) giving a property right 
to receive specified portions of reserves 
or stated sums of money (with accre- 
tions equivalent to interest) from such 
specified portions and not subject to 
satisfaction by means other than oil or 
gas production, or fractional interests in 
any of the foregoing—may constitute all 
or a part of the required adequate se- 
curity for a corporate loan by a life 
insurance company. In Metropolitan’s 
experience, such loans have been se- 
cured by the mortgage of the working 
interest or of gas or oil payments and, 
in some cases, by pledge of contracts 
to buy the oil or gas involved. 

Production loans secured by oil or 
gas payments are the more usual and, 
particularly for tax reasons, greatly pre- 
ferred by borrowers. For purposes of 
adequacy the mortgaged payment should 
be larger than the loan. Under existing 
tax laws this type of loan works well, 
but of course a lien on the entire work- 
ing interest is to be preferred by the 
lender. In the latter type of loan the 
corporate purchaser of the working in- 
terest, after mortgaging it, may resell 
the working interest and at the same 
time reserve a gas or oil payment, which 
may then be sold, subject to the mort- 
gage to another corporation which may 
assume the mortgage debt. The ultimate 
owner of the working interest holds it 
subject to the mortgage lien and the 
gas or oil payment. It is hoped that this 
latter type of production loan may be- 
come the more usual. 


Conclusion 


During the professional lives of even 
comparatively young lawyers engaged 
in the work, the legal phases of life 
insurance investments have _ steadily 
grown more varied, complicated, and in- 
teresting. The emphasis has shifted from 
city and farm real estate mortgages, 
and more or less standardized corporate 
and municipal securities publicly offered, 
to directly negotiated investments of 
seemingly infinite variety. With con- 
tinued insistence upon safety, flexibility 
and adaptability have become the order 
of the day. 

With the legalization in 1928 of un- 
secured corporate obligations as invest- 
ments for New York life insurance com- 
panies, the extensive financing by them 
of industrial, commercial, and financial 
concerns was greatly facilitated, and the 
exemption in 1933 of transactions not in- 
volving any public offering from the 
Federal Securities Act accelerated the 
trend. 

The enactment in 1938 in New York 
of Section 84 and in 1946 of paragraph 
(h) of Section 81-7 of the Insurance 
Law providing, respectively, for the .ac- 
quisition of housing and other income- 
producing property, and the adoption in 
1943 of the New York Redevelopment 
Companies Law, certainly indicate that 
the New York legislature has cooperated 
with the life insurance companies in 
enabling them to meet the needs of 
those contributing to America’s growth, 
stability, and continued prosperity. 

The legislatures of other states have 
been equally cooperative, and in one 
respect at least 12 states, including such 
important insurance states as Connecti- 
cut, Illinois, Ohio, and Pennsylvania, 
have gone further by freeing companies 
incorporated under their laws from nor- 
mal investment restrictions as to a 


Home Life of America 
Holds H. O. Meeting 


THIRTY DISTRICT MGRS. ATTEND 


T. L. Serano Named “Man of Year” for 
1954; President Walsh Presents Cup; 
Conservation Panel Held 


Home Life of America, Philadelphia, 
held its annual management meeting on 
January 24-25 with 30 district managers 
in attendance. The two-day gathering 
at which the managers joined with home 
office executives in making plans for 
1955, was held at Warwick Hotel, Phila- 
delphia. Daniel J. Walsh, president of 
the company, was the principal speaker 
at the banquet. 

Thomas L. Serano, manager of the 
Havertown, Pa., district, was named as 
“Man of the Year” and was awarded the 
President’s Cup in recognition of his 
all-around excellence in the performance 
of his district both in production and 
conservation. The presentation was 
made by Mr. Walsh. 

Mr. Serano joined the Home Life in 
February, 1933, as agent in Philadelphia. 
He was promoted to staff manager at 
Chester in July, 1938, and to the district 
managership at Lebanon, Pa., in Sep- 
tember, 1948. Last February he was 
named to his present post. 

The meeting got under way Monday 
afternoon when Joseph J. Diamond, as- 
sistant vice president and educational 
director conducted a training session and 
displayed the new Social Security kit. 

At the banquet that evening Carl H. 
Anderson, vice president and treasurer, 
shared the spotlight with President 
Walsh who was the toastmaster. Mr. 
Anderson highspotted the progress of 
1954. It was a satisfactory year for the 
Home Life. 


Film on “Sales Arguments” Shown 


At the Tuesday morning session the 
Borden and Busse film, “Sales Argu- 
ments,” was shown. This was followed 
by a discussion of management prob- 
lems, conservation, development and se- 
lection of agents in which the partici- 
pants were Richard F. Kelly, vice presi- 
dent; John J. Hopkins, assistant vice 
president; William P. Shea, Jr., and L. 
C. Schleicher, also assistant vice presi- 
dents. 

Four district managers then partici- 
pated in a panel discussion on “Conser- 
vation,” moderator being Joseph A. 
Avicolli, assistant vice president. The 
managers included Clyde S. Richardson, 
Easton, Pa.; Thomas L. Serano, Haver- 
town; James R. Shope, York, Pa., and 
Anthony J. Budash, Carbondale, Pa: 

Closing feature of the meeting was an 
open forum on the inviting subject, 
“What’s Your Problem?” in which home 
office department heads answered ques- 
tions from the floor. 











ICA Committee Meeting 


The executive committee of Inter- 
national Claim Association met in Chi- 
cago, this week to discuss plans for the 
46th annual meeting of the Association 
which will be held at the Lake Placid 
Club in the Adirondacks, Essex County, 
New York, September 14, 15 and 16. 

Chairman of the executive committee 
is Edwin Linthicum, Jr. 





small percentage of their assets, thus 
affording additional but limited flexi- 
bility. , 

The contribution by lawyers to the 
development of new techniques in life 
insurance investments has proceeded in 
the light of existing statutes and case 
law and with the aid, where necessary, 
of new legislation. The background is 
one of business and economic change 
and needs, of which the lawyer requires 
understanding and appreciation if he is 
to be effective. In the light of the grow- 
ing complexities in so many of the legal 
phases of life insurance investments the 
need of life insurance companies for 
broadly educated, well-trained, and 
highly skilled investment lawyers will 
not diminish. 








Named Agency Supervisor of 
Seymour V. Abrams Agency 


ey 
pe 





STANLEY ROWEN 


Seymour V. Abrams, CLU, general 
agent for Penn Mutual Life with offices 
at 26 Court Street, Brooklyn, has an- 
nounced the appointment of Stanley 
Rowen as agency supervisor. With ex- 
tensive prior experience in advertising 
and sales, Mr. Rowen will supervise the 
training and development of new agents 
under the Penn Mutual career program. 
Mr. Rowen was named his agency’s 
“Man of the Year” in 1954 and quali- 
fied for the company’s President’s Club 
for New Organization. 

An Air Force veteran of World War 
Il where he served in the Asiatic- 
Pacific Theatre of Operations, and of 
the Korean conflict where he was a 
member of a B-29 air-crew as a navi- 
gator-bombardier, Mr. Rowen was 
awarded the Distinguished Flying Cross, 
Air Medal with six Oak Leaf Clusters, 
three battle stars, and the Distinguished 
Unit Citation. He is presently a mem- 
ber of the 106th Bombardment Wing 
(L) New York Air National Guard with 
the duty of Squadron Observer. : 

The Abrams Agency was organized in 
April, 1953, and has shown continued 
growth and development. 





Insurance Executives Aiding 
In Boy Scout Finance Drive 


Four New York insurance executives 
will head committees under the insur- 
ance division for the 1955 Finance Cam- 
paign of the Greater New York Coun- 
cils, Boy Scouts of America. 

Lee M. Gammill, general counsel for 
New York Life, will serve as chairman 
of the life insurance executives commit- 
tee. 
G. Harry Jackson, president of G. H. 
Jackson Co., is chairman of agents and 
brokers committee. 

George M. Selser, vice president and 
secretary of United States Life, 1s 
chairman of the life insurance agencies 
committee. 

Thomas R. Dew, vice president of 
Federal Insurance Co., is chairman 0 
the fire, casualty, marine and air com- 
mittee. 

The appointments were announced by 
J. McCall Hughes, vice president and 
controller of the Mutual Life of New 
York, and chairman of the insurance 
division. ; 

Goal for the insurance division 15 
$10,500, Mr. Hughes said. He expressed 
the hope that most of this goal would 
be reached in advance gifts. 

In Greater New York the scouts are 
seeking $875,000 for operational costs 
and $370,000 for scout camp develop- 
ment. 


January 28, 1955 
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Connecticut General Building Replica of New Home Office 


Connecticut General Life of Hartford 
is building a full scale replica of a sec- 
tion of its new home office in Bloom- 
field, Conn. The purpose is to permit 
the company and its architects to exam- 
ine, in full size, details of the lighting, 
ceiling, and partitioning and screening 
systems, and their relation to furniture, 
floor finishes and color in order to de- 
termine the most effective arrangement 
in the final structure. 

The mock-up will measure 60 by 72 
feet and will represent a typical section 
of the main clerical area on the second 
floor of the new home office. This area 
in the finished structure will contain 
four interior garden quadrangles. The 
mock-up will represent part of this area 
between the glass exterior wall and the 
opposite glass wall overlooking one of 
the quadrangles. 

While the new building itself is not 
expected to be completed until 1956, the 
mock-up will be ready for test usage by 
the end of January. Since it will be used 


primarily for testing lighting, acoustics 
and materials, the replica building will 
never actually reach “completion.” 

The replica is expected to permit the 
builders to test in the field the assembly 
of full size exterior walls. The mock-up 
will also permit the builder to plan in 
advance the coordination of interior 
structural and service elements such as 
beams, ducts, and lighting fixtures. 

Connecticut General feels that the 
additional cost will be more than offset 
by expected savings in the final struc- 
ture. Much of the material which will 
be tried out is expected to be usable in 
the construction of the new home office. 

Connecticut General’s new home office 
will be located on a 268-acre tract of 
rolling land five miles northwest of 
downtown Hartford. In addition to the 





Names Agency Heads in 


Rochester and Arizona 
Mutual Benefit Life has appointed 
Charles F. Hawley general agent at 
Rochester, N. Y. and James B. Crowley, 
Jr. as general agent for Arizona. 


Mr. Hawley, who succeeds H. Bennet, 


Berwick, general agent at Rochester 
since 1949, has been supervisor in the 
Detroit agency where he has been active 
in the Life Underwriters Association, 
is past chairman of Detroit Chapter 
LUTC, vice president of Junior Chamber 
of Commerce and active in civic affairs 
and charity drives. 

Mr. Crowley at 30 years of age will 
head Mutual Benefit’s newest agency 
in the nation’s youngest state. His fa- 
ther, James B. Crowley, a life member 
of Million Dollar Round Table, is a 
member of one of the company’s leading 
agencies. Young Mr. Crowley began 
his insurance career with New York 
Life, moving to Phoenix in 1953 as_as- 
sistant manager. He is active in the Life 
Underwriters Association and the Ari- 
zona Estate Planning Council. 





New York Life Promotions 
In Inspection Department 


Two promotions in its home office in- 
Spection department have been an- 
nounced by New York Life. 

William D. DeCoursey who has been 
associated with the company since 1920, 
Was appointed manager of the inspection 
department. Prior to his promotion he 
Served as assistant manager. 

John H. Price, formerly New York 
district inspector, has been promoted to 
assistant manager of the department. 

New York Life maintains 20 district 
inspection offices located in principal 
cities throughout the country in order 
to verify information given the company 
y policy owners, applicants and bene- 
ficiaries. 


January 28, 1955 


main three-story work area, the new 
building will consist of an adjoining one- 
story 800-seat dining area overhanging 
a reflecting pool, and a four-story wing 
which will house the public lobby and 
some administrative offices. The new 
structure will provide more than 500,000 
square feet of office space. 

Connecticut General has been located 
in Hartford since its founding in 1865. 
Its present home office staff numbers 
about 1,850. The new home office build- 
ing has been designed to accommodate 
a staff of 3,000. 


Wm. B. Minehan to Wed 


William B. Minehan, secretary, North- 
western Mutual Life, and Miss Mary 
C. Castle will marry on February 5, at 
St. Robert’s Catholic Church, Milwau- 


kee. 





HOWARD E. RIDOUT DIES 
Ridout, 
died January 17. His 


Howard E. insurance broker 
of Toronto, Ont., 


wife, two daughters and a son survive. 


LOMA Annual Meeting Date 


Life Office Management Association 
will hold its 1955 annual conference at 
Edgewater Beach Hofel, Chicago, Sep- 
tember 26 to 28. 





NO. AMERICAN APPOINTMENTS 

E. H. Hanley has been named 
tant general manager in charge of agen- 
cies for North American Life, with E. 
Morton being appointed director of 
agencies, 


assis- 





WHO WRITES WHAT? 


WE DO! 


The broker who by chance isn’t familiar with Northwestern National Life’s Group 


offerings may be in for a pleasant surprise. For example: 


NWNL’s rates on Group Life are among the most favorable to be 


had anywhere. 


Our Accidental Death & Dismemberment and our Group Creditor 


coverages can save your client money. 


An excellent discount factor prevails on all Group cases where 


premiums are payable annually rather than monthly. 


Northwestern National Life has 40 years’ experience with Group, and 
has more than $450 million of Group Life in force. Brokers with any kind of Group 


insurance problem are assured of prompt service from NWNL's 


Home Office in 


Minneapolis or from Regional Group Offices conveniently located throughout the 


country. 


NORTHWESTERN NATIONAL LIFE 


OF MINNEAPOLIS 


40 years’ experience in brokerage senruice 


Sixth in a Series 
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Some Legal Phases Of Life 


Insurance Companies’ Investments 


(The following are some extracts from 
an address made by Churchill Rodgers, 
general counsel, Metropolitan Life, before 
University of Chicago Law School Con- 
ference on Insurance——En1tTor’s NOTE.) 


Part III 
Ship Loans 


Since 1947 the Metropolitan’s partici- 
pation in tanker loans has aggregated 
something over $347,000,000 at interest 
rates ranging from 3% to as high as 
6% and with maturities from 7 to 20 
years. A typical tanker loan might well 
be thought of as a development loan 
gone to sea. Its soundness depends 
primarily on the credit standing of the 
company to which the vessel is char- 
tered. The loan may be said to be as 
good as the charter party securing it. 

Although the bond obligor must, of 
course, be an American (or Canadian) 
corporation for its bonds to be eligible 
for Metropolitan, foreign construction, 
ownership, and registry, or one or more 
such factors, usually give rise to compli- 
cations. The possibility of the impact 
of the law of any of many nations is 
implicit in the nature of a ship as se- 
curity. Frequently, particularly in cases 
of foreign ownership, demand notes of 
the owner corporation or corporations 
may be pledged to secure the bonds of 
the obligor corporation. The construc- 
tion contracts, containing the builders’ 
guaranties, for a limited period, of work- 
manship and materials may also be 
pledged. The bonds may be further se- 
cured by the pledge of stock of any 
foreign-owner corporation and by the 
guaranties of the owners of the stock of 
the obligor corporation. 

These elements of security or others 
in the varied combinations possible in 
different transactions, when added to 
the ship mortgage, the pledge of the 
charter party, and other documents evi- 
dencing the contractual relationship (or 
“estate” in the case of the bareboat char- 
ter) among the parties, form a package 
to be kept intact until the bonds are 
paid. Ownership of each vessel by the 
American obligor corporation not only 
is a simplification, since its mortgage 
and assignment would then run directly 
to the bond trustee, but affords the ad- 
vantages of American protection and 
eligibility for American coastwise trade. 

The ship mortgage is governed by the 
law of the country of registry of the 
ship, and it is there that the mortgage 
is recorded and, when required, from 
time to time refiled. American, Pana- 
manian, or Liberian registry is common. 
Notwithstanding the failure of these 
three countries to join the “Brussels 
Convention” providing for recognition of 
ship mortgages, American, Panamanian, 
and Liberian mortgages have to date, on 
principles of comity between nations, 
been given full faith and credit by all 
non-Communist nations, subject to 
priorities provided for by the local law. 

Ship loans are yet another example 
of ready adaptability of direct place- 
ments in meeting the requirements of 
American business—here, American oil 
companies which charter the vessels. 


Oil and Gas Production 
Loans 


Oil and gas production loans consti- 
tute a subject matter for specialists, but 
this paper would be incomplete without 
some mention of them. In a period of 
high demand for gas and oil, and re- 
sulting great activity in that field, it is 
not surprising that there should have 
been a corresponding demand for oil 
and gas production loans. The separate 
depletion allowed for tax purposes 
against the respective revenues from 
separate economic interests in a particu- 


lar oil or gas reserve has served, in a 
period of skyrocketing tax rates, not 
only to stimulate the demand but to 
complicate the procedures. 

Any such properly created economic 
interest—such as the landowner-lessor’s 
royalty, overriding royalties reserved by 
a subletting lessee, the working interest 
of the lessee or sublessee (subject to 
the burden of the expenses of develop- 
ing and operating the property), oil or 
gas payments (created by reservation 
or conveyance) giving a property right 
to receive specified portions of reserves 
or stated sums of money (with accre- 
tions equivalent to interest) from such 
specified portions and not subject to 
satisfaction by means other than oil or 
gas production, or fractional interests in 
any of the foregoing—may constitute all 
or a part of the required adequate se- 
curity for a corporate loan by a life 
insurance company. In Metropolitan’s 
experience, such loans have been se- 
cured by the mortgage of the working 
interest or of gas or oil payments and, 
in some cases, by pledge of contracts 
to buy the oil or gas involved. 

Production loans secured by oil or 
gas payments are the more usual and, 
particularly for tax reasons, greatly pre- 
ferred by borrowers. For purposes of 
adequacy the mortgaged payment should 
be larger than the loan. Under existing 
tax laws this type of loan works well, 
but of course a lien on the entire work- 
ing interest is to be preferred by the 
lender. In the latter type of loan the 
corporate purchaser of the working in- 
terest, after mortgaging it, may resell 
the working interest and at the same 
time reserve a gas or oil payment, which 
may then be sold, subject to the mort- 
gage to another corporation which may 
assume the mortgage debt. The ultimate 
owner of the working interest holds it 
subject to the mortgage lien and the 
gas or oil payment. It is hoped that this 
latter type of production loan may be- 
come the more usual. 


Conclusion 


During the professional lives of even 
comparatively young lawyers engaged 
in the work, the legal phases of life 
insurance investments have _ steadily 
grown more varied, complicated, and in- 
teresting. The emphasis has shifted from 
city and farm real estate mortgages, 
and more or less standardized corporate 
and municipal securities publicly offered, 
to directly negotiated investments of 
seemingly infinite variety. With con- 
tinued insistence upon safety, flexibility 
and adaptability have become the order 
of the day. 

With the legalization in 1928 of un- 
secured corporate obligations as invest- 
ments for New York life insurance com- 
panies, the extensive financing by them 
of industrial, commercial, and financial 
concerns was greatly facilitated, and the 
exemption in 1933 of transactions not in- 
volving any public offering from the 
Federal Securities Act accelerated the 
trend. 

The enactment in 1938 in New York 
of Section 84 and in 1946 of paragraph 
(h) of Section 81-7 of the Insurance 
Law providing, respectively, for the .ac- 
quisition of housing and other income- 
producing property, and the adoption in 
1943 of the New York Redevelopment 
Companies Law, certainly indicate that 
the New York legislature has cooperated 
with the life insurance companies in 
enabling them to meet the needs of 
those contributing to America’s growth, 
stability, and continued prosperity. 

The legislatures of other states have 
been equally cooperative, and in one 
respect at least 12 states, including such 
important insurance states as Connecti- 
cut, Illinois, Ohio, and Pennsylvania, 
have gone further by freeing companies 
incorporated under their laws from nor- 


Home Life of America 
Holds H. O. Meeting 


THIRTY DISTRICT MGRS. ATTEND 


T. L. Serano Named “Man of Year” for 
1954; President Walsh Presents Cup; 
Conservation Panel Held 


Home Life of America, Philadelphia, 
held its annual management meeting on 
January 24-25 with 30 district managers 
in attendance. The two-day gathering 
at which the managers joined with home 
office executives in making plans for 
1955, was held at Warwick Hotel, Phila- 
delphia. Daniel J. Walsh, president of 
the company, was the principal speaker 
at the banquet. 

Thomas L. Serano, manager of the 
Havertown, Pa., district, was named as 
“Man of the Year” and was awarded the 
President’s Cup in recognition of his 
all-around excellence in the performance 
of his district both in production and 
conservation. The presentation was 
made by Mr. Walsh. 

Mr. Serano joined the Home Life in 
February, 1933, as agent in Philadelphia. 
He was promoted to staff manager at 
Chester in July, 1938, and to the district 
managership at Lebanon, Pa., in Sep- 
tember, 1948. Last February he was 
named to his present post. 

The meeting got under way Monday 
afternoon when Joseph J. Diamond, as- 
sistant vice president and educational 
director conducted a training session and 
displayed the new Social Security kit. 

At the banquet that evening Carl H. 
Anderson, vice president and treasurer, 
shared the spotlight with President 
Walsh who was the toastmaster. Mr. 
Anderson highspotted the progress of 
1954. It was a satisfactory year for the 
Home Life. 


Film on “Sales Arguments” Shown 











At the Tuesday morning session the 
Borden and Busse film, “Sales Argu- 
ments,” was shown. This was followed 
by a discussion of management prob- 
lems, conservation, development and se- 
lection of agents in which the partici- 
pants were Richard F. Kelly, vice presi- 
dent; John J. Hopkins, assistant vice 
president; William P. Shea, Jr., and L. 
C. Schleicher, also assistant vice presi- 
dents. 

Four district managers then partici- 
pated in a panel discussion on “Conser- 
vation,” moderator being Joseph A. 
Avicolli, assistant vice president. The 
managers included Clyde S. Richardson, 
Easton, Pa.; Thomas L. Serano, Haver- 
town; James R. Shope, York, Pa., and 
Anthony J. Budash, Carbondale, Pa. 

Closing feature of the meeting was an 
open forum on the inviting subject, 
“What’s Your Problem?” in which home 
office department heads answered ques- 
tions from the floor. 





ICA Committee Meeting 

The executive committee of Inter- 
national Claim Association met in Chi- 
cago, this week to discuss plans for the 
46th annual meeting of the Association 
which will be held at the Lake Placid 
Club in the Adirondacks, Essex County, 
New York, September 14, 15 and 16. 

Chairman of the executive committee 
is Edwin Linthicum, Jr. 





small percentage of their assets, thus 
affording additional but limited flexi- 
bility. 

The contribution by lawyers to the 
development of new techniques in life 
insurance investments has proceeded in 
the light of existing statutes and case 
law and with the aid, where necessary, 
of new legislation. The background is 
one of business and economic change 
and needs, of which the lawyer requires 
understanding and appreciation if he is 
to be effective. In the light of the grow- 
ing complexities in so many of the legal 
phases of life insurance investments the 
need of life insurance companies for 
broadly _ educated, well-trained, and 
highly skilled investment lawyers will 


mal investment restrictions as to a_ not diminish. 
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Named Agency Supervisor of 
Seymour V. Abrams Agency 





STANLEY ROWEN 


Seymour V. Abrams, CLU, general 
agent for Penn Mutual Life with offices 
at 26 Court Street, Brooklyn, has an- 
nounced the appointment of Stanley 
Rowen as agency supervisor. With ex- 
tensive prior experience in advertising 
and sales, Mr. Rowen will supervise the 
training and development of new agents 
under the Penn Mutual career program. 
Mr. Rowen was named his agency's 
“Man of the Year” in 1954 and quali- 
fied for the company’s President’s Club 
for New Organization. 

An Air Force veteran of World War 
If where he served in the Asiatic- 
Pacific Theatre of Operations, and of 
the Korean conflict where he was a 
member of a B-29 air-crew as a navi- 
gator-bombardier, Mr. Rowen was 
awarded the Distinguished Flying Cross, 
Air Medal with six Oak Leaf Clusters, 
three battle stars, and the Distinguished 
Unit Citation. He is presently a mem- 
ber of the 106th Bombardment Wing 
(L) New York Air National Guard with 
the duty of Squadron Observer. ; 

The Abrams Agency was organized in 
April, 1953, and has shown continued 
growth and development. 





Insurance Executives Aiding 


In Boy Scout Finance Drive 


Four New York insurance executives 
will head committees under the insur- 
ance division for the 1955 Finance Cam- 
paign of the Greater New York Coun- 
cils, Boy Scouts of America. 

Lee M. Gammill, general counsel for 
New York Life, will serve as chairman 
of the life insurance executives commit- 
tee. 

G. Harry Jackson, president of G. H. 
Jackson Co., is chairman of agents and 
brokers committee. 

George M. Selser, vice president and 
secretary of United States Life, 1s 
chairman of the life insurance agencies 
committee. 

Thomas R. Dew, vice president of 
Federal Insurance Co., is chairman 0 
the fire, casualty, marine and air com- 
mittee. 

The appointments were announced by 
J. McCall Hughes, vice president and 
controller of the Mutual Life of New 
York, and chairman of the insurance 
division. y 

Goal for the insurance division 15 
$10,500, Mr. Hughes said. He expressed 
the hope that most of this goal would 
be reached in advance gifts. 

In Greater New York the scouts are 
seeking $875,000 for operational costs 
and $370,000 for scout camp develop- 
ment. 


January 28, 1955 
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Connecticut General Building Replica of New Home Office 


Connecticut General Life of Hartford 
is building a full scale replica of a sec- 
tion of its new home office in Bloom- 
field, Conn. The purpose is to permit 
the company and its architects to exam- 
ine, in full size, details of the lighting, 
ceiling, and partitioning and screening 
systems, and their relation to furniture, 
floor finishes and color in order to de- 
termine the most effective arrangement 
in the final structure. 

The mock-up will measure 60 by 72 
feet and will represent a typical section 
of the main clerical area on the second 
floor of the new home office. This area 
in the finished structure will contain 
four interior garden quadrangles. The 
mock-up will represent part of this area 
between the glass exterior wall and the 
opposite glass wall overlooking one of 
the quadrangles. 

While the new building itself is not 
expected to be completed until 1956, the 
mock-up will be ready for test usage by 
the end of January. Since it will be used 


primarily for testing lighting, acoustics 
and materials, the replica building will 
never actually reach “completion.” 

The replica is expected to permit the 
builders to test in the field the assembly 
of full size exterior walls. The mock-up 
will also permit the builder to plan in 
advance the coordination of interior 
structural and service elements such as 
beams, ducts, and lighting fixtures. 

Connecticut General feels that the 
additional cost will be more than offset 
by expected savings in the final struc- 
ture. Much of the material which will 
be tried out is expected to be usable in 
the construction of the new home office. 

Connecticut General’s new home office 
will be located on a 268-acre tract of 
rolling land five miles northwest of 
downtown Hartford. In addition to the 





Names Agency Heads in 


Rochester and Arizona 


Mutual Benefit Life has appointed 
Charles F. Hawley general agent at 
Rochester, N. Y. and James B. Crowley, 
Jr. as general agent for Arizona. 

Mr. Hawley, who succeeds H. Bennet, 
Berwick, “iy agent at Rochester 
since 1949, has been supervisor in the 
Detroit agency where he has been active 
in the Life Underwriters Association, 
is past chairman of Detroit Chapter 
LUTC, vice president of Junior Chamber 
of Commerce and active in civic affairs 
and charity drives. 

Mr. Crowley at 30 years of age will 
head Mutual Benefit’s newest agency 
in the nation’s youngest state. His fa- 
ther, James B. Crowley, a life member 
of Million Dollar Round Table, is’ a 
member of one of the company’s leading 
agencies, Young Mr. Crowley began 
his insurance career with New York 
Life, moving to Phoenix in 1953 as_as- 
sistant manager. He is active in the Life 
Underwriters Association and the Ari- 
zona Estate Planning Council. 





New York Life Promotions 
In Inspection Department 


Two promotions in its home office in- 
Spection department have been an- 
nounced by New York Life. 

William D. DeCoursey who has been 
associated with the company since 1920, 
Was appointed manager of the inspection 
department. Prior to his promotion he 
served as assistant manager. 

John H. Price, formerly New York 
district inspector, has been promoted to 
assistant manager of the department. 

New York Life maintains 20 district 
inspection offices located in principal 
cities throughout the country in order 
to verify information given the company 
by policy owners, applicants and bene- 
ficiaries. 
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main three-story work area, the new 
building will consist of an adjoining one- 
story 800-seat dining area overhanging 
a reflecting pool, and a four-story wing 
which will house the public lobby and 
some administrative offices. The new 
structure will provide more than 500,000 
square feet of office space. 

Connecticut General has been located 
in Hartford since its founding in 1865. 
Its present home office staff numbers 
about 1,850. The new home office build- 
ing has been designed to accommodate 
a staff of 3,000. 


Wm. B. Minehan to Wed 

William B, Minehan, secretary, North- 
Mutual Life, and Miss Mary 
C. Castle will marry on February 5, at 
St. Robert’s Catholic Church, Milwau- 


kee. 


western 





HOWARD E. RIDOUT DIES 
Howard E. Ridout, 
died January 17. His 


insurance broker 
of Toronto, Ont., 
wife, two daughters and a son survive. 


LOMA Annual Meeting Date 


Life Office Management Association 
will hold its 1955 annual conference at 
Edgewater Beach Hofel, Chicago, Sep- 
tember 26 to 28. 





NO. AMERICAN APPOINTMENTS 

E. H. Hanley has been named 
tant general manager in charge of agen- 
cies for North American Life, with E. 
Morton being appointed director of 
agencies. 


assis- 





WHO WRITES WHAT? 


WE DO! 


The broker who by chance isn’t familiar with Northwestern National Life’s Group 


offerings may be in for a pleasant surprise. For example: 


NWNL’s rates on Group Life are among the most favorable to be 


had anywhere. 


Our Accidental Death & Dismemberment and our Group Creditor 


coverages can save your client money. 


An excellent discount factor prevails on all Group cases where 


premiums are payable annually rather than monthly. 


Northwestern National Life has 40 years’ experience with Group, and 
has more than $450 million of Group Life in force. Brokers with any kind of Group 


insurance problem are assured of prompt service from NWNL’s Home Office in 


Minneapolis or from Regional Group Offices conveniently located throughout the 


country. 


NORTHWESTERN NATIONAL LIFE 


OF MINNEAPOLIS 


40 years’ experiewe in brokenage serice 


Sixth in a Series 
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Home Office Staff Changes in Penn Mutual Life 


Following January’s meeting of Penn 
Mutual Life’s Board of trustees, Presi- 
dent Malcolm Adam announced seven 
promotions in the company’s official 
staff : 

Willis H. Satterthwaite has been 
elected vice president and counsel; John 


W. McPherson, secretary and associate 


counsel; and Albert G. Cederstrom, sec- 





JOHN W. McPHERSON 


ond vice president, securities. Those ap- 
pointed to higher posts are Lawrence M. 
Bregy, associate counsel; Howard B. 


Neal, senior financial secretary; Wil- 
liam W. Bodine, Jr., financial secretary ; 
and William H. Loesche, fee assistant 


to the vice president. 


Mr. Satterthwaite is a graduate of 


is chairman of American Life Conven- 
tion’s Legal Section and a member of 
the executive committee of Association 
of Life Insurance Counsel. 

Mr. McPherson joined Penn Mutual’s 
Law Department in 1939, was appointed 
assistant counsel in 1943 and elected sec- 
retary in 1951. A graduate of Harvard 
with an A.B. in 1929, he received his 
LL.B. degree from Harvard Law School 
in 1932. He is a member of Association 


ALBERT G. CEDERSTROM 


of Life Insurance Counsel and the Legal 
Section of American Life Convention. 

Mr. Cederstrom entered the Financial 
Department in 1943 and two years later 
was named financial secretary. He is a 
member of the Philadelphia Securities 
Association and the Financial Analysts 
of Philadelphia. 





Howard B. Neal, 


University 
the com 
1935, being 
Promotion to 
Satterthwaite 


Yale and the Law School of 

of Pennsylvania. He joined 

pany’s Law Department in 

appointed assistant counsel. 

counsel came in 1949. Mr. 
a. 


William W. Bodine, Jr., Lawrence M. Bregy, 
William H. Loesche, Jr. 


Mr. Bregy became a member of the 
company’s Law Department in 1941 and 
moved up to assistant counsel in_ 1950. 
He is a graduate of University of Penn- 
sylvania and of its Law School; and 








SATTERTHWAITE 


WILLIS 


holds membership in Association of 
Life Insurance Counsel, the Joint Com- 
mittee on Withholding and Information 
at Source of the American Life Con- 
vention, and the Life Insurance Associa- 
tion of America. 

Mr. Neal has been with the company 
since 1927 and was appointed financial 
secretary in 1950. Graduation from 
Pierce School of Business Administra- 
tion was followed by study of corporate 
finance at University of Chicago, and 
accounting and appraisal work at Uni- 
versity of Pennsylvania’s Wharton 
School. He is a member of the Ameri- 
can Institute of Real Estate Appraisers 


and the Society of Residential Ap- 
praisers 

Mr. Bodine attended Harvard Univer- 
sity. Selected Philadelphia’s “Young 


Man of the Year” in 1950 for his civic 
activities, Mr. Bodine joined the Penn 
Mutual a year later and in 1953 was 
appointed assistant secretary. 

Mr. Loesche is a graduate of Haver- 
ford College with an A.B. degree and 
University of Pennsylvania Law School, 
LL.B.; and became a Pennmutualist in 
August, 1951, with the title of assistant 
counsel. 


Promote G. Kenneth Davis 


Pacific Mutual Life has named G. 
Kenneth Davis as manager of agency 
finance. The appointment was an- 


nounced by Fred S. Sibley, Pacific Mu- 
tual agency vice president, who said that 
the post entails control, supervision and 
administration of company field expendi- 
tures. 

Assisting him will be Robert L. Moli- 
nar, who will have the title of assistant 
manager of agency finance. 

Mr. Davis joined Pacific Mutual in 
1928 and throughout his career has been 
associated with the company’s financial 
operations. In 1943 he was placed in 
charge of the payroll department. He 
was transferred to the agency depart- 
ment in 1947 as staff assistant. 











A wide-awake broker named Lee 

Once said “I prefer C.A.C.* 
Because their convention, 
Group life and a pension 

Are all freely offered to me.” 


*Continental Assurance Company 
believes independent brokers are im- 
portant producers of life insurance; 
offers them sales conventions, group 
life, hospital, surgical, and pensions 
on an_ easily-understood, non-dis- 
criminatory, no-forfeiture basis. Ask 
us for details. 


Samuel D. Agency, Inc. 
Continental Assurance Co, 


ROSAN Chicago, Ill. 


76 William Street, New York 5, N. Y, 
WH 3-7680 














Arthur J. Bloch, Cleveland 
Gen’! Agent of Ohio State 


Ohio State Life announced the ap- 
pointment of Arthur J. Bloch as a gen- 
eral agent of the company in Cleveland, 

Mr. Bloch will assume management 
duties from Carl Adams who has been 
associated with the company in_ this 
capacity for 44 years. Mr. Adams will 
devote more time to his personal clien- 
tele and other insurance interests. 

Mr. Bloch, a_ life-long resident of 
Cleveland, attended the University of 
Tennessee and spent nearly two years 
in the Air Force. For four years, up to 
January, 1953, he was associated as an 
agent with a Cleveland insurance agen- 
cy. Since that time he has been in 
charge of the agency’s recruiting and 
training of new agents. 

Mr. Adams joined Ohio 
in 1910 and is one of the company's 
oldest associates. Under his direction 
the Cleveland agency ‘has been year 
after year one of the company’s top 
agencies and Mr. Adams also has been 
one of the company’s leaders in_per- 
sonal production. He is a member of 
the Ohio State Life Honor Club for 
1954. 


State Life 





Pan-American Life Had 
Large Increases in 1954 


Pan-American Life reports that for 
the year 1954 more than $155,000,000 of 
new insurance was sold. Total insurance 
in force is now over $736,000,000. An in- 
crease of $107,000,000 for the year. This 
is an increase of 17% over insurance in 
force at the end of 1953. 

Assets now exceed $159,000,000, an in- 
crease of 11% over assets at the end of 
1953. Surplus funds increased by 12% 
and now amount to $11,389,588. 

December was one of the best months 
in Pan-American’s history, with paid for 
insurance exceeding $53,500,000. 

Pan-American has continued to ex- 
pand in all phases of its operations and 
is continually improving its methods ot 
operation. During 1954 seven new gen- 
eral agencies were opened in various 
areas. 
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Good News from: 


The Broker’s Company - 


Northeastern Life 


INSURANCE COMPANY OF NEW YORK 


Exclusive with Northeastern—lower premiums for women, identical benefits at 


HOME OFFICE —110 WILLIAM STREET * 


substantially lower rates than for men— waiver of premium benefit included. 


4-044 
———— 


NEW YORK 38, N.Y. * WORTH 
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Life Insurance Investors Fund Launched 


Who Are Back of Project; Raymond T. Smith To Be President; 
Life Insurance Executives Among Directors; 1,400,000 
Shares To Be Sold Producing More than 
$20,000,000 for Investment 


By Leverinc CarRTWRIGHT 


A strong appetite for the life insur- 
ance stock package program embodied in 
Life Investors, Inc., was revealed at 
meetings for investment men held during 
the past week at New York, Chicago, 
Los Angeles and San Francisco, These 
were called by White, Weld & Co., of 
New York and J. C. Bradford & Co., of 
Nashville, the securities firms that are 
putting L. I. I, Inc., on the road. At- 
tendance was large and many of the 
investment men were smacking their lips 
at what they call “the picture.” 

The platform work was handled by 
Janson Hunt of White, Weld & Co.; J. 
C. Bradford of the Nashville firm, who 
for 17 years was chairman of Life & 
Casualty, and by Raymond T. Smith of 
Chicago, vice president of A. M. Best 
Co. who is going to be president of 
ld0., dae; 


Life Insurance Men in Project 


There will be sold 1,400,000 shares at 
$16.25 with proceeds to L.I.I. amount- 
ing to $15.02. Thus L.I.1I. will have at 
its command $21,028,000. L.I.I. is what 
shall here be called a closed open fund. 
It will be closed in that there will not be 
sold any shares beyond the initial 1,400,- 
000. That gives the managers a fixed 
sum to keep at work. It is an open fund 
in that the shares will be redeemable in 
cash or in kind at the asset value. This 
is like the recent Canadian funds that 
have been assembled. 

What makes this program note worthy 
to the insurance fraternity is that promi- 
nent life insurance leaders are in on it. 
The directors include Charles E. Becker, 
president of Franklin Life, Eldon Steven- 
son, president of National Life & Acci- 
dent, and George Wells, president of 
Northwestern National Life. 

Many in the financial community think 
this will be a red hot item, that the 
shares will be gobbled up ravenously and 
will then go to a premium. If so, that 


will mean the redemption feature will: 


be academic, since the market value 
would exceed the redemption level. 

Mr. Hunt, at the Chicago meeting 
which was attended by more than 100 
investment men, said the idea sprang 
from Mr. Bradford and he will be secre- 
tary-treasurer. He said it is “absolutely 
sound,” and “trail blazing” in that this 
is the first fund devoted “100% down the 
line to life insurance companies.” 

On December 17 the first filing was 
made and that was for one million 
shares. There was an avalanche of in- 
quiries and responses to the interest the 
filing was amended to embrace 1,400,000 
shares. It is a long term capital gain 
operation, he said. 


Expect to Double Worth 


Mr. Bradford said that for 20 years 
his firm has been feeding life insurance 
stocks into its accounts and no one has 
ever taken a loss. The minimum objec- 
tive has been to double the value every 
five years and that has always been ac- 
complished. Usually the doubling comes 
sooner. Up until two years ago it was 
easy to find such sure-fire doublers, he 
said. Now the prices have gone up so 
tar it is difficult to find anything in 
the price range of the average investor. 
That is what caused the Bradford firm 
to conceive of the fund idea, developing 
a low dollar unit. 

Some said it’s too bad this wasn’t 
started two years ago. The answer, ac- 
cording to Mr. Bradford, is that it 
wasn’t needed then. Almost every com- 
Pany was a buy. Careful selection wasn’t 
needed. Subsequently “uninformed bid- 
ding” has run the prices up until some 
Prices are “ridiculous.” Nevertheless, he 
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went, on, the growth in life insurance 
is so “enormous” that even those getting 
aboard at these levels should come out 
all right, with patience. The objective 
of the managers of the fund will be to 
invest to double in five years. 

L.I.I. won’t rush in to buy just at 
the moment it gets $21 million in its 
coffers. The fund will not be limited to 
the well known companies. There are 
650 stock companies and blocks of stock 
in some of the more obscure ones may 
become available due to inheritance tax 
pressure or for other reasons. L.I.I. 
expects to be able to get a look at many 
of these situations, because the sellers 
will know they can make a deal ‘here 
without jeopardizing control. L.1. 1. will 
not put more than 5% of its assets into 
any single situation, nor will it take more 
than a 10% interest in any insurer. 


To Acquire Stock Blocks 


Raymond Smith, he said, has been in 
on more insurance merger deals than 
any 12 others combined. Companies in 
a mood to buy or sell will come to him 
and he will thus be able to get an in- 
sight into investment opportunities. 

Mr. Bradford said this is a low pres- 
sure investment. Slow, long term growth 
is offered. Dividends are very small; 
there is no section 102 requiring pay- 
out. But under the five year doubling 
target, there is an average annual ad- 
vance of 20%. Those wanting a 6% yield 
can get it, and via the capital gain 
route, by selling 6% of their stock each 
year. Life insurance, he said, is all but 
depression proof. In times of depression 
with heavy withdrawals, the insurer is 
protected by surrender charges and thus 
“collects as you go out the door.” 

Mr. Smith, as anchor man, cited the 
fine depression record of life insurance. 
Today he said the Insurance Commis- 
sioners are a fine lot and they often be- 
come company executives. He _ cited 
Robert E. Dineen, going from New York 
Superintendent, to Northwestern Mutual 
Life, as vice president. Several states 
have new insurance codes and that is 
all to the good. He predicted that the 
growth will be even more spectacular in 
the next 10 or 20 vears. Use of elec- 
tronic equipment will add substantially 
to earnings. 

As companies get over the half billion 
market in insurance in force, they at- 
tain new stature. They get higher caliber 
executives and agents and their selection 
of business is smarter. Mr. Smith spoke 
of the various measuring sticks of life 
insurance company worth, including book 
value, reinsurance value of the business 
which he indicated today is in the range 
of $30-40 per thousand, and lastly good 
will. 

Investment Advisers and Actuaries 


At Chicago, Mr. Hunt was asked about 
Templeton, Dobbrow & Vance of 30 
Rockefeller Plaza, that will serve as in- 
vestment adviser to L.I.I. for a fee of 
15/100ths of 1% of the average market 
value of the net assets. Mr. Hunt said 
this is one of the 10 largest investment 
counsellor firms of the country and is an 
old friend of White, Weld. John Temple- 
ton, ‘head of the firm, is particularly 
eminent, he said. 

Mr. Smith was asked to comment 
about the independent actuarial firm of 
Wolfe, Corcoran & Linder that will be 
used, according to the prospectus, for 
“specific evaluation studies.” Mr. Smith 
replied that W. M. Corcoran, besides be- 
ing a top notch actuary, has a “good 
business head” and is “sound and con- 
servative.” : 

Mr. Bradford answered a question as 


to the interest of Messrs. Becker, Wells 
and Stevenson. They are willing to 
serve, he said, because they believe 

. I. I. will be constructive for the indus- 
try. They are disturbed at the prospect 
of life stocks being run up too high. 
They think a contribution can be made 
to the life insurance industry by provid- 
ing a vehicle for purchasing life stocks 
on a conservative basis. 

White, Weld and J. C. Bradford is 
each taking an underwriting interest of 
125,000 shares. At the time of the Chi- 
cago meefing it was indicated that among 
those taking majors of 100, shares 
were Equitable Securities, and R. S. 
Dickson & Co. 

The question was asked why future 
sales of shares are being foreclosed. The 
answer was that better selection can be 
exercised by dealing with a known sum. 
There is thus no pressure to invest sim- 
ply because new money is coming in. 
The services of Becker, Stevenson and 
Wells would not be available on the lat- 
ter basis. It would require too much of 
their time. 


Ask About Competitive Situation 


Also at Chicago a question was asked 
about the current sharply competitive 
situation and whether the mutual com- 
panies won’t undersell the stocks. Mr. 
Smith replied that this price competition 
is wholesome. It stimulates the small 
companies, keeps them hopping. How- 
ever, he said the large mutuals may have 
to quit their price advertising on their 
“specials,” by order of the Insurance 
Commissioners. There is a chance this 
may be held to constitute unfair dis- 
crimination. 

“Won't it be difficult to put your 
money to work, if the prices of the 
stocks of leading companies are too 
high ?” was a final question. The answer 
was one of confidence in their ability to 
select good values. 

This idea of popularizing life insurance 
shares is much in the wind today. There 
is an open end plan at Birmingham, 
called Life Insurance Stock Fund, Inc. 
This is under the wing of the securities 
firm of Robert Henry Carlson, Jr. It 
sold 50,000 shares at $5 each without 
any load. Now the fund is offering ad- 
ditional shares on a loading basis. The 
sales charge is $8.2, 8.25% of the offer- 
ing price or 8.99% of net asset value. 
One of the subscribers to the first 
private sale of shares was Great Amer- 
ican Life Underwriters. There is held 
by G. A. L. U. Franklin Life stock in the 
ratio of 6 shares of Franklin for each 
share of G.A.L.U. and G.A.L.U. is a 
Charles E. Becker enterprise. Also Pio- 
neer Life & Casualty was an initial sub- 
scriber. There are one million shares 
authorized. 

J. H. Goddard & Co. of Boston is get- 
ting up a fund to invest in the shares 
of the 20 largest life companies. 





Donald MacLean Wins 
J. A. Tory CLU Trophy 


Donald CEU. «a 
representative of the Prudential Assur- 
ance of London, England, has been 
awarded the John A. Tory Gold Medal 
for outstanding success in completing a 
three year course leading to the title 
and designation “Chartered Life Under- 
writer of Canada” (CLU). Mr. Mac- 
Lean is a resident of Toronto and oper- 
ates from the Prudential Assurance Co. 
offices at 55 York Street. 

The award of the John A. Tory Gold 
Medal is made annually by the Insti- 
tute of Chartered Life Underwriters 
of the Life Underwriters Association of 
Canada to the student who achieves the 
highest results in the comprehensive 
life insurance course sponsored by the 
Association and administered through 


MacLean, Toronto 


the extension department of the Uni- 
versity of Toronto and the school of 
commerce, Laval University (Quebec). 

The John A. Tory Medal was insti- 
tuted by James M. Tory, CLU, in mem- 
ory of his father John A. Tory, CLU, 
who died on February 10, 1950. 














EVERY WORKING 
DAY the Sun Life 
Assurance Com- 
pany of Canada 
pays out half a 
million dollars to 
its policyholders, 
beneficiaries and 
annuitants. 





SUN LIFE 
OF CANADA 


Head Office — Montreal 
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David A. Carr Agency 
Led Continental in °54 


PAID-FOR TOPPED 


N. Y. General Agents Also Led in 
Premiums and in Non-Can. A. & H.; 
Received Achievement Award 
The David A. Carr Agency, 
eral agents of Continental Assurance 
Co. at 50 East 42nd Street, New York, 
was the leader of the company in 1954 
in paid-for volume, in premiums and in 
non-cancellable A. & H. 
addition, the agency 
achievement award for its all-around de- 
velopment during 1954, the presentation 
at this week’s annual meet- 
ing in Chicago of the General Agents 

and Managers Association. 

The Carr agency increased its paid- 
for production last year by 25% to a 
total of over $12,000,000. This was, in 
fact, the biggest and best year in the 
agency’s history. As of December 31 the 
total insurance in force was close to 
$50,000,000, a record achieved in only six 
year’s time. 


Carr Started as Office Boy 


David A. Carr, president of the 
agency, has represented the Continental 
Companies for 21 years. He started as 
an office boy with the Joseph Leitner 
agency, New York, a general agent of 
Continental Casualty. This was one of 
the first appointments made by that 
company when it started its eastern 
operations in the early 1930’s. Mr. Carr 
served 15 years with that agency, de- 
voting most of his time to production 
of fire and casualty business and work- 
ing closely with brokers. 

In 1945 Continental Assurance came 
into New York State and again the 
Leitner agency was among its first gen- 
eral agents to be appointed. This ap- 
pointment brought Mr. Carr into life 
production. He did so well that in 1948 
he decided to devote his entire time to 
life insurance selling. That year he was 
named a general agent of the company 
and opened offices at 1780 Broadway. 

The agency set a fast pace and from 
its very first year with Continental As- 
surance ranked among its leading agen- 
cies nationwide, a record which has 
been maintained ever since. In 1953 Mr. 
Carr decided that the original quarters 
were no longer adequate to take care 
of the growing volume of business. 
Larger space was taken at 50 East 42nd 
Street. 


Wilton V. P. and Sientz Secretary 


Michael A. Wilton, vice president of 
the agency, has been associated with Mr. 
Carr ever since he started with Conti- 
nental Assurance. His career parallels 
that of Mr. Carr in that he started in 
1929 as an office boy in a New York 
agency of Continental Casualty. 

This year the Carr Agency has ex- 
panded its facilities by the acquisition 
of S. Robert Sientz, a member of the 
New Jersey Bar, who has spent the past 
nine years in the specialized field of es- 
tate planning. He was named secretary 
of the David A. Carr Agency. 

Marian S. Little, office manager, 
joined the agency in 1953 while Ray G. 
Vilandry, cashier, started in April, 1950. 


Carr’s Affiliations 


Mr. Carr retired this week as presi- 
dent of Continental’s General Agents 
and Managers Association. He is sec- 
retary-treasurer of the Midtown Mana- 
gers Association; a member of the board 
of directors of the Life Managers As- 
sociation of New York; chairman of 
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“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 
Continental Assurance Company 
I 


Chicago, Ill. 
aa 2, N. Y. 
TRiangle 5-7362 


32 Court Street 











DAVID A. CARR 


the program advertising committee of 
the Life Underwriters Association of 
New York, and co-chairman of the life 
insurance division of the United Jewish 
Appeal. 


Weather-Forecasting Lights 
On John Hancock Building 


Boston—The weather-forecasting lights 
of the John Hancock Mutual Life went 
on an hourly basis January 15, provid- 
ing Bostonians with a prediction of what 
the weather will be for the following 
three hours. The weather light signals 
are based on advance reports received 
every hour on the hour from Weather 
a His Inc., located on the John Han- 
cock’s 26th floor. Formerly the signals 
were based on advance reports received 
every six hours. 

During the winter months a flashing 
red light, foretelling snow, becomes the 
most important of the John Hancock 
weather signals. Steady red predicts 
rain. Steady blue means clear weather 
in the offing. Flashing blue, cloudy. 

Above the weather lights, the Han- 
cock’s green beacon light, the tallest and 
brightest in Boston, will continue to 
shine every night in the year from sun- 


set to sunrise, serving as a guide to 
ships and planes. Visible from the air 
for at least 100 miles, the beacon is 


composed of 16 mercury-vapor lamps, 
each of 3,000 watts, set vertically around 
the mast atop the ‘Tohn Hancock. Pilots 
as far away as Hartford (130 miles), 
and sailors 30 miles out at sea have re- 
ported using it as a guide. 





Mr. Broker, have you seen 
The Berkshire 


‘“*LIFE JACKET? 






This 
pocket-sized, 
convenient 
packet contains our 
Portfolio of Coverages, a 
“Life” Pocket Rate Card, an 
“A&H” Pocket Rate Card and 


samples of some of the effective 
sales material available for you. 4 


Contact the Berkshire Life General Agency in your vicinity . . they will . 
be glad to see that you get a Life Jacket . . . 
General Agencies i In: Albany * Baltimore * Boston * Brattleboro * Buffalo 


Cincinnati ¢* Cleveland 
Fremont, Mich. * Greensboro, N. C. 
Miami * Minneapolis * Newark °¢ 
Pittsfield ¢ Portland, Me. ¢ 


Chicago °¢ 






BERKSHIRE 
LIFE JACKET 


Providence °¢ 











Another of the sales aids 
in the Life Jacket is the 
exclusive *“‘Prospect Visual- 
izer”’ . a simple, prac- 
tical device to help you 
organize your prospecting. 











. or write directly to us. 


Dayton * Des Moines * Detroit 


* Indianapolis * ‘Jersey City * Louisville 
New York °¢ 


Philadelphia ¢ 
Rochester, N.Y. ¢ 


Pittsburgh 
St. Louis 


Syracuse ¢e Washington « Hartford « Wichita « Worcester « White Plains, N. Y. 


EYE 


BERKSHIRE ¢ 


LIFE INSURANCE COMPANY 
Life, Annuities, Accident & Health and Hospitalization 
e A MUTUAL COMPANY e CHARTERED 1851 


PITTSFIELD, MASS. 
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Pa. Associations Endorse N 
Adams for NALU Secretary 
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ALBERT C. ADAMS .- gros 

and 

. 2 chee ane wit! 

The Philadelphia Association of Life B 1953 
Underwriters and the Pennsylvania § pro» 
State Association are sponsoring Albert — thar 
C. Adams, general agent for John Han- § ™*° 
cock, Philadelphia, for election as sec- "~ 
retary of the National Association of dan: 
Life Underwriters. Mr. Adams is serv- 9 oper 
ing his second term as national trustee J «yn, 
and as NALU chairman on Social Se- J 30; 
curity. He is a past president of both § afte, 
Pennsylvania and Philadelphia Associa- J taxe 
tions and winner of latter’s trophy for BP yese 


distinguished service to life insurance. “FE 





Clifford H. Orr, general agent for Na- ff yaly 
tional Life of Vermont in Philadelphia, F ¢1 14 
is chairman of Adams for Secretary prov 
Committee. and 

surp 
: 787,” 
Neal, O’Connor and Hoskins f (,,j 


Advanced by John Hancock '" 
Frank G. Neal, Jr.. West Newton, 
Mass., has been appointed an assistant B cies” 
treasurer of John Hancock Mutual Life. Sa 


At the same time William L. O’Connor, $192: 
Auburndale, becomes an assistant actu- pare 
ary; and Robert H. Hoskins, Newton-§ at ye 
ville, becames an assistant Group actu-f ing a 
ary. ago, 
A graduate of the Harvard Graduate B 
School of Business Administration, Mr. half 
Neal joined John Hancock in 1952. Natic 
Mr. O’Connor, a graduate of Boston mate’ 
College, holds a Master’s Degree from U.S. 
University of Michigan. He is a Fellow§f or a 
of the Society of Actuaries. said. 
Mr. Hoskins was graduated from Har- Eve 
vard College in 1943, and taught mathe-§ the ¢ 
matics there from July, 1943 to June pervi: 
1944. A Fellow of the Society of Actu-f Insur 
aries, Mr. Hoskins is a member of thatff said 
organization’s education and examina- tional 
tion committee and is currently serving§ dition 
as assistant editor of Transactions, pub- being 
lication of the Society. corda 





Penn Mutual Premium Rates ] 
And Policy Forms Revised 


Penn Mutual Life has announced 4 
revision in its premium rates and policyf Orang 
New policies will be based on anf J. Sic 


‘ te 
rate of 2%% instead of 24% oe 
therefore, be gener! yyy 
ally lower. A corresponding adjust- with a 
ment has been made in policy values life in 
but settlement options have not been! ance | 
changed. _ | for mi 

The company has also lowered ity Benny 
occupational ratings in many classifica} Singin 
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National Life of Vt. 
Interest Rate 3.91% 


HIGHEST EARNED IN A DECADE 





President Deane C. Davis Reports New 
Business at $192,959,927, a Gain of 
18% for Year 





National Life, Vt., experienced in 1954 
“one of the most gratifying financial 
years” in its 105-year history, according 
to the annual report of Deane C. Davis, 
company president, which will be pre- 
sented to the annual policyholders’ meet- 
ing. It shows $11,383,000 set aside to 
meet 1955 dividends, a continuation of 
the 1954 scale which produced the larg- 
est dividend increase in the company’s 
history. ‘ . 

Despite lower interest rates during the 
latter part of 1954, Mr. Davis said the 
company earned on its investments the 
highest net rate since 1945 at 3.91% 
gross, 3.66% before Federal income tax, 
and 3.43% after all expenses, compared 
with 3.76, 3.52 and 3.30%, respectively, in 
1953. The rate increase represents ap- 
proximately $700,000 more in net income 
than would have been earned at the 1953 


rate. 
Large Gain in Operations 


“As a result of favorable mortality, 
improved investment earnings, and high 
operating efficiency,” Mr. Davis said, 
“National Life at the year-end ‘had 
$3,021,595 remaining from operations 
after providing for all claims, dividends, 
taxes, Operating expenses and required 
reserves. 

“From this sum the voluntary security 
valuation reserve was’ increased _ to 
$1,165,042, the reserve for building im- 
provement was increased to $1,300,000, 
and $2,266,558 was added to unassigned 
surplus, bringing this figure to $30,688,- 
787,” he said. “This unassigned surplus 
and the conservative manner in which 
the company evaluates its assets and 
determines its liabilities, provide added 
factors of safety to the company’s poli- 
cies. 

Sales reached an all-time high of 
$192,959,927, a gain of nearly 18% com- 
pared to 1953 sales. Insurance in force 
at year-end totaled $1,536,285,164, reflect- 
ing an increase of nearly 9% over a year 
ago. 

By going over the billion and one- 
half mark of life insurance in force, 
National Life became one of approxi- 
mately 30 companies out of nearly 900 
U.S. life insurance companies with this 
3 larger amount in force, Mr. Davis 
Said. 

Every five years, as required by law, 
the company is examined under the su- 
pervision of the National Association of 
Insurance Commissioners. Mr. Davis 
said the examiners’ report showed Na- 
tional Life is in “excellent financial con- 
dition,” and that the policyholders “are 
being treated fairly and equitably in ac- 
cordance with the policy contracts.” 





Joins Bankers National 


James T. McGuire of Riverdale, N. J., 
has been appointed special representa- 
tive for the McNulty Agency of West 
Orange, it was announced by William 
J. Sieger, vice president and superin- 
tendent of agencies for Bankers Na- 
tional Life of Montclair, N. J. 

Mr. McGuire goes to Bankers National 
with a wide background of experience in 
life insurance. Before entering the insur- 
ance business he was a popular vocalist 
lor many years with top bands such as 
senny Goodman and Mitchell Ayres. 
Singing under the name of Tommy Tay- 
lor, he later had his own radio show 





a 


pnt 





originating out of New York with the 
National Broadcasting Company on a 
nationwide hook-up. b 

In 1936, while attending West Orange 
High School, Mr. McGuire was a guard 
on that school’s state championship bas- 
ketball team, and was nominated on the 
\ll-state team of that year. He later 
attended Niagara University and ma- 
jored in English. 
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Big News Play Given Prudential’s 
New Skyscraper In Chicago 


With the possible exception of the 
Empire State Building and Rockefeller 
Center here no business structure in 
this country has had the publicity that 
has characterized the newspaper and 
magazine treatment of the new head 
office of The Prudential in Chicago on 
the lake front. It is 41 stories tall. 

One reason is that it is the first big 
skyscraper which has been built for 
years in Chicago, where the skyscraper 
had its origin. Another is that it has 
caught the fascinated attention of edi- 
tors as a reservoir for feature stories. 
Many otf the articles about The Pruden- 
tial’s new home office originated with 
the magazines and newspapers them- 
selves, the top publicity being the ap- 
pearance in one week of articles with 
pictures in Time and Life magazines. 
The best of the pictures was one taken 
by a magazine’s own airplane. On sev- 
eral occasions feature stories have been 
signed by Chicago reporters, one of 
these by-lines being on the front page 
of the Chicago Tribune. 

The great play being given The Pru- 
dential is also attributed to the popu- 
larity which has been won with the 
Chicago news editors and writers by 
Harry H. Edel, director of public rela- 
tions of The Prudential’s Chicago home 
office and his staff. The Prudential calls 
its Chicago head office “Mid-America” 
home office. 

A native of Brownsville, Pa. Mr. 
Edel had spent his life in the East until 
he was appointed in March, 1953, to 
head up public relations, advertising and 
sales promotion activities in the newly 
created Mid-America home office. In 
July, 1954, he moved to Western Springs, 
a suburb of Chicago. He quickly got 
going in his new job. 

Prior to his Chicago appointment Mr. 
Edel was in charge of The Prudential’s 
national radio and television advertising. 





GROUP SERVICE MANAGER 
Reno D. Carter, senior claims ad- 
juster for Occidental Life of California’s 
Group division since 1953, has been 
named Group service manager for the 
company’s Detroit Group service office. 
Occidental also announced that John 


*W. Smith has been named assistant re- 


gional Group manager in their Houston 
Group office. He joined the company in 
1952. 





HARRY H. 


EDEL 


A graduate of Wharton School, Univer- 
sity of Pennsylvania, he later obtained 
an LL.B. degree from the Mercer- 
Beasley School of Law which is now 
part of Rutgers University. He was ad- 
mitted to the New Jersey bar as attor- 
ney and then a counselor. Before enter- 
ing the advertising and public relations 
field he specialized in litigation work 
for The Prudential, with which com- 
pany he has been employed 26 years. 
The new home office has a publication 
which is called “What’s Cookin’ in Mid- 


America” 





Jefferson Standard Gains 


A record volume of new life insurance 
was sold by Jefferson Standard Life in 
1954, announces Karl Ljung, vice presi- 
dent in charge of agency operations. 
New sales totaled $165,985,224. 

Insurance in force increased to an all- 
time high of $1,234,440,513 as of De- 
cember 31, a 7.2% increase for the year. 
This represents a net gain of $89,200,268 
for the year. 
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P, rogramming With 
SECURITY 


Our Centennial Income Rider has been ex- 
tended to 50 years or to Insured’s age 75! 


Plenty of time to provide for a wife after 
the children reach age 18! 


Write or phone for full information on 
using this Centennial Income liberalization to 


JAMES F. MacGRATH., Jr. 
General Agent 
Brokerage Supervisors: Tom Deane — Al Friedrich 
THE UNITED STATES LIFE INSURANCE COMPANY 


HAnover 2-7865 
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New York 38, N. Y. 
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Purdue “School for Wives” 


The Life Insurance Marketing Insti- 
tute held a “School for Wives” on the 
Purdue University campus, this week. 

This special class was attended by 
wives of students then on campus and 
by wives of many of their sponsors who 
were present for graduation exercises. 
Enrollments are open to the interested 
wife of any insurance man and the In- 
stitute will welcome queries addressed 
to the Life Insurance Marketing Insti- 
tute, Purdue University, Lafayette, In- 
diana. No charge is being made for 
tuition. 
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the CUSTOMER 


is always right 


— in demanding specific pro- 
tection to meet his individual 
needs; so naturally -———— 
you'll sell a Columbian Na- 
tional Life policy that fits his per- 
sonal and family requirements 

Life 

Annuities 

Endowments 

Juvenile 

Term to 70 

Modified Five 

Double or Triple Protection 

Substandard 

Franchise 

Group (all lines) 

Accident 

Health 

Hospital 

Group Creditor 


The COLUMBIAN NATIONAL 






BOSTON 
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Mutual Life Launches 
Four Low Cost Plans 

3,000 AGENTS HEAR RECORDING 

President Dawson, Other Officers, Ex- 


plain New Program to Field Force 
in 100 Cities 





Mutual Life of New York has added 
four new policies to its line of contracts. 

The new plans feature: (a) a $10,000- 
minimum Executive Modified Life; (b) 
a $5,000-minimum Flexible Whole Life 
policy; (c) a $10,000-minimum Modified 
Term policy; (d) Protective policy in 
which double indemnity is generally in- 
cluded automatically in the regular pre- 
mium; (e) more liberal options which 
permit a change to limited payment life 
or endowment at the end of five years 
or later at age 50; (f) lower waiver of 
premium rates; (g) availability over a 
broad range of ages; (h) availability to 
rated as well as standard risks. 


Dawson Explains Contracts 


Specifically, the four new 
policies, as outlined by Louis W. 
son, president, are as follows: 

A $10,000-minimum Executive three- 
year Modified Life policy. It starts with 
a low initial premium, steps up to a 
somewhat higher premium after three 
years, and later can be converted at spe- 
cific dates to limited payment or en- 
dowment plans if the policyholder’s fi- 
nancial position improves or as his in- 
surance needs change. “The policy is 
aimed directly at the executive, business 
and professional markets, where a per- 
manent plan of insurance is wanted at 
the outset,” Mr. Dawson said. “It pro- 
vides protection for the family at a 
lower premium during the early years 
when protection is needed the most. 
And it provides continuing income to 
the policyholder himself in later years.’ 

2. A $10,000-minimum five-year Term 
policy, convertible but not renewable. 
Designed for temporary low-cost pro- 
tection for the young business or pro- 
fessional man just getting started and 
for business situations, the policy calls 
for lower premiums in the first two 
years. The cost in the last three years 
is expected to be reduced by dividends 
payable during that period. The policy 
can be converted to a permanent plan at 
any time during the five-year period 
without a physical examination. 

3. A $5,000-minimum _level-premium 
Flexible Whole Life policy, paid up at 
age 90, which may be changed to lim- 
ited payment or endowment plans. “This 
policy is for the vast group of middle- 
income American families,” Mutual of 
New York pointed out. This plan has 
features similar to No. 1, but “in a 
smaller package.” 

4. A Protective Endowment policy, 
maturing at age 90, for amounts under 
$5,000, in which the company automati- 
cally includes a double indemnity bene- 
fit in most cases. 

Commenting on the new policies, Mr. 
Dawson said that “they comprise en- 
tirely new classes of business, which 
differ from existing classes in such 
things as form of coverage, policy pro- 
visions, standards of selection, and 
minimum average size.” 

He explained that “the new classes of 
polices are attractively priced from a 
gross premium standpoint, because our 
current position and experience enable 
us to do that with prudence. These new 
classes will bear their proper charges, 
just as our existing policies do, the ulti- 
mate net cost depending upon our future 
experience on the various classes of 
business. MONY has brought out these 
new policies as improvements for new 


types of 
Daw- 


purchasers paralleling the record in- 
crease in dividends for MONY’s old 
policyholders. 


“These latest products, added to our 
existing contracts and newer policies 
which MONY has brought out in recent 
years, thus provide our field forces with 
a vast and varied portfolio adaptable to 
every segment of the market on the 
basis of needs for death benefits, retire- 


ment income, disability income, accident, 
sickness and hospitalization insurance, 
and employe benefit programs including 
widows’ pensions. 

“It should be realized that the market 
is vastly bigger than ever before and 
constantly growing. It has recently been 
estimated that 35% of all families have 
annual incomes in the $4,000 to $7,500 
range. More than ever before we are a 
middle-income group nation. Year by 
year, more middle-income families are 
added, and year by year, our population 
increases. Considering their higher earn- 
ings, larger families, imcreased home 
ownership and other additional respon- 
sibilities, these families need to have 
available from private sources a greater 
amount of life insurance, tailored to 
their individual circumstances, at the 
lowest possible cost consistent with 
sound business judgment.” 


How Field Force Got News 


Colored slide films and_ transcribed 
recordings, dramatizing Mutual of New 
York’s 1955 “streamlined” insurance pro- 
gram, were viewed and heard simul- 
taneously by more than 3,000 field rep- 
resentatives meeting with their agency 
managers in nearly 100 key cities 
throughout the U nited States and Can- 
ada. 

The conferences between agency 
managers and their field forces were 
sparked by announcements of the four 
new policies with low gross premiums, 
new-high total sales of $439,900,000 in 
1954. and a new-high dividend allocation 
of $36,000,000 for 1955, a record-breaking 
increase of $7,900,000 over the 1954 dis- 
tribution. 

The colored slides also illustrated 
transcribed talks by President Louis W. 
Dawson, Executive Vice President Roger 
Hull and Vice President Stanton G. 
Hale, which covered details of the new 
policies and methods of merchandising 
them. 

President Dawson’s Comments 


Some of President Dawson’s com- 
ments on the new insurance program 
and the situation in general follow: 

“During the past year, there has been 
a good deal of advertising and general 
publicity about so-called ‘bargain rates’ 
or ‘low cost’ life insurance. This seems 
to be causing some confusion and mis- 
understanding in the public mind, as well 
as among the underwriters of the vari- 
ous companies. So I think some discus- 
sion of just what determines the cost of 
life insurance might be of interest. 

‘Despite the legitimate needs of net 
cost illustrations and their use for com- 
petitive purposes, it should be clearly 
recognized there are no_ special ‘bar- 
gains’ in life insurance which can be 
guaranteed by any company under the 
mutual plan. The buyer’s real cost de- 
pends, not upon assumptions involving 
current dividends, but upon the future 
experience of a company, which nobody 
—but nobody can guarantee, or indeed, 
truly foresee. Future cost—which is the 
common method of measurement— 
whether it be continuing cost or ledger 
cost—is determined by only one thing: 
the character of the future operations 
of a particular company and the extent 
of its future earnings. Therefore, any 
assertions or inferences by a mutual 
company that it has developed a special 
product which can assure low net cost— 
whether based upon a low gross _pre- 
mium or the projections of dividends 
over the years—must be looked at with 
extreme skepticism. 

“Companies that operate under the 
mutual plan aim to provide insurance 
protection to policyholders at cost in 
the long run; "tad such cost depends 
upon the company’s future operating 
experience. Each company sets its gross 
premiums at levels that provide what it 
regards as sufficient margins for all pos- 
sible future contingencies. When a com- 
pany’s experience is better than that 
provided for in the gross premiums, then 
there are distributable ‘gains,’ which ac- 
crue to the benefit of the policyholders 
and which can be paid back to them 
in the form of ‘dividends,’ or perhaps a 
more accurate description would be 
‘premium refunds.’ The amount of these 
refunds depends upon the company’s op- 


erating results. 

“As you know, the principal sources 
of gain, from which dividends are paid, 
are those that arise from savings in ex- 
pense, favorable mortality and excess in- 
terest. It therefore, takes little imagina- 
tion to understand that the company 
which will show the lowest cost over 
the years to come will be a company 
which is competently operated, with 
proper regard for the manner in which 
the policyholders’ funds are expended 
in operating expenses; a company that 
provides exceptional skill and compe- 
tence in the pricing and selection of 
risks; and finally, a company with a 
strong surplus and an investment opera- 
tion that combines the greatest interest 
earnings with proper standards of 
safety. 

“Any prospective buyer of insurance 
who desires to appraise probable future 
net cost should inquire into the re- 
sources and the management of a com- 
pany, and particularly into the three ele- 
ments which I have mentioned. If he 
can be assured by qualified and objec- 
tive sources that a company performs a 
capable sales operation combined with 
efficient cost control; displays skillful 
pricing and underwriting procedures; is 
financially strong and conducts an in- 
telligent and aggressive investment op- 
eration, he need have little fear of what 
his net cost will be in the years to come. 


No Miracle of Low Cost 


“Conversely, anyone who responds to 
an advertisement or sales presentation 
that says a company has cooked up a 
new ‘low-cost’ policy, illustrated by some 
combination of gross premiums, cash 
values and dividends based upon 20-year 
projections, may be in for a deep dis- 
appointment. He will be buying, not on 
the basis of a true criterion, but on the 
misguided belief that future dividends 
are assured, no matter how careful the 
company is to state that dividends can- 
not be guaranteed. 

“Anyone who buys life insurance to- 
day on the sole basis of illustrations that 
show high dividend rates paid presently 
or in the past, is somewhat in the same 
position as an individual who buys the 
particular stocks that went up most in 
the market during recent years, or 
which happen to be paying the highest 
dividends at the present time. Such 
stocks may possibly be the ones that 
also do best in the long term future. 
But the expert investor looks not only 
at the present and past dividend rates, 
but also at the management, the finan- 
cial position, and the likelihood of out- 
standing future performance and earn- 
ings. 

“For this reason, Mutual of New York 
has not and will not advertise or pub- 
licize its products, on the basis that it 
has found some miracle of low cost in- 
surance. We will continue to stress and 
illustrate the low gross premiums which 
bring insurance within the range of the 
average buyer. To ignore cost alto- 
gether would be to bury our heads in 
the sand 

“We will continue to offer a product 
with gross premiums as low as_ pru- 
dence will permit. We propose to re- 
main competitive in dividend scales. We 
are confident that both our resources 
and management will accomplish that 
result. But above all we believe and 
will stress that the best buy in insurance 
is the policy that fits the buyer’s needs, 
and that the function of the salesman 
is to uncover and supply that need. 

“We were the first major company to 
reduce gross premiums in recent years 
on many different contracts. We will 
continue to examine our premium struc- 
ture continuously, and expect to reduce 
rates whenever margins seem unneces- 
sarily large, in order to keep gross pre- 
mium rates realistic. While of course, 
we intend to publicize our rate reduc- 
tions, as they are made, we do not in- 
tend to present them publicly as ‘bar- 
gain rates’ or with the implication that 
they necessarily result in lower net 
cost of insurance protection. 

“We do not intend, at any time, to 
rest upon any one revision of our prod- 
uct, whether in premium rates, dividend 
structure, cash values, form of policy or 
any other matter which would inhibit us 








Made Methods Research 
Director by Prudential 





BE. COOLEY 


Promotion of E. F. Cooley to director 
of methods research for The Prudential 
has been announced by Charles B, 
Laing, vice president in charge of the 
company’s planning and _ development 
department. 

Mr. Cooley was advanced to his pres- 
ent post from associate director, meth- 
ods research. He joined Prudential in 
1931 as an actuarial student following 
his graduation from Dartmouth College. 
He has long been associated with office 
methods and procedures work, and was 
the first manager of the methods divi- 
sion when it was established in 1940, 

During World War II, Mr. Cooley 
spent several months in Europe collat- 
ing data for the Strategic Bombing Sur- 
vey which was conducted by _ former 
Prudential president, the late Franklin 
D’Olier, on behalf of the Army Air 
Force. 





from offering the public the most highly 
desirable products in the business. 

“Consequently, we are now offering 
four new policies at attractive rates. 
You will recall my previous statement 
that there are no ‘guaranteed bargains’ 
in participating insurance. Accordingly, 
we do not intend to advertise or other- 
wise promote these policies as cut rate 
merchandise, or as bargains, or with 
promises of what the ultimate net cost 
will be. Nor will we advertise them as 
‘special policies.’ They are not ‘specials, 
and you should not sell them as such. 
That term implies that new buyers are 
being offered something at the expense 
of present policyholders; and that is 
not the case. 

“These new policies comprise entirely 
new classes of business, which differ 
from existing classes in such things as 
form of coverage, policy provisions, 
standards of selection, minimum and 
average size, and difference in expenses 
per thousand of insurance. Such new 
classes of business are not being given 
arbitrarily low costs at the expense ol 
other classes of business. To be sure, 
these new classes are attractively priced 
from a gross premium standpoint, be- 
cause our current position and expefi- 
ence enable us to do that with a pru- 
dence which would have been lacking 
earlier. But these new classes of busi- 
ness will bear their proper charges, and 
the ultimate net cost will depend upon 
future experience under such contracts. 

“There is nothing new about this. 
We have been doing it for many years. 
The process is really one of more scien- 
tific and realistic pricing, and more ac- 
curate allocation of costs that gives e: ach 
new class of business the full gains to 
which it is equitably entitled.” 







AS 
ance 
the r 
Ervir 
in chi 
(rou 
recell 

To 
was | 
polic: 
than 
and 
sickn 
prem 
comp 

Pa 
covel 
featu 
sales 
sessi 
credi 
assoc 
Grow 

Grou 


Tay 


the 

Man 
far) 
Will 
Grot 
der 

gele: 
Frat 


Ve 


A 
the 
thar 
Unit 
time 
L ife 
soci: 
ob 
that 
ners 
the 
awa 

In 
pani 
“WI 
whic 
yeat 
tinu 
forn 





lirector 
dential 
les B, 
of the 
pment 


; pres- 

meth- 
tial in 
lowing 
ollege. 

office 
id was 
s divi- 


lighly 


ering 
rates. 
‘ment 
rains’ 
ingly, 
ther- 
rate 
with 
cost 
m as 
sials,’ 
such. 
; are 
yense 
it is 


irely 
liffer 
S$ as 
ions, 
and 
nses 
new 
iven 
e of 
ure, 
iced 
be- 
eri- 
pru- 
cing 
usi- 
and 
pon 
cts. 
his. 
ars. 











january 28, 1955 











N. Y. Life Group Volume 
$365 Million Last Year 


ON 768 NEW GROUP POLICIES 





Reported to Group Field Sales Organiza- 
tion at Sales Conference Held 
Recently in Florida 


A $1,000,000 of new Group life insur- 
ance sold for every day of the year was 
the record set by New York Life in 1954, 
Ervin C. Jones, assistant vice president 
in charge of Group sales, reported to the 
Group field sales organization at their 
recent sales conference in Belleair, Fla. 

Total Group life volume for the year 
was $365,564,042. Of the 768 new Group 
policies put in force on Groups of more 
than 25 lives, 602 included Group life 
and 584 included Group accident and 
sickness coverages. Estimated annnel 
premium for the year reached $12,310,026, 
compared with $10,657,774 in 1953. 

Panel discussions on various Group 
coverages and sales ideas from the field 
featured the meeting. The entire Group 
sales force of 130 men attended. Panel 
sessions covered major medical, Group 
creditors, Group life with paid-up values, 
association cases, trusteed plans and 
Group annuities in addition to basic 
Group coverages. 


Officials Attending 


Officials in attendance included Dev- 
ereux C. Josephs, chairman of the board, 
who reported to the Group conference 
on company progress and new objectives, 
Executive Vice President Dudley Dowell, 
who stated that a combined total of 
$1,854,451,000 of life insurance was sold 
by the Ordinary and Group departments 
of New York Life in 1954 for Nylic’s 
greatest production year, and Wendell 
Milliman, vice president in charge of 
Group insurance, who gave manage- 
ment’s report to the field. 

Excellence awards were presented to 
Howard Roushey, Des Moines; Howard 
Ives, Houston, Robert Monahan, Los 
Angeles; William Harford, Boston; 
Donald Crouse, New Orleans; Russell 
Taylor, Butte; Robert Callaghan, Min- 
neapolis; David Stark, Birmingham; E. 
J. Anderson, San Francisco; Paul Le- 
May, Montreal; and Robert Byerly, 
Denver. 

Production awards were presented to 
the northeast region under Regional 
Manager Guy L. Fairbanks, Jr., and the 
far west region under Regional Manager 
William L’Heureux. Leading district 
Group offices were New York City, un- 
der Anthony F. Noll, Jr., and Los An- 
geles, under Robert Monahan and San 
Francisco, under E. J. Anderson. 





Veteran NQA Winners 
Get New Seal This Year 


A new seal for those who have won 
the National Quality Award for more 
than ten years will be awarded in the 
United States this year for the first 
time. Cosponsoring organizations, the 
Life Insurance Agency Management As- 
sociation and the National Association 
ot Life Underwriters, have announced 
that the new seal for veteran NQA win- 
ners will be distributed at the time that 
the other certificates and plaques are 
awarded. 

In an announcement this week to com- 
panies, the sponsoring committees said: 
When affixed to the ten-year plaque 
which was issued for the first time last 
year, the seal will give evidence of con- 
tinuing qualification and quality per- 
formance.” Companies and _ agencies 
Were urged to publicize this new de- 
velopment “in recognition of the con- 
tinuance of these splendid quality selling 
records.” 

Completed applications for the Na- 
tional Quality Award are due at com- 
pany home offices by January 31. The 
final deadline for endorsed applications 
to each NALU headquarters is Feb- 
Pride 28. The committee urged early 
ing, 


Gilbert H. Sawyer 


A number of home office staff changes 
at Pan-American Life of New Orleans 
have been announced by President 
Crawford H. Ellis. Appointed superin- 
tendent of agencies were Gilbert H. 
Sawyer, formerly assistant superintend- 
ent, and Bernard S. Lyon, both of whom 
will serve jointly with Charles J. Mes- 
man under the direction of Kenneth D. 
Hamer, vice president and agency di- 
rector. At the same time Irwin H. Fust 
was advanced from agency secretary to 


assistant superintendent of agencies 


Bernard S. 


Lyon Irwin H. Fust 


from assistant 
secretary. 


and John W. Nelson 
agency secretary to agency 

A new Public Relations Department 
has been formed under R. L. Hinder- 
mann as director of public relations to 
handle all internal and external public 
relations as well as the advertising pro- 
gram. With the company since 1941 he 
has served the company as_ supervisor 
in the investment department, assistant 
secretary of the company, director of 
sales promotion and director of public 
relations, 





Set Production Club Mark 


Field underwriters of Mutual Life of 
New York set a new high mark in quali- 
fications for company production clubs 
in 1954, it has been announced by Stan- 
ton G. Hale, vice president for sales. 

Top club honors went to 251 under- 
writers, and 500 qualified for the Na- 
tional Field Club. The previous high 
figures were 186 Top Club and 539 Field 
Club, set in 1953. 


NEWELL A. ANDERSON DEAD 
Newell A. Anderson, 75, retired divi- 
sion manager for Life Insurance Com- 
pany of Georgia in the coastal area of 


South Carolina, died recently at his 
home in Charleston. He served the com- 
pany 47 years before he quit active 


duty in 1947, Mr. Anderson associated 
with the company in 1900 as agent in 
Augusta, Ga., was manager for 27 years 
in Savannah, Ga., before going to South 
Carolina. 


Paul Primm Presented With Bernard Wilner Award 





Paul H. Primm getting Wilner Award. 


At the January 13 meeting of District of Columbia Life Underwriters Associa- 
tion, Paul H. Primm, Mutual Life of New York, was presented with the Bernard 
L. Wilner Award by William J. Haggerty, Occidental Life of California, chairman 
of the award committee. The large silver trophy, given in 1947 by Morton H. 
Wilner in memory of his brother, Bernard L. Wilner, who died on active duty 
with the Army in World War II, is awarded annually to that individual who, in the 
opinion of the award committee, has made outstanding contributions both past and 


present in furthering the cause of life insurance. 
Shown above (left to right)—William J. 


Haggerty, Occidental Life of Cali- 


fornia, chairman award committee; Paul H. Primm, Mutual Life of New York, 


award recipient; C. Carney Smith, CLU, 


trict of Columbia Association president. 


Mutual Benefit Life of New Jersey, Dis- 






THE EACTERN 





John W. Nelson 





R. L. Hindermann 


Pan-American in 
district 


Mr. Sawyer joined 
1948 formerly 
manager for General American. Prior to 
going with Pan-American Mr, Lyon was 
manager 
Mutual, having previously been a home 
supervisor and the 
company in Chicago. Mr. Fust has been 
with the company since 1923 serving in 
different sections of the agency depart 
ment and becoming agency secretary in 
1949. Mr. Nelson joined the company in 
June, 1953, as Mr. Fust’s assistant. 


having been a 


Tennessee state for Phoenix 


office represented 


No. American Appointments 

North Life 
that E. H. Hanley has been appointed 
assistant general manager in charge of 
and E. Morton, 
They will assume their new 


American has announced 


agencies director of 
agencies. 
duties on February 1 following the re- 
tirement on pension of J. A. McCamus, 
now assistant general manager in charge 
of agencies. 

Mr. Hanley’s appointment will main- 
tain agency representation at the policy 
making level. Mr. Morton as director of 
agencies will be the senior departmental 
agency officer responsible for agency op 
erations. During 1954 the company’s 
agency force has written a record volume 
of new assurances and annuities and the 
company has achieved more than one 
billion dollars of business in force. 

The company has also announced the 
appointment of T. S. McEwen, CLU, as 
general superintendent of agencies, V. X. 
McEnaney, B. Com., as superintendent 
of agencies and W. L. Waylett, B. Com., 
as superintendent of Group sales. . 

Mr. McEwen will have the responsi- 
bility of the supervision in the field of 
the company’s agencies. Mr. McEnaney 
assumes the responsibility for the com- 
pany’s educational program throughout 
the company’s field force and in addi- 
tion will have some direct supervisory 
duties. Mr. Waylett as superintendent 
of Group sales will be responsible for 
the continued development of the com 
pany’s group business. He was formerly 
manager, Group sales division. 


Tobias Leads Provident Mut. 

Vice President and Manager of Agen- 
cies James H. Cowles, Provident Mu- 
tual, announces that General Agent 
Clarence E. Tobias, Jr., Norristown, Pa., 
personally paid for the largest amount 
of Ordinary life insurance that has ever 
been produced in one month by a rep- 
resentative of the company — $2,500,000 
in December, 1954. Mr. Tobias also had 
the highest personal production record 
in the company for 1954. 
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THE DYNAMIC ECONOMY 

One of the present 
dynamic economy most frequently men- 
tioned as sustaining a high degree of 
prosperity is the f 
family units and high rate of home 
building that has lasted for several 
years. Formation of new family units 
is reflected throughout the entire econ- 
omy because almost all kinds of goods 
and services are required to satisfy the 
normally high standards of living of 
American family units today. 

New family formation while dependent 
on the general prosperity, is based on 
the marriage rate and runs in cycles as 
marriages do. Statistics of Metropolitan 
Life appearing in its Statistical Bulletin 
shows that the all-time peak of the mar- 
riage rate was reached in 1946 at 16.2 
per 1,000 and has since been steadily 
declining. But the study of the popula- 
tion growth shows that there will be a 
definite upsurge in marriages after 1960 
when the large baby crop of the 1940's 
reaches marriageable age and the cycle 
of new units reaches another 
peak. 

The highest standard of living in the 
world backed by the highest wages for 
workers plus the opportunity for indi- 
vidual initiative and enterprise is what 
makes the dynamic economy and _ the 
whole picture is made secure by life in- 
surance which preserves the indi- 
vidual, the family and for business those 
great gains made possible by the dy- 
namic economy. 


the elements in 


large formation of 


family 


for 





ERNEST J. HEPPENHEIMER 

At one period many men who founded 
insurance companies had seen their com- 
panies grow to large stature before their 
deaths. This rarely is the case nowa- 
days obvious in view of the fact that 
a large number of companies are more 
than a century old. However, a 
months ago W. T. Grant, chairman of 
Business Men’s Assurance of Kansas 
City, died. He had seen the company 
he founded grow into one of the leading 
ones in the business. On January 24 
Ernest J. Heppenheimer, chairman of 
the Colonial Life of East Orange, N. J., 
passed away at the age of 85. 

In 1897 Judge Heppenheimer was the 
principal figure in organization of his 
company. His pride in its success con- 
tinued to grow over the years, and 
despite his advanced age he was always 


few 


at the company conventions and its large 
field dinners. He had seen the life insur- 
ance business master all problems dur- 
ing the period of his being an officer of 
Colonial—numerous wars, including the 
two largest in history; epidemics, such 
as the influenza scourge which took such 
a large toll of life; the growing in- 
vasion of Government into the insurance 
field ; intense inter-company competition ; 
heavy taxation burdens; attacks of 
demagogues, and all the other factors 
which make life insurance administration 
difficult. 

As a result of triumphs of the indus- 
try over such obstacles and handicaps 
it has, and still is, encountering, and 
occupying a grandstand seat as a par- 
ticipater in the administration of life 
insurance as well as being a shrewd 
observer, Judge Heppenheimer lived to 
see the business become the largest in- 
stitutional as well as private enterprise 
in the nation. 





N. A. Swan has been appointed man- 
ager of overseas fire and accident de- 
partments of Prudential Assurance Co. 
of Great Britain. 

* 





JERRY F. CROWLEY 


Jerry F. Crowley, advertising promo- 
tion manager, Metropolitan Life, has 
been named co-chairman of the public 
information committee of the Greater 
New York 1955 Red Cross campaign for 
members and funds. 








A. ADDISON ROBERTS 


A. Addison Roberts, vice president of 
the Fire Association of Philadelphia and 
Reliance Insurance Co. has been elected 
to the board of directors of each com- 
pany and of the Eureka Casualty of 
Philadelphia, of which he is also vice 
president. Mr. Roberts was born in 
Bridgetown, Va., on April 1, 1915, edu- 
cated at William and Mary and Temple 
University Law School. He joined the 
Liberty Mutual shortly after graduating 
from law school in 1937. Subsequently 
he became affiliated with Fire Associa- 
tion and was associate counsel prior to 
entering the Armed Forces. After serv- 
ing in the Navy he rejoined Fire Asso- 
ciation in 1946 as superintendent of 
losses. In 1947 he was elected a secre- 
tary of the companies and in 1952 was 
elevated to a vice presidency, with gen- 
eral administrative and executive duties. 

x ok * 


William H. Flint, second Deputy Com- 
missioner of the Michigan Department 
and director of the public relations divi- 
sion, tendered his resignation to Com- 
missioner Joseph A. Navarre. Mr. Flint 
has been in ill health for some time’ fol- 
lowing a severe heart attack suffered 
in July, 1954. A former field manager 
ior Wolverine and the American States, 
Mr. Flint joined the Department in July, 
1949. He recently had received a merit 
award from the Michigan Association of 
Insurance Agents for distinguished serv- 
ice in behalf of the American Agency 
System over a 30-year period and also 
won recognition from the National Asso- 
ciation of Insurance Commissioners. 


* * * 


Eric S. Tachau and D. D. Morse, for- 
merly vice presidents of the Louisville 
Fire & Marine Insurance Co., which 
was taken over in December by the 
Inland Empire Insurance Co., of Salt 
Lake, have established a local agency in 
Louisville, Ky., as the Associated Insur- 
ance Service, located in the Madrid 
Building. The new agency has arranged 
to represent the Glens Falls Group, the 
General American Group of Seattle, and 
the Berkshire Life of Massachusetts. 


* * * 


Powell B. McHaney, president, Gen- 
eral American Life, St. Louis, at the 
request of Governor Donnelly, has 
agreed to serve another term as a mem- 
ber of the University of Missouri Board 
of Curators. Under the new appointment 
by the Governor, Mr. McHaney will 
serve until January 1, 1961. He originally 
was appointed a curator by Governor 
Forrest Smith and had completed a five- 
year term. 





JAMES S. KEMPER 


James S. Kemper, U. S. Ambassador 
to Brazil and chairman of companies ii 
the Kemper Group of mutual and stock 
insurance companies with headquarters 
at Chicago, is returning to that city soon 
to head up his insurance business again. 
He leaves Brazil, according to diplo- 
matic circles in Washington, with an un- 
usual personal tribute tendered him by 
President Cafe Filho. The Brazilian 
president, who attends few official so- 
cial functions, and no unofficial ones, 
broke that rule to attend a small dinner 
in Rio recently in honor of Mr. Kem- 
per. State Department officials hail the 
action as real demonstration of friend- 
ship toward the United States, as well 
as a personal tribute to the Ambassador. 
In 1949, Mr. Kemper received the Bra- 
zilian government’s highest decoration 
for “outstanding contributions to hemi- 
spheric relations.” 


* * * 


Engagement has been announced of 
Cecil J. North, Jr., son of Cecil J. North, 
vice president of Metropolitan Life, and 
Mrs. North, of Hewlett, L. I., to Helen 
duBois Tasche, daughter of Dr. and 
Mrs. Leslie W. Tasche of Sheboygan, 
Wis. Mr. North is a graduate of Milton 
Academy and Princeton ’52 where he 
was a member of Cap and Gown Club. 
He was a lieutenant of field artillery in 
Korea and is attending Harvard Busi- 
ness School! Miss Tasche is a graduate 
of Abbot Academy and .Vassar College 
class of 1952 and attended the Harvard 
School of Design. 


* * * 


Harry J. Volk, vice president 
charge of the western home office of 
The Prudential, has been named asso- 
ciate general chairman of the Los An- 
geles YMCA’s 1955 fund drive to be 
conducted in February. The drive is to 
seek $800,000. 


* % * 


Richard J. Troy has been appointed 
state agent at Detroit by the Royal- 
Liverpool Insurance Group. He is 4 
graduate of the New York office field 
training school and has served for two 
years in field production work in_ the 
Albany, N. Y., office. 


* * * 


Clinton J. Snyder, for 43 years with 
the First National Bank of Ludlow, 
Ky., and its cashier since 1929, has been 
elected president of the bank. Mr. 
Snyder is also a partner in the Snyder 
& Stephens agency, of Ludlow, formed 
in 1927, a stock fire company agency. 
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A. E. Gilbert 
One of the most widely traveled Amer- 
ican insurance executives and a cosmo- 
politan familiar with social and art as 


well as business sides of a number of 
cities, including Havana, Paris and 
Brussels, is Abbey Edwin Gilbert of 


New York City. Mr. Gilbert, executive 
vice president and a director of the 


American International Underwriters 
Corp., is also a director of a number of 
the 60-odd subsidiary corporations of C. 
V. Starr & Co. Another post held by 
him is chairman of the board of the 
American Home Agency, Inc., which 
represents the American Home Assur- 
ance Co. group, metropolitan and na- 
tion-wide. 

Mr. Gilbert’s principal attention is 
given to supervision of production for 
AIUC in addition to which he_ has 
some executive functions. The AIUC is 
home-foreign manager of the overseas 
business of these companies: Hanover 
Fire, National Union, The Loyalty 
Group, New Hampshire, Pacific Nation- 
al, Security of New Haven and American 
Home Assurance Group. 

During one period of his career Mr. 
Gilbert traveled seven months negotiat- 
ing 80,000 miles, the itinerary including 
a large part of the world exclusive of 
South Africa, New Zealand and Austra- 
lia. During that period he was in the 


field with a number of insurance men 


who since have become head of their 


companies. 

Born in Natchez, Miss., Mr. Gilbert 
came to this city to attend New York 
University. After leaving college he 


went to work on July 1, 1913, for the 
Home Insurance Co. at a_ salary of 
$30 a month. There he learned to 
operate an Elliott Fisher machine which 
entered daily reports on a bordereau. 

Next, he became office boy for the 
late Howard P. Moore, then secretary 
of the Home’s Eastern department. 
Young Gilbert took a night course in 
business administration at New York 
University’s business school, one of his 
classmates being Wilfred Kurth who 
later became the top officer of the 
company. In the Eastern department 
Gilbert was promoted to assistant ex- 
aminer. Inside of three years he_be- 
came chief examiner in the New Eng- 
land department. 

In 1917 Fred Hubbard, then vice pres- 
ident and later president of the Han- 
over Fire, asked him to join that com- 
pany for the purpose of organizing a 
Special risk department. When Gilbert 
went with the Hanover, R. Emory War- 
field was president and Charles W. 
Higley Western manager. Mr. Higley, 
one of the great characters of the busi- 
ness, an executive who when he visited 
an agent could later pass an examina- 
tion as to who were chief business men 
in the town and in what respect the 
place was outstanding, was transferred 
to New York and was president of 
Hanover when he died. 

"he special risk department soon be- 











A. E. GILBERT 
gan functioning successfully; the bro- 
kers department was merged with it 
and Gilbert became manager of, both 


activities. From then on he began the 
wide series of journeys which were to 
characterize such an interesting phase 
of his career. He made a number of 
successful general agency appointments 
for the Hanover. 

In 1929 Montgomery Clark, then exec- 
utive vice president of Hanover Fire, 
had charge of the organizational work 
in connection with Hanover’s launch- 
ing of a wholly owned subsidiary—the 
Fulton Fire. Mr. Gilbert was one of 
his principal lieutenants in the details 
of getting the Fulton on the way. In 
1936, when Mr. Higley died, Montgom- 
ery Clark was elected president of the 
Hanover and Mr. Gilbert was made 
vice president and a member of the 
board of directors, and had duties as 
well in connection with activities of a 
number of auxiliary organizations with 
which the Hanover Group had affilia- 
tions, such as AIUC, Excess Manage- 
ment and General Cover Underwriters 
Association. 

On December 31, 1943, with the full 
acquiescence of the Hanover, Mr. Gil- 
bert joined AIUC, headed by C. V. 
Starr whom he ‘has known for 25 
years. Starr had come here from China 
in 1929 to enlist the Hanover in the 
AIUC. During World War II Mr. Gil- 
bert was located in Havana directing 


fire underwriting activities in Latin 
America. : ; : 
During his leisure time Mr. Gilbert 


has visited many of the great art gal- 
leries of the world, and personally owns 
paintings of Picasso, Matisse, Daumier, 
Dufy and Eduardo Cortes, a famous 
Spanish painter who has spent most of 
his life in Paris. 

Mr. Gilbert speaks Spanish fluently, a 





little French and some German and Ital- 
ian. His son, Lawrence E., a Dart- 
mouth graduate, is vice president of 
Marsh & McLennan with headquarters 
in Havana handling its Latin American 


business. His two married daughters 
are Mrs. Doris Hurwit and Susan Ellen 
Landis, both graduates of New York 
University. 
*x* * x 
Davis, Dorland & Co. 

Davis, Dorland & Co., one of the 

leading insurance brokerage firms of 


@ ihe city, is 55 years old and the anniver- 
sary was observed by a dinner given 


Blank & Stoller 


RAYMOND P. DORLAND 


at the Ambassador Hotel. 
Only members of Davis, Dorland & Co. 
and I. V. Dorland Co. and their person- 
nel attended. It is the custom of the 
agency to hold a dinner of this type 
once every five years. 

Davis, Dorland & Co. was established 
January 1, 1900, at 100 William Street, 
by four men who were associated with 
Benedict & Benedict, insurance brokers. 
Each was well qualified in insurance 
brokerage. One of the four, Julian Lu- 
cas, also had a comprehensive knowledge 
of law. He became one of the outstand- 
ing figures in the insurance brokerage 
circles of the metropolis; devised the 
present New York Standard Fire Insur- 
ance Policy which has been adopted by 
more than 40 states; and was a frequent 
speaker on insurance topics at meetings 
and dinners. 

From 100 William Street the agency 
moved to 135 William Street and in 
1937 went to 150 Nassau. Next, it had 
offices for four years at 280 Broadway 
(also the building of the New York 
Sun). In June, 1951, the agency went 
into the then new Dun & Bradstreet, 
Inc., building at 99 Church Street, its 
present locale. Thus, all of the offices 
of the agency have been located a few 
blocks from each other in downtown 
New York. 

President of Davis, Dorland & Co., is 
Raymond P. Dorland, whose father was 
one of the founders. Executive vice 
president, and also in charge of life in- 
surance, is Ralph L. Lucas, son of 
Julian Lucas. 

Vice presidents are Clarence A. Van 
Doren, Charles W. Holloway, Ralph W. 
Morrell, Daniel Rosenfeld and Oscar lp 
Schuessler. Treasurer is Ralph Stuart 
and secretary is James S. Jenkins. Mr. 
Rosenfeld is office manager; and Mr. 
Morrell is manager of the claim depart- 
ment. 

President Dorland is a 
Insurance Brokers Association of New 
York and of insurance section, New 
York Board of Trade, and is vice presi- 
dent of Insurance Federation. 

The agency’s Dador Association con- 
sists of persons in employ of the agency 
or its subsidiaries for at least 20 years. 


January 21 
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Hotel Manager John W. Tyler 
John W. Tyler, general manager of 
Hollywood 


has one of the largest 


the Hollywood Beach Hotel, 
Beach, 


Florida, 


JOHN W. TYLER 


acquaintances among  insur- 
The hotel can accom- 
convention as 800 


insurance 
ance executives. 
modate as large a 
persons. 

Born in Indianapolis Mr. Tyier was 
educated at De Pauw and Butler colleges 
in Indiana. In 1939 he entered the insur- 
ance field as an agent of Connecticut 
Mutual. Three years later he went with 
the propeller division of Curtis-Wright 
in Indianapolis and later was with the 
electronics laboratories as assistant to 
the vice president in charge of war 
contracts. At the end of World War II 
Mr. Tyler, his wife and two children 
(John and Sarah), decided to make their 
future home in Florida and he became 
a manufacturer’s representative in 
Tampa. While traveling in Florida in 
his sales capacity he renewed an old 
friendship with Richard S. Wright, who 
was general manager of Hollywood Beach 
Hotel; and he joined the hotel as a sales- 
man in its convention department in 1947. 
In June, 1953, he was appointed general 
manager of the hotel. 

The owner of the Hollywood Beach 
Hotel is Ben Tobin who also is propri- 
etor of the Surf Hotel and Town House 
Hotel there; of the Hollywood Beach 
Country Club and of a 12-unit apartment 
house in Hollywood. In Cleveland Mr. 
Tobin is proprietor of the Hollenden 
Hotel. He was a member of the syndi- 
cate which bought and later sold to Col. 


Crown of Chicago the Empire State 
Building, New York, tallest business 


skyscraper in the world. 

Also, Mr. Tobin is one of the own- 
ers of the Squibb Building, Fifth Ave- 
nue, New York; of the Evergreen Shop- 
and 


ping Center in Chicago; owns 
considerable real estate in downtown 
Seattle. Another one of his activities is 


membership in a group of capitalists 
which proposes to erect a new center in 
Boston, near the Back Bay Railroad 
Station, which will include a large ho- 
tel, an auditorium, stores, business offices 
and several other buildings. 

Treasurer and comptroller of Holly- 
wood Beach Hotel is A. P. De Tullio. 
John J. Hennessy is assistant general 
manager. Harry T. Jones is director 
of publicity and advertising; Ray Cooke 
convention manager; Alan Kobsa cater- 
ing manager; and Joe Elliott is man- 
ager of the New York office and a mem- 
ber of the hotel’s sales staff 


Among insurance companies which 
have had or will have conventions at 
Hollywood Beach this year are Con- 


necticut Mutual, New England Mutual, 
New York Life, Prudential, Pan-Amer- 
ican, Life Insurance Co. of Virginia, 
Provident Mutual, National Life of Ver 
mont, Home Life, and Security Life and 
Trust. 
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North America Companies’ Assets— 
Passed $700,000,000 During’ 1954 


Premiums Written by Three Companies About 5% Ahead 
of 1953; New Funds Invested Essentially in Bonds; 
Underwriting Profit Despite Hurricane Claims 


By Joun A. Dremanp 
President, North America Companies 


The year 1954 was one of the most 
eventful and satisfactory in the 163-year 
history of the Insurance Co. of North 
America and its. affiliz ited companies, 
Philadelphia Fire & Marine and Indem- 
nity Insurance Co. of North America. 

During the year assets of the group 
passed the $700 million mark; the Insur- 
ance Co. of North America’s modernized 
dwelling insurance plan, which was op- 


JOHN A. DIEMAND 
posed by its competitors in New York 
State, won the approval of the New 


York State Insurance Department, and 
the company’s right to file independently 
forms and rates was subsequently up- 
held in the Appellate Division of New 
York’s Supreme Court. A review is be- 
ing sought by the company’s opponents 
in the Court of Appeals of the State 
of New York. A reduced underwriting 
profit was rei ulized despite the devasta- 
tion of the three destructive hurricanes 
that swept the Eastern seaboard in the 
fall, and the companies’ expansion con- 
tinued, 
Premium Gain of 5% 


Premiums written of the three com- 
panies of the North America Group will 
be approximately 5% ahead of 1953, 
compared with an industry average 
(computed by Bests) of about 3%. 

Net operating income will also be 
satisfactory, an increased return from 
invested assets partly offsetting the ex- 
pected lower return from underwriting. 

The North America invested a major 
portion of new funds in U. S. Treasury 
3onds and high-grade tax-exempt bonds. 

The total insured losses caused by 
Carol, Edna and Hazel within a 45-day 
period is now estimated to be about 
$275 million, of which the North Amer- 
ica Companies were proud to have car- 
ried a substantial portion. The North 
America brought its own loss adjusters 





from all over the country into the storm 
damage areas immediately following the 
storms. 

New Loss Problems 


Wind di amage losses, which seem to be 
on the rise in recent years, point up the 
importance of insurance companies main- 
taining adequate reserves against the 
loss of catastrophic proportions and the 
importance of maintaining a claim and 
loss settling organization that can speed- 
ily meet the needs of policyholders. The 
level of extended coverage endorsement 


rates, which include windstorm cover- 
age, will have to be reviewed on a na- 
tional basis. 


During 1954 the North America Com- 
panies continued their expansion pro- 
gram to improve service to the public 
through their agents. 

Ground was broken at Macon, Ga., 
for a processing office to serve the 
Southeastern United States. Service of- 
fices were opened or expanded in the 
Carolinas; Jacksonville and Tampa, Fla.; 
Cleveland, Ohio; Denver, Colo.; Syra- 
cuse, N. Y.; Oconomowoc, Wis.; Salt 
Lake City, Utah, and Pittsburgh. 

Additionally, the foreign facilities of 
the companies were enlarged with ex- 
pansion of offices in the Netherlands, 
Spain and in southern Africa. 


Protection Simplified 


During 1954 the North America con- 
tinued its program to simplify insurance 
protection for policyholders, The home- 
owners policies, first introduced in 
Pennsylvania, have proved extremely 
popular with the public. The “packaged 
protection” of this innovation in insur- 
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WILLIAM F. DELANEY, JR. 


announces the opening of 


DELANEY OFFICES INCORPORATED 


99 John Street, New York 38, N. Y. 
COrtlandt 7-0061 
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CASUALTY ° 
MULTIPLE LINES 


nébons aa ae 


Prudential, Skandia and 
Hudson in Casualty Ins. 


W. R. MORPETH IS IN CHARGE 





Well Known Reinsurance Group Has 
Multiple Line Facilities; Prudential 
Boosts Capital-Surplus 





The Prudential Insurance Co. of Great 
3ritain, Skandia Insurance Co. and Hud- 
son Insurance Co. are expanding their 
group operations to the casualty reinsur- 
ance field. Thus, the Prudential- 


Skandia-Hudson Group is now in a po- 
sition to offer complete multiple line 
reinsurance facilities in writing pro-rata 
This is an- 


treaties and excess covers. 





Matar 


WILLIAM R. MORPETH, JR. 


nounced by J. A. Munro, president of 
the Prudential and Hudson, and United 
States manager of the Skandia. 

The new casualty operations will be 
under the direction of William R. Mor- 
peth, Jr., whose appointment as secre- 
tary of the three companies as of De- 
cember 1, 1954, was recently announced. 





ance is now available in 32 states. 

The North America Companies con- 
tinue to look to the future with con- 
fidence. In 1955 competition will be 
strong as direct writers attempt to in- 
crease their share of business. 

$1,500,000 Sent Here From England 

At the same time, it is announced 





MARINE 








Shelburne Studios 
J. A. MUNRO 


that the Prudential Assurance Co., Ltd, 
or L ondon, England, reputedly — the 
largest insurance company in the British 
Empire and principal stockholder of the 
Prudential Insurance Co. of Great Brit- 
ain, has remitted to the latter company 
cash funds of $1,500,000. ; 

Of this sum, $900,000 has been used to 
increase the capital stock to $1,500,000 
by the issuance of 9,000 shares of addi- 
tional stock, and the balance of $600,- 
000 used to increase its net surplus. 
With this capital addition, the Pruden- 
tial’s gross assets alone will approximate 
$15,000,000, and its policyholders’ sur- 
plus will be between $6,000,000 and $7,- 
000,000. 

The Prudential-Skandia-Hudson Group, 
whose executive offices are at 90 John 
Street, New York City, is the oldest and 
one of the leading groups of professional 
reinsurers of fire and allied lines in the 
United States. Its combined annual pre- 
mium volume is over $10,000,000. With 
the current increase in the Prudential’s 
capital and surplus, the group will ex- 
pand into the casualty field with a con- 
tinued high level of financial strength 
in line with its established conservative 
management practices. 


Munro and Morpeth Careers 


Mr. Munro,.a native of Portland, Ore, 
and graduate of the Wharton School at 
the University of Pennsylvania, is one 
of the leading executives in the rein- 
surance field. He entered insurance with 
the American Foreign Insurance Asso- 
ciation and later served in several coun- 
tries in the Orient. He was then trans- 
ferred to South America and after that 
to Paris and London. 

In 1937 Mr. Munro joined the Royal- 
Liverpool Group as manager of the for- 
eign brokerage department of the United 
States branch. During World War II 
he served as a lieutenant colonel. He 
returned to the Royal after the war and 
later became an executive of the rein- 
surance companies he now heads in 
this country, as well as being one of the 
heads of reinsurance operations of the 
Royal-Liverpool Group. In 1952 the re- 
lationship of the Prudential, Hudson and 
Skandia with the Royal- Liverpool Group 
was terminated to enable the compa- 
nies to set up a separate and independ- 
ent management under Mr. Munro's di- 
rection to meet demands of steadily ex- 
panding business. 

Mr. Morpeth is also a graduate of the 
Wharton School and Bcc his insur- 
ance career in 1938 with the Fidelity & 
Casualty in New York. After the war 
he was with the Royal-Liverpool Group 
as a casualty fieldman in eastern Penn- 
sylvania and in 1949 was appointed an 
assistant agency secretary at the East 
ern executive department in New York. 
Then for over three years he was asso- 
ciated with the insurance brokerage 
department of John A. Eckert & Co. 
leaving there to join Mr. Munro’s or- 
ganization about two months ago. 
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Independent Brokers 
Honor Alfred Jaffe 


ANNUAL DINNER-DANCE HELD 


Prominent Agent "Makes Plea for Single 
Organization of Brokers in New York 
to Supplant Many, Divided Groups 


Alfred I. Jaffe, vice president of the 
Jaffe Agency, Inc., of New York City, 
was presented with the Annual Achieve- 
ment Award of the Independent In- 
surance Brokers’ Association of Brook- 
lyn, Inc., at the 29th annual dinner-dance 
of the association at the. Granada Hotel 
in Brooklyn on Wednesday evening. 
Murray Willig is president of the Inde- 
pendent Brokers and Max Rakofsky was 
chairman of the dinner committee. 

Abraham L. Sprintz is executive secre- 
tary of the association. 

Mr. Jaffe, in replying to the high 
honor, stressed the need for unity among 
brokers and expressed the wish that 
there be one powerful association of 
brokers, with membership running into 
several thousands, rather than “the pres- 
ent nine competing groups within the 
confines of this one city.” Continuing 
on this line of thought Mr. Jaffe said: 

“Tt strikes me, as it may strike many 
others, that insurance brokers’ associ- 
ations aS a group are not adequately 
fulfilling their purpose in this town. I 
don’t say that there have been no worth- 


while accomplishments by them—far 
from it. Nor am I being critical of any 


individual associations or their leaders. 
“We are all well aware of the func- 
tioning of the Joint Council—a coordi- 
nating body serving six of the nine 
associations. Nevertheless, with the 
present division of manpower and re- 
sources, the duplication of effort, and 
lack of complete singleness of purpose, 
it is really impossible for brokers’ asso- 
ciations to serve their members and the 
industry to the extent they should. 


How Lack of Unity Is Harmful 


“This manifests itself in a number 
of ways. Take, for example, the matter 
of recognition and consultation by com- 
pany-controlled organizations such as 
rate-making bodies. Most of you will 
agree that the companies could do a far 
better job of introducing new forms 
of coverage, changing existing forms, 
setting up rate classifications, and so 
on, if first they consulted with those 
who have their fingers on the public 
pulse—the front-line producers. 

“Do the companies regularly and fre- 
quently take the brokers’ organizations 
into their close confidence on matters 
affecting brokers ? You know the answer. 
But under the present set-up you can’t 
throw all the blame on the companies. 
Just the mechanics of arranging meetings 
and consulting the appointed delegates 
of a host of organizations can sometimes 
be a formidable obstacle—to say nothing 
of attempting to reach unanimity of 
opinion with so many diverse groups, 
each anxious to promote its own line 
of thinking. 

‘Take the much-discussed subject of 
public relations. Articles in the financial 
pages of the daily papers, or in any of the 
general business magazines pertaining to 
some problems or situations in other 
industries invariably reflect the senti- 
ments of those industries. This is so be- 
cause the articles are usually built 
around interviews with, or information 
supplied by, spokesmen for those indus- 
tries or for large segments of them,” 
Mr. Jaffe said 


No Official Spokesman 


“But what ‘happens with an article on 
an insurance subject? Does it really re- 
flect the sentiments of insurance brokers 
and so tend to mold public opinion in 
favor of the brokers’ point of view? Not 
unless the spokesmen of accredited bro- 
kers’ associations are consulted or 
quoted—and how often does that hap- 
pen? How could it happen often? 

“How would the various organs of pub- 
ic opinion even know whom to recognize 
as proper spokesmen? In fact, there are 


North Explains Proposal ‘To Merge 
Three Companies Into The Phoenix 


In connection with the announcement, 
published last week, that the Phoenix 
of Hartford plans to consolidate into 
that company the Central States Fire of 
Wichita, Kan., Atlantic Fire of Raleigh, 
NecC2 asia the Great Eastern Fire of 
White Plains, N. Y., President John A. 
North gives the details. 

There will be no change in the agency 
service performed by the respective of- 
fices now maintained by these compa- 
nies in Wichita, Raleigh and White 
Plains. Agents have been informed of 
the decision, which is subject to future 
stockholder action in each case. Al- 
though the final date of terminating the 
corporate existence of these companies 
is still to be decided upon, all agents 
of these companies have been encour- 
aged to continue their operations in 
another company of the Phoenix Group. 


Reinsures Subsidiaries 


The Phoenix now reinsures the entire 
business of the Central States and the 
Atlantic, and operates under a reinsur- 
ance agreement with the Great Eastern 
in which it assumes a substi intial part 
of its liability. 

Mr. North, in stating the reasons for 
the decision of the Phoenix directors, 
said: 


“The present capital funds of these 
companies are inadequate to qualify for 
multiple line underwriting powers in all 
states where they do business. The capi- 
tal of the Central States is $1,000,000; 
the Atlantic, $250,000, and the Great 
Eastern $250,000. Total capital funds of 
each company would have to be in- 
creased to enable them to qualify in 
several states to write all lines of casu- 
alty business now written by the larger 
companies in this group. In today’s com- 
petitive situation the casualty facilities 
afforded by the larger companies place 
the agents of these smaller companies 
at a disadvantage.’ 

He also said that the restrictions on 
the number of agents per company in 
certain areas which existed at the time 
these companies were acquired had been 


eliminated with the passage of Public 
Law 15 following the Supreme Court 
decision in the South-Eastern Under- 
writers Association case. 

Mr. North pointed out that several 
other insurance companies have taken 


similar action with apparently favorable 
results, and it is believed that consider- 
able expense can now be saved by the 
consolidation and the absorption of the 
business into the Phoenix. 





no official spokesmen for insurance bro- 
kers as a whole. Instead, there are nany 
organizations, each representing but a 
small fraction of the total. 

“IT don’t have to go into one obvious 
advantage of unity: the combined finan- 
cial resources that could afford well-paid 
secretaries, legal counsel and public rela- 
tions and legislative consultants. These 
aren’t luxuries; they’re necessities. At 
present, only a handful of the existing 


ALFRED I. 


JAFFE 


organizations can afford even a few of 
these services.” 
Willig on Interpretation of Contracts 

In his address to those gathered at 
the dinner-meeting President Willig 
stated that “it is imperative that the 
cooperation of all be given to the task 
of creating a set of uniform interpreta- 
tions of coverage with respect to every 
insurance contract.” Stating how diffi- 
culties arise at the present time by lack 
of uniformity Mr. Willig said: 

“When the mez ning of key words in 
an insurance policy is not clearly defined 
or an accepted interpretation exist, 
there is certain to be trouble and ill 
will between insured and insurer when 
claims are presented for payment. 

“All can agree that were it not for 
the various forms of insurance protec- 
tion provided the American public, many 





would suffer tremendous financial losses. 
But there is still much work to be done. 
A set of uniform interpretations of cov- 
erage must be devised by an appropriate 
authoritative body so that confusion and 
unnecessary court litigation may be 
avoided. 

“No matter how well- intentioned com- 
pany adjusters may be, it is possible that 
one will interpret a particul: ir type of 
loss as covered under the policy condi- 
tions while another competent adjuster 
engaged by an equally reputable insur- 
ance company will contend that the 
same loss is not covered. 

Medical Payments Cover 

“Most people are advised by their 
insurance brokers to add medical pay- 
ments coverage to their automobile in 
surance, The medical payments insuring 
clause, in substance, states that the com- 
reasonable 


pany agrees to pay for all 
medical expenses incurred within one 
vear from the date of accident. Here is 


how the word incurred was interpreted 
by one of our insurance companies: 

“A friend of mine was insured for 
medical payments under his auto policy 
and also was a member of the Health 


Insurance Plan of New York, more 
commonly known as ‘HIP’. He was 
involved in an auto accident and_ sus- 


tained injuries amounting to about $200. 
\ claim was submitted under his medical 
payments coverage which was promptly 
denied by his insurance company. It 
maintained that the insured did not ac 
tually incur any expense as his medical 
bills were paid directly to the health 
plan physician,” President Willig stated. 

“Many insurance company adjusters 
have told me that they would be ob- 
ligated to pay this claim even though 
the insured’s medical expenses were 
paid- directly to a physician under a 
health plan. 

“Water is something we drink every 
day of our lives. But in a recent New 
York case involving coverage under the 
comprehensive fire and theft policy, 
water played an entirely different role. 

“An insured drove his car into a 
puddle of water causing the automobile 
to overturn. A claim was submitted and 
the insurance company denied liability 
contending that the impact with the 
water constituted a collision although 
the contract specifically states that loss 
caused by water shall not be deemed 
loss caused by collision. Result, dissatis- 
fied policyholder, law suit, and subse- 
quently a ruling by the court in favor 
of the insured. Once again, the problem 
of interpretation of coverage.” 


St. Paul Reports on 
Experience for 1954 


PREMIUM INCREASES SHOWN 


Fire and Indemnity Companies Reveal 
Gains in Assets and Surplus; Ban- 
croft Vice Pres.; Other Changes 
St. Paul Fire & Marine Insurance Co. 
reports a net underwriting profit of 
$546,951 in 1954. Net premiums written 
were $51,960,916, an increase of $1,020,- 
488; unearned premiums, $41,505,356, an 
increase of $1,860,848; assets, $153,219,- 
849, an increase of $15,172,674 and capi- 
tal and surplus, $84,572,094, an increase 
of $9,143,085. 
St. Paul-Mercury Indemnity reports 
net underwriting profit of $3,896,897; 
net premiums written, $45,618,594, an in- 
crease of $2,004,090; unearned premiums, 
$23,878,246, an increase of $1,717,750; 
assets, $81,576,447, an increase of © $9,- 
164,737, and capital and surplus, $18,993, - 

300, an increase of $4,495,538. 

Decreases in net underwriting profit, 
net premiums and unearned premiums 
are reported by Mercury Insurance Co. 
Net underwriting profit was $600,832; 
net premiums, $11,626,684, a decrease of 
$752,173; unearned premiums, $11,454,- 
477, a decrease of $537,073; assets, $20,- 
061,548, an increase of $952,178; capital 
and surplus, $11,087,141, up $1,308,973. 

Five Promotions Made 

Five promotions in the executive staff 
were announced at the annual meeting 
January 17. R. H. Bancroft, who has 
been secretary of the parent company 
since 1943 and corporate secretary of all 
three since 1949, was elected vice presi- 
dent of the three companies. R. B. 
Shepard, Jr., vice president of the par- 
ent company and of the Mercury since 
1952, was named vice president also of 
the St, Paul-Mercury Indemnity Co. 

C. L. Taylor, secretary of the Indem- 
nity since 1943, was made secretary of 
the other two companies; R. B. Clark, 
secretary of the Indemnity company 
since 1946, made secretary of the other 
two companies, and J. B. Driscoll, as 





sistant secretary of all three since 1952, 
made corporate secretary of all three. 





APPLETON & COX CHANGES 





Galbraith Manager of Detroit Branch, 
Bornkamp Mgr. at Newark; Mooney 
in Production Dept. at Newark 

\ppleton & Cox, Inc., marine mana- 
gers of 111 John Street, New York 38, 
announce that Ralph W. Galbraith has 
been appointed manager of the Detroit 
branch oflice. Mr. Galbraith has been 
with Appleton & Cox for 17 years. His 
previous experience includes service in 
Missouri, Kansas and Illinois, where he 
was a state agent for the organization. 
He is well qualified in inland and ocean 
marine lines. 

Henry Bornkamp, who had been 
manager of the Detroit branch office 
since 1946, has been appointed manager 
of the Newark, N. J., branch office. He 
has been with Appleton & Cox for 25 
years. . 

Tom Mooney, who is state agent in 
the Newark territory, has been trans 
ferred to the production department and 
will remain in Newark, devoting. his 
entire time to production and servicing 
of inland and ocean marine coverages 





R. F. Corroon Director 


Of R. A. Corroon & Co. 


Directors of R. A. Corroon & Co. 
well known New York insurance bro- 
kers, have elected Robert F. Corroon, 
son of the chairman and co-founder of 
the company, James A. Corroon, to the 
board of directors. Robert F. Corroon 
is also a vice president of R. A. Corroon 
& Co., and president of Globe Service 
Corp., reinsurance brokers. 


BEN T. RADCLIFFE DIES 
3en T. Radcliffe, 76 years of age, head 
of the Beard & Radcliffe Agency, at 
Shelbyville, Ky., died recently, at the 
King Daughter’s Hospital, Shelbyville, 
Ky. He had been in the insurance busi- 
ness since 1925. 
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Texas Agents Join Companies In 
TV, Radio, Newspaper Advertising 


Texas local agents joined with their 
capital stock companies this week in 
launching officially their long awaited 
advertising campaign. 

local exchanges and individual agents 
will be buying more television and radio 
column 


three news- 


paper advertisements and mailing out 


time, purchasing 


two types of informative brochures as 
started 
joint auspices of the Texas Association 
of Insurance Agents and the Texas In- 
The lat- 
ter is a trade association representing 
more than 150 capital stock fire insur- 


the campaign gets under the 


surance Advisory Association. 


ance companies. 
Drive Planned For Nine Months 


In the planning state for nine monthis, 
the advertising 
with a two-color brochure sent to all 
members of the agents association 
titled “It’s Time to Speak Up.” On 
the cover were reproductions of some 
of the headlines that have been appear- 
ing in Texas newspapers since the insur- 
ance industry went under fire in the 
state several months ago. 

“Are your public relations showing? 
the brochure asks. “Public relations, 
someone has said, is doing a good job 
—and letting the customer know it. 
The American Agency System—and the 
capital stock companies you represent— 
have done a magnificent job. Why not 
let the customers know it?” 

The brochure shows reproductions of 
six newspaper advertisements, a set of 
radio spot announcements, two direct 
mail advertising pieces, window decals 
and television films which are available. 
Mats of the newspaper advertisements 
are offered without charge to local ex- 
changes or individual agents desiring 
to use them, as are the radio announce- 
ments and television films. An order 


campaign was launched 


” 


blank is on the last page of the bro- 
chure. 

The two brochures designed for mail- 
ing to clients and potential clients are 
offered at a small] charge in quantity 
lots. Printed in two colors and pro- 
fusely illustrated, one is titled “How to 
be Sure When you Insure” and the 
other is nk sea | “What Makes Your 
Hometown Insurance Agent Tick?” 

Decals of the capital stock “standard 
protection” seal, both in window and 
windshield sizes, also are being offered. 


Pearson, Boynton Head Committee 


Forest S. Pearson of Austin, past 
president of the Texas Association of 
Insurance Agents, heads that organiza- 
tion’s special public relations committee 
sponsoring the project. Ben Lee Boyn- 
ton of Dallas, vice president of the 
Loyalty Group, is chairman of the Ad- 
visory Association’s public relations 
committee. All of the material was 
produced by the Advisory Association’s 
public relations staff. 

Pointing out that this is the largest 
property insurance advertising cam- 
paign in Texas history, Mr. Pearson 
said that it was designed to do two 
things: (1) To sell the services of the 
independent local agent, and (2) To 
urge insurance buyers to purchase ‘their 
protection only from agents who repre- 
sent capital stock companies. 

Starting two months before the ad- 
vertising was launched, every member 
of the agents association was urged to 
obtain the capital stock “standard pro- 
tection” decal and display it in their 
windows and on their automobile wind- 
shields. 

Both Mr. Pearson and Mr. Boynton 
said that they believed the Texas ad- 
vertising effort to ‘be broader in scope 
than any similar public relations effort 
that has been undertaken elsewhere as 
a joint project of companies and agents. 

the campaign meets with the 
expected response from local agents, 
it will be expanded and continued. 


Delaney Forms New 
Reinsurance Office 

DOING BROKERAGE BUSINESS 

New York Firm Will Place Eayhasic 


on Catastrophe Cover, Surplus Trea- 
ties, Stop Loss Covers 








William F. Delaney, Jr. has announced 
the formation of a new reinsurance bro- 
kerage office, Delaney Offices. This new 
reinsurance brokerage is at 99 John 
Street, New York City. It will specialize 
in reinsurance for fire, casualty, marine 
and multiple lines. Emphasis will be 
placed on catastrophe covers, surplus 
treaties and stop loss covers. 

Mr. Delaney ‘has been the New York 
reinsurance manager of Fairfield & 
Ellis for eight years. He has resigned 
this position to open his own office. He 
was formerly general counsel for the 
American International Underwriters 
and its affiliated companies. Prior to 
that time he was an attorney for the 
Irving Trust Co. 


Delaney Holds Law Degree 

Mr. Delaney received his Bachelor of 
Laws degree from Harvard Law School 
in 1936 and his Bachelor of Arts degree 
from Princeton in 1933 where he was a 
member of the School of Public and In- 
ternational affairs. He studied interna- 
tional law in Paris, France and went to 
Douai School in England where he 
received his Oxford and Cambridge 
School Certificate. 

Mr. Delaney taught the reinsurance 
course for four years for the New York 
Insurance Society. He has written sev- 
eral books and various articles on rein- 
surance. He has made public speeches 
on many reinsurance problems and 
trends of the reinsruance business. He 
delivered a speech in Spanish at the 
Fifth Hemispheric Insurance Confer- 
ence in Rio de Janeiro, Brazil, last Au- 
gust on the need for simplyfying rein- 
insurance procedure in Latin America. 

He addressed the Pacific Insurance 
and Surety Conference in Palm Springs 
last April on “Casualty Reinsurance.” 
The Spanish Government awarded him 
the Silver Medal of Insurance for his 
contribution to the International Con- 
gress on Catastrophe Risks at Santan- 
dar, Spain, in 1947, Mr. Delaney also 
does an international reinsurance  busi- 
ness in such countries as Brazil, Mexico, 
Venezuela, Argentina, Spain, Portugal, 
New Zealand and India. 





Binghamton Agents Elect 

Henry Silberer was elected president 
of the Binghamton Association of In- 
surance Agents at the association’s an- 
nual meeting Binghamton, N. Y. 

Mr. Silberer succeeds William Or- 
band, who was elected treasurer. Other 
new officers are vice president, John 
Horkott, and secretary, Byron Kellam. 
H. Clay Smith, Norman Boyd, Jr., Earl 
Low, and Harold Wilson were elected 
to the executive board. 
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BALTIMORE AGENTS ELECT 





Charles H. Cover Continues as President 
With James H. Gorges Vice Presi- 
dent and C. K. Oakley Sec’y-Treas. 


The Association of Insurance Un- 
derwriters of Baltimore City, widely 
known as the Baltimore Association, 
has completed election of officers, mem- 
bers of its executive committee and di- 
rectors to the Maryland Association of 
Insurance Agents. 

Charles H. Cover, president during the 
past year, was reelected for another 
year. James H. Gorges was elected to 
fill the vice presidency, while C. K. 
Oakley continues as secretary-treasurer. 

Joseph C. Hlavin, Carl F. Gail and 
Edward J. Richardson, were elected as 
members of the executive committee to 
serve with William B. Athey and Nelson 
T. Offutt, holdovers from 1954. Mr. 
Hlavin was elected to serve as chairman. 

Under the constitution of the Mary- 
land Association, the Baltimore Associa- 
tion is entitled to select four of its mem- 
bers to serve as directors of the former. 
President Cover and Mr. Hlavin auto- 
matically become two of these directors 
by virtue of their offices. The two 
members elected as directors to the 
MAIA are Charles C. Counselman, Jr. 
and Elmer J. Rhody. 





Southern Agents Meet at 
White Sulphur Mar. 17-19 


The Southern Agents Conference of 
the National Association of Insurance 
Agents will meet at the Greenbrier 
Hotel, White Sulphur Springs, W. Va., 
on March 17-19. David J. Brewer, 
Greenwood, Miss., chairman of the casu- 
alty committee, and Louie E. Woodbury, 
Jr., Wilmington, N. C., chairman of the 
property committee, will lead a discus- 
sion on agents’ problems on March 18. 
James P. Walker, chairman of the pub- 
lic relations committee, will preside 
when this matter is considered. 

On Saturday, March 19, President Jo- 
seph A. Neumann of the NATA, will 
speak for the local. agent; George B. 
Whitford, vice president of ‘the Fire As- 
sociation of Philadelphia, will represent 
insurance companies, and _ another 
speaker will represent the National As- 
sociation of Insurance Buyers. 


Shindel President of 


Anthracite Underwriters 


Anthracite Fire Underwriters Club, at 
its annual meeting in Hotel Sterling, 
Wilkes-Barre, Pa., elected William Shin- 
del, president. Twenty-five members 
were in attendance. Other officers 
elected were John Boland, vice presi- 
dent; Edward Murphy, secretary, and 
Jack Thornton, treasurer. 

Joseph Creedon, Middle Department 
Association of Fire Underwriters, Phila- 
delphia, spoke on the rerating program 
of northeastern Pennsylvania. 








NYQUIST SPECIAL IN MO. 


The National of Hartford Group has 
named George Nyquist as_ special 
agent in Missouri. Before affiliating 
with the National he was employed by 
the Michigan Inspection Bureau at De- 
troit. He will be located in the Na- 
tional’s St. Louis office. 
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THE PLUS VALUES OF REPRESENTING THE NORTH AMERICA COMPANIES 





No, 22 in a series 








COMPANY 


Build bigger business— 


provide a needed local service — 


with North America’s Automobile Credit Plan 


NORTH AMERICA COMPANIES 


Insurance Company of North America 
Indemnity Insurance Company of North America 
Philadelphia Fire and Marine Insurance Company 


Philadelphia 1, Pa. 





PROTECT WHAT YOU HAVE© 


Pioneers in Protection—serving with 20,000 Agents in the Public Interest 


North America’s ABC Plan is a creative sales 
program in which Agent, Bank and Company co- 
operate to arrange simple and convenient local auto- 
mobile financing. 


Everyone concerned benefits. For you, as a North 
America Agent, the plan helps develop important new 
business, helps retain present business and opens the 
door for other lines. The bank gains through addi- 
tional local financing. For the customer, it means local 
insurance service, local bank credit and frequently 
important savings. 

This is another of the many “Plus Values” that 
come from representing the North America Companies. 
Get all the facts about North America’s ABC Plan and 
the many other advantages of becoming associated 
with this pioneering insurance group. Call, write or 
see the Manager of our nearest Service Office. 
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N. Y. Fire & Marine Underwriters 
Licensed; Hall & Henshaw Mors. 


Hall & Henshaw, one of the leading 
insurance agency and company manage- 
ment firms in New York State, has been 
appointed sole managers for the United 
States, Cuba and the Carib- 
bean area for the New York Fire & 
Marine Underwriters, Inc., charter and 
assets of which were acquired by Hall 
& Henshaw last year. New York Fire 
& Marine Underwriters, Inc., is now a 
stock company, but was started as Com- 
mercial Lloyds in 1892 and continued as 
a domestic Lloyds insurer until 1954. 

The new company has total capital 
and surplus of $1,350,000. It will confine 
operations for the present to fire and 


Canada, 


allied lines in local areas, although it 
has been licensed by the New York 
State Insurance Department to write 


multiple lines. 

William A. Waters, senior partner of 
Hall & Henshaw, has been elected presi- 
dent and a director of the new com- 
pany. It was he who envisioned the 
possibilities inherent in this old name 
and charter and who fostered the idea 
of acquiring the franchise and convert- 
ing it into a stock corporation. Under 
the guidance of Alfred C. Bennett, at- 





L. ALEXANDER MACK INJURED 
Car Runs Into Utility Pole After Being 
Hit by Truck; Now in Hospital 
in Glen Ridge 

L. Alexander Mack, 71, president of 
The Weekly Underwriter, and its affili- 
ated publications, in New York, was 
seriously injured in an automobile acci- 
dent shortly before midnight on Janu- 
ary 19 while driving in Bloomfield, N. J. 
He was taken to Mountainside Hos- 
pital, Glen Ridge, N. J. He suffered a 
broken hip, broken nose and internal in- 
juries, and was placed under an oxygen 
tent. 

The accident occurred when a_ truck 
which was following Mr. Mack’s car 
turned and each swerved to avoid a col- 


lision. The Mack car crashed into a 
utility pole at Belleville Avenue and 
Davey Street. In the accident Mr. 


Mack’s car was smashed. The driver of 
the other car was identified as Joseph 
\. Simmons, 20, of Kearney, N. 


and Home Film on Earnings Cover 
Shown; Committee Chrmn. Named 

A presentation of the motion picture 
“The Wind and the Fury” was featured 
at a meeting of the New York Chapter 
of the Society of Chartered Property 
and Casualty Underwriters, Inc., this 
week at the America lore Building, 80 
Maiden Lane. John B. Walker, presi- 
dent of the chapter, was chairman. 

The film, produced by the National 
3oard of Fire Underwriters, was shown 
in connection with a discussion of the 
rising trend in extended coverage rates 
by Eugene A. Toale of the National As- 
sociation of Insurance Agents. The 
Home Insurance Co. film, “E Day, the 
story of Earnings Insurance,” was also 
shown. 

Committee chairmanships for 1955 
were announced as follows: program, 
George J. Guess, Jr.; membership, F. 
Vernon Carbonara; education, Glenn M. 
Bowling; research, Donald W.  Pills- 
bury; budget, J. George Kaplan; 1957 
convention, Joseph R. Cralle, I]. Leona 
Seldow was chosen as editor of the 
“Chaptergram”; Olive I. Shipman as 
historian and Mrs. Taimi Clarke in 
charge of publicity. 

The next meeting will be held jointly 
with the National Association of In- 
surance Buyers on February 24 at the 
Hotel Martinique. 


torney-at-law, this has now been accom- 
plished. Edward W. McAndrews, Her- 
bert L. Weiderman and John J. Klaus, 
partners in Hall & Henshaw, are vice 
president, treasurer and secretary, re- 
spectively of the new company. 

Board of Directors Elected 


At the annual stockholders’ meeting 
of the company held January 11, in addi- 
tion to the members of the firm of Hall 
& Henshaw, a number of executives in 
the banking and business fields were 
elected directors for the ensuing year. 

Among them are Otto’ Froelicher, 
treasurer and director of Schwarzen- 
bach Huber Co., chairman of the board 
of the new company; Paul Sidler, presi- 
dent of Brown, Boveri Corp., vice chair- 


man of the board; Richard A. Brennan, 
president of Brevoort Savings Bank; 
Otto de Neufville, vice president of 


Swiss American Corp.; Edward C. Smith, 
vice president of City Bank Farmers 
Trust Co.; Maurice Newton, partner 
Hallgarten & Co., investment bankers. 

New York Fire & Marine Underwrit- 
ers, Inc., becomes the third in Hall & 
Henshaw’s management operations which 
are under direct supervision of John E. 
Clark, vice president of Hall & Hen- 
shaw of New Jersey, Inc. The Switzer- 
land General Insurance Co. of Zurich is 
starting its seventh year under the man- 
agement of Hall & Henshaw in 19 east- 
ern and southeastern states. A year ago 
the Equity General Insurance Co. came 
under its management for 10 eastern 
states. 


Louisville, Port Alfred 
Fire Contest Winners 


OTHER GRAND AWARDS MADE 





NFPA Names Winners in International 
Fire Prevention Week Contest; 1,668 
Entries Received in 1954 





Louisville, Ky., and Port Alfred, Quebec, 
won the grand awards in the United 
States and Canada respectively for the 
best 1954 municipal Fire Prevention 
Week programs submitted in the inter- 
national Fire Prevention Week Contest. 

The contest is sponsored by the Na- 
tional Fire Protection Association of 
Boston, a  15,000-member, non-profit, 
educational and engineering organiza- 
tion devoted to improving the protec- 
tion of life and property from fire. The 
association’s membership is drawn prin- 
cipally from U. S. and Canadian busi- 
ness and industry, fire departments and 
governmental officials throughout North 
America. 


Other Grand Awards 


In addition to the municipal grand 
award winners there were the following 
grand awards in the contest’s Industrial 
and Government Divisions: Argonne 
National Laboratory, Lemont, Illinois 
(Industry); Anniston Ordnance Depot, 
Anniston, Ala. (U. Army); Naval 
Station, Seattle, Wash. (U. S. Navy); 
Carswell Air Force Base, Texas (U. S. 
Air Force); Camp Petawawa, Ontario 
(Department of National Defense, Can- 
ada). 

In contrast to the Municipal Division, 
entrants in the Industrial and Govern- 
ment Divisions competed on the basis 
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="FIRE INSURANCE 


is Basic Protection 


Better and broader protection is 
constantly being made available 
to your clients, yet we can’t safely 
assume that any client has just the 
fire coverage he needs and in just 
the right amount — nor can we 
properly let him assume that. 


There’s always a need for more 
and better fire insurance. 


CENTRAL 


SURETY 


offers FIRE ... CASUALTY... 
and BOND coverage, with the 
kind of service that builds and 
holds customers. 


A Multiple Line Company 
CENTRAL SURETY AND INSURANCE (ORPORATION 
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of year-around fire prevention activities 

A total of 1,668 entries were received 
in the 1954 contest: 1,130 in the Munici- 
pal Division; 454 in the Government 
Division; and 84 in the Industrial Diyj- 
sion. Included in the total were entries 
from Alaska, Puerto Rico, and overseas 
military installations, 

The purpose of the contest is to 
stimulate universal fire safety conscious- 
ness and, among municipalities, to en- 
courage the observance of Fire Preyen- 
tion Week as a “springboard” for year- 
around fire prevention programs at the 
community level. 


Board of Judges 


Members of the international board 
of judges for the 1954 Fire Prevention 
Week contest were: T. Seddon Duke, 
president, NFPA, and president, Star 
Sprinkler Corp., Philadelphia; Clarke 
Smith, general manager, United States 
branch of the Royal-Liverpool Insur- 
ance Group, and chairman, National 
Board of Fire Underwriters’ committee 
on fire prevention and_ engineering 
standards, New York; George P. Lud- 
lam, vice president, The Advertising 
Council, Inc. New York; A. Leslie 
Ham, manager, Dominion Board of In- 
surance Underwriters, Montreal; and 
John D. Gerletti, general manager, In- 
ternational Association of Fire Chiefs, 
New York. 

Special Awards 


Awards of special recognition went to 
the following: 

Puerto Rico (Raul Gandora, Chief, 
Insular Fire Service) for a dramati- 
cally impressive and thorough presenta- 
tion of fire prevention to all the peoples 
of the island with the children’s program 
being judged as_ particularly original 
and effective. 

Department of National Defense, Can- 
ada, for outstanding increase in interest 
and participation in fire prevention ac- 
tivities over the past year. 

Montgomery County, Maryland (Chas. 
H. Howe, Jr., Fire Marshal) for the 
outstanding county Fire Prevention 
Week program. 

Cook County, Illinois (Dick P. Skaer, 
chairman, Cook County Contest Com- 
mittee) for outstanding coordination of 
county efforts toward the observance 
of Fire Prevention Week. 

State of Kentucky (J. T. Underwood, 
Jr., State Fire Marshal) for the out- 


standing state Fire Prevention Week 
program. ) 
Palisades Project, Idaho (J. H. 


Nichols, Bureau of Reclamation, U. S. 
Department of Interior) for an_ out- 
standing and effective fire prevention 
program by a government facility. 

Ford Motor Co., American Cyanamid 
Co., and Republic Steel Corp., for the 
best multi-plant fire prevention pro- 
grams. : 

Kansas had the greatest number of 
entries from any one state; and in Can- 
ada the Province of Quebec submitted 
the most entries, 


Independent Adjusters to 
Meet Feb. 10 in New York 


The National Association of Inde- 
pendent Insurance Adjusters will hold 
an Eastern regional meeting on Feb- 
ruary 10 at the Hotel Statler in New 
York City. Joseph M. Cashin, East 
Orange, N. J., Eastern regional vice 
president, is in charge of the program. 
Marion B. Arnold, Miami, Fla., is pres!- 
dent of the National Association. 





$250,000 STOCK DIVIDEND | 

Directors of the Gulf Insurance Co., 
Dallas, in continuing its nine-year pro- 
gram of strengthening its capital struc- 
ture, have ratified a proposed declaration 
of a $250,000 stock dividend that wil! 
increase the capital of $2,500,000, accora- 
ing to T. R. Mansfield, president. From 
1946, when capital was $1,000,000, to 1954 
new stock of $610,000 par value has beet 
sold, with the rest being in stock divi- 
dends. Its current cash dividend rate 1s 
$2 per year. 
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Connecticut Agents 
Launch Ad Campaign 


WILL CONTINUE FOR A YEAR 





Nearly 30 Coextensive Local Boards 
Participating in Drive Using News- 
papers, Radio, Pamphlets, Stickers 





The Connecticut Association of Insur- 
ance Agents, Inc., through its 29 co- 
extensive local boards, is launching an 
advertising campaign of a year’s dura- 
tion starting the week of January 31. 
Each coextensive local board in the 
state has appointed a publicity chairman 
and each chairman has received for 
every member of each board a kit con- 
taining proofs of 12 advertising mats in 
various sizes, windowshield — stickers, 
posters for their offices, 30 and 60- 
second radio plugs and pamphlets for 
stuffers and envelopes. 

These kits also include order blanks 
which have been made up for the adver- 
tisements contained in the proofs. This 
material is all being furnished by the 
state association office to the coexten- 
sive local boards and to individual mem- 
bers. 

Local Press Advertising 


Most local boards have held meetings 
prior to January 31 to vote on appro- 
priations for advertising in the local 
press of the communities under their 
jurisdiction. Each board has been urged 
to start this campaign next week and 
to gear itself for a continuous campaign 
of a year. 

Copy for all advertisements to be used 
is entirely devoted to promoting the 
American Agency System and particu- 
larly services of the independent local 
agent. The theme of this campaign which 
is repeated. on every advertisement and 
radio plug is “You’re a Neighbor, Not a 
Number, to Your Hometown Insurance 
Agent.” 

The entire local board membership of 
the Association is cooperating in this 
endeavor. Publicity chairman for the 
state association is Walter E. North of 
Bridgeport. 





1954 Fire Losses Show 
Small Decline From 1953 


Fire damaged or destroyed an esti- 
mated $870,984,000 worth of property in 
the United States last year the Na- 
tional Board of Fire Underwriters has 
reported. This is 3.6% less than that 
for 1953, when estimated monthly losses 
totaled $903,400,000, which included one 
large industrial loss in August, 1953. In 
1952 losses were $784,953,000. 

According to Lewis A. Vincent, 
NBFU’s general manager, estimated 
losess for December, 1954, totaled $83,- 
881,000, an increase of 36% over losses 
of $61,663,000 reported for November, 
1954, ond an increase also of 0.5% over 
losse? of $83,440,000 reported for De- 
cember, 1953. 

These estimated insured losses _in- 
clude an allowance for uninsured and 
unreported losses. 





Laurence P. Tremaine Dies 

Laurence P. Tremaine, for many years 
well known in New York as a _ vice 
president of the Pacific Fire and other 
companies in that group, died January 
20 at Fort Lauderdale, Fla. Born in 
Halifax, Nova Scotia, on June 24, 1883, 
Mr. Tremaine came to the United States 
in 1908 and became a citizen during 
World War I. 

He joined the Pacific Fire in 1915, and 
retired as vice president of that com- 
pany, the Bankers & Shipper Insurance 
=o. and the Jersey Insurance Co. of 

New York in 1949, but continued as a 
director of the three companies until 
the time of his death. 

Before joining Pacific Fire, Mr. Tre- 
maine was associated with Douglas 
Bros.; Fester & Folsom; and Berry, 
Tremaine & Co. 
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Depends upon what he’s trying to catch. 


The right approach is just as important when you're trying to 
sell Earnings Insurance. And, without boasting, we can 
honestly say that our new Visual Sales Aid has proven to be 
a most attractive lure to scores of prospects. 


A live line is the one to watch. If you've had difficulty “reeling in” 
Earnings Insurance prospects perhaps our new Visual Sales Aid 
is what you need. Use the coupon for more information. 


{ 
Production and Market Research Department | 
Royal-Liverpool Insurance Group l 
150 William Street, New York 58, N. Y. } 
I want to know more about the new, non-technical approach | 
to selling Earnings Insurance. 





OYAL? LIVERPCOL 
OC, Prowrance Group, “) 


CASUALTY * FIRE * MARINE SURETY 
150 WILLIAM ST., NEW YORK 38, N. Y. 


ROYAL INSURANCE COMPANY, LTD. © THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. © ROYAL INDEMNITY COMPANY 
GLOBE INDEMNITY COMPANY © QUEEN INSURANCE COMPANY OF AMERICA * NEWARK INSURANCE COMPANY © STAR INSURANCE 
COMPANY OF AMERICA © AMERICAN AND FOREIGN INSURANCE COMPANY © THE BRITISH & FOREIGN MARINE INSURANCE 
COMPANY LTD. © THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. © VIRGINIA FIRE & MARINE INSURANCE COMPANY 

















































































Multiple Location 
Service Office Meets 


RE-ELECT MILLER CHAIRMAN 





McCarl Reports on Premiums and 
Losses for 1953, for Five Years and 
for 24 Years, 1930 Through 1953 





Multiple location business experience 
figures for fire only for 1953, for the 
last five years and for the last 24 years 
are contained in the report of Manager 
T. D. McCarl presented at the annual 
membership meeting of the Multiple 
Location Service Office, held January 
19, at the Hotel Biltmore, in New York 
City. 

At this meeting W. W. Corry, chair 
man of the membership committee, re 
ported 128 companies (54 groups) are 
members and 14 companies (10 groups) 
are subscribers, making a combined to 
tal of 142 companies (64 groups). 

The membership elected new mem- 
bers of the governing committee to fill 
vacancies of those members whose term 
expired. The new members elected are 
Mr. Corry, National Fire; Felix Har 
grett, Home Insurance Co.: H. W. Mil 
ler, Commercial Union Assurance; E. D. 
Patton, Northern Assurance; A. L. 
Ross, Crum & Forster; Robert W areing, 
Travelers Fire. 


Reelect Miller Chairman 


The membership meeting was followed 
by an org nization meeting of the gov- 
erning committee which elected the fol 
lowing: 

Chairman, H. W. Miller, U. S. mana 
ger, Commercial Union Assurance; vice 
chairman, John Rygel, vice president, 
Hanover Fire; treasurer, C. M. Close, 
vice president, Great American. 

The figures presented by Mr. McCarl 
in his report, together with a summary 
of experience are compiled from the ex- 
perience reports filed by all companies 
—stock, mutual, cooperative and recipro- 
cal insurance exchanges—licensed to do 
business in New York State, through the 
Mutual Insurance Advisory Association, 
the Multiple Loc ation Service Office and 
the National Insurance Service Organi- 
zation, as reported to the New York 
State Insurance Department. 


Premiums and Loss Ratios 


For 1953 for Form No. 1 written pre- 
miums were $26,594,385 and the paid loss 
ratio 40.6%; for Form No. 5 premiums 
were $3,953,394 and loss ratio 27.8%; 
for Form “A” premiums were $40,334,237 
and loss ratio 44.5%. 

For the five years 1949-1953 inclusive, 
Form No. 1 premiums written were 
$101,691,639 and loss ratio 32.7%; for 
Form No. 5 premiums were $15,299,882 
and loss ratio 32.3%, and for Form “A” 
premiums were $190,579,559 and loss ra- 
tio 39.1% 

For the 24 years 1930-1953 inclusive, 
premiums written on Form No. 1 were 
$248,589,301 and loss ratio 45%; for 
Form No. 5 premiums were $46,673,314 
and loss ratio 45.2%; and for Form,“A” 
premiums were $304,885,819 with loss 
ratio of 41.7%. On all other floater, re- 
porting value and multiple location writ- 
ings, except buildings, the 24 year pre- 
miums were $106,416,608 with loss ratio 
of 45.6%. 

Volume of Work 


During 1954, Mr. McCarl_ reports, 
“The volume of work processed by our 
office is indicated by the following : 

“Forms Nos. 1, 2, 4 and 5: Applica- 
tions received for promulgation of aver- 
age rates, 2,093; transcripts of daily re- 
ports sent to bure aus, 5,153; transcripts 
of endorsements sent to bure: wus, 25,314. 

“Form No. 1, value reports transcribed, 
21,966. 

“Interstate Form “A”: Transcripts of 
daily reports sent to bureaus, 3,557; 
transcripts of endorsements sent to bu- 
reaus, 14,568. 

“As of December 31, 1954, member and 
subscriber companies had sent to this 
office daily reports showing 2,358 ac- 
counts written with Forms Nos. 2 
4 or 5, and 2,344 Interstate Form “a” 
accounts, a total of 4,702 accounts.’ 
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New York Dept. Has No Power 
To Fix Broker’s Commission Rights 


The New York Insurance Department 
does not have the power to rule on the 
question of whether the original broker 
or, the new broker is entitled to com- 
installment payments for 
according to Deputy Su- 
Insurance Donald S. 


missions on 
term policies, 
perintendent of 
MacNaughton. 
Pointing out that there is no section 
of the State Insurance Law which speci- 
fically sets forth under what circum- 
stances a broker has earned a commis- 
sion, Mr. MacNaughton stated that “the 
right of a broker to receive commissions 
is based on contract which is governed 
by principles of common law.” The ques- 


tion of who is entitled to the commis- 
sions he added, “must be resolved by the 
parties to the contract, or should they 
fail, by a court of competent jurisdic- 
tion.” 

The Insurance Department’s position 
on the question was outlined by Depu- 
ty Superintendent MacNaughton in a 
letter to a broker who had inquired as 
10 the rights of the respective parties. 
The broker referred to previous letters 
on the matter which left doubt as to the 
official position of the Department. The 
MacNaughton letter was designed to 
resolve the question. It was the result 
of a thorough study of the law, opinions 
and previous correspondence. 





America Fore Figures 


(Continued from Page 1) 


had in several years. However, ocean 
marine insurance results were consider- 
ably better during 1954, despite a shrink- 
age of premium volume. 

Fidelity, casualty and surety opera- 
tions through The Fidelity & Casualty 
Company of New York continued to 
show an improvement in 1954. 


Loss on Auto Liability 


Underwriting results on the automo- 
bile bodily injury writings, while show- 
ing considerable improvement, still pro- 
duced a_ statutory underwriting loss. 
Overall automobile writings, including 
physical damage and property damage 
coverages, produced an_ underwriting 
profit. 

Mr. Christensen said, “There are signs 
that the efforts toward safety on the 
highways are bearing fruit. We remain 
convinced that a continued earnest ef- 
fort by all concerned toward greater 
highway safety, combined with physical 
highway improvements, could reduce 
materially the terrifying traffic toll.” 

Mr. Christensen concluded, “To re- 
spond promptly and equitably to our ob- 
ligations as they arise has been the 
constant purpose of America Fore 
through the years. This policy we will 
continue to pursue with due regard to 
the public interest. Insurance is a busi- 
ness whose performance must be meas- 
ured by the tests of time.” 


Continental Premiums and Losses 


With respect to the individual experi- 
ences of the two leading fire companies 
in the group President Christensen 
states in the report on the Continental: 

“Premium income: Net premiums upon 
business written during 1954 were $66,- 
775,427 as compared with $70,512,253 net 
premiums upon business written during 
1953. After charging net premiums writ- 
ten during 1954 with losses, expenses 
and taxes incurred (other than Federal 
income) and providing legal reserves 
for increased unearned premium lia- 
bility, there remains a statutory under- 
oh ed profit of $263,883 for the year 

1954 as compared with $1, 978,147 for the 
vear 1953. The shrinkage in written pre- 
mium ‘volume occurred principally in the 
automobile physical damage and indirect 
sources such as reinsurance assumed. 
Otherwise, direct sources of premium 
income showed an increase in writings 
during the year, despite rate reductions 
generally as to the fire classes. 

“Loss claims: Our losses incurred, in- 
cluding loss adjustment expenses, to pre- 
miums written were 55.59%; to premi- 
ums earned 56.61%. Comparative figures 


for the year 1953 were 48.76% and 
52.34%, respectively. ; 
“Expenses: The percentage ratio of to- 


tal expenses including taxes (other than 
Federal Income) incurred during 1954 
was 42.21% to premiums written ; 42.98% 

to premiums earned. Comparative is. 
ures for the year 1953 were 41.59% and 
44.65%, respectively. The percentage 


ratio of total expenses, not including 
taxes, incurred during 1954 was 39.42% 
of premiums written. This was com- 
prised of 23.94% chargeable to agents’ 
and brokers’ commissions and 15.48% 
chargeable to all other expenses of un- 
derwriting operations such as adminis - 
tration, salaries, rents, field supervision, 
inspection, advertising, printing, postage, 
telephone and telegraph. Comparative 
figures for the year 1953 were 24.28% 
and 14.31%, respectively. 

“Taxes: Federal, state and local taxes 
aggregating $2,927,320, and amounting to 
$1.17 per share, were incurred during 
1954. This compared with $1.71 per 
share incurred during 1953. 


Fidelity-Phenix Experience 


“Premium income: Net premiums of 
the Fidelity-Phenix Fire upon business 
written during 1954 were $51,009,661 as 
compared with $55,537,648 net premiums 
upon business written during 1953. After 
charging net premiums written during 
1954 with losses, expenses and taxes in- 
curred (other th: in Federal Income) and 
providing legal reserves for unearned 
premium liability, there remains a statu- 
tory underwriting profit of $160,640 for 
the year 1954 as compared with $2,217,- 
482 for the year 1953. The shrinkage in 
written premium volume occurred prin- 
cipally in the automobile physical dam- 
age and indirect sources such as rein- 
surance assumed. Otherwise, direct 
sources of premium income showed an 
increase in writings during the year, 
despite rate reductions generally as to 
the fire classes. 

“Loss claims: Our losses incurred, in- 
cluding loss adjustment expenses, to pre- 
miums written were 58.43%; to premi- 
ums earned 58.15%. Comparative fig- 
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ures for the year 1953 were 49.22% and 


52.09%, respectively. 
“Expenses: The percentage ratio of 
total expenses including taxes (other 


than Federal Income) incurred during 
1954 was 41.73% to premiums written; 
41.53% to premiums earned. Compara- 
tive figures for the year 1953 were 
41.28% and 43.09%, respectively. The 
percentage ratio of total expenses, not 
including taxes, incurred during 1954 
was 39.10% of premiums written. This 
was comprised of 24.58% chargeable to 
agents’ and brokers’ commissions and 
14.52% chargeable to all other expenses 
of underwriting operations such as ad- 
ministration salaries, rents, field super- 
vision, inspection, advertising, printing, 
postage, telephone and telegraph. Com- 
parative figures for the year 1953 were 
24.68% and 13.54%, respectively. 

“Taxes: Federal, state and local taxes 
aggregating $2,964,917, and amounting 
to $1.48 per share, were incurred during 
1954. This compared with 85 per 
share incurred during 1953.” 





Brauer Goes to Atlanta 

The Boston and Old Colony compa- 
nies have transferred Paul W. Brauer, 
marine state agent in the Cleveland, 
Ohio, office, to the Atlanta branch office. 
Mr. Brauer will be associated with Jo- 
seph R. Wood, manager. 

Mr. Brauer was graduated from Bos- 
ton Technical School, Babson Institute, 
Boston, and the University of Oslo, Nor- 
way. In addition he has taken various 
insurance courses at the Insurance Li- 
brary in Boston. 
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N. Y. Court Denies Stay in 
North America Rate Case 


New York State’s highest court, the 
Court of Appeals, on January 13, denied 
motions of the New York Fire Insur- 
ance Rating Organization for a further 
stay of the Insurance Superintendent’s 
decision of September 14, and for leave 
to appeal from the decision of the Ap- 
pellate Division of the Supreme Court 
upholding the Superintendent. 

That decision, handed down on No- 
vember 30, had unanimously upheld the 
Superintendent of Insurance in approv- 
ing the North America Companies’ right 
for partial subscribership to the rating 
bureau and their right to make inde- 
pendent filings for the dwelling classes 
of the fire business. The decision of the 
Court of Appeals has the effect of mak- 
ing final the Superintendent’s decision. 





Excelsior Proposes to 
Increase Capital Stock 


At their annual meeting in Syracuse 
on February 14, stockholders of the Ex- 
celsior Insurance Co. will vote on a pro- 
posal to issue 25,000 new shares of capi- 
tal stock. Such an increase would have 
the effect of raising the company’s capi- 
tal from $900,000 to $1,050,000, also the 
number of shares from the present 150,- 
000 shares to 175,000 shares having a par 
value of $6 each. 

The new issue would enable the pres- 
ent nearly 1,800 stockholders to pur- 
chase one new share for each six shares 
now held. The time of offering and price 
of the new stock would he left to the 
directors to determine. 





AKRON AGENTS ELECT . 
(;. Irvin Sir Louis has been elected 


president of the Insurance Board 0! 
Summit County, Akron, Ohio. Other of 
ficers are Warren H. Godard, vice presi- 


dent; Herschel Cox, 
George Missig, treasurer. 


secretary, and 
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B. IL. and Extra Expense Coverage 
Needed by Newspaper Publishers 


Some 300 Texas newspaper editors and 
publishers meeting at Austin, January 
22, were told how a careful insurance 


program often can mean the difference 
between a profit and a loss in publishing. 

Morris W. Parker, manager of the 
Texas Insurance Advisory Association 
and property insurance company execu- 
tive for many years, told delegates to 
the annual mid-winter convention of the 
Texas Press Association that “publishing 
newspapers is fraught with a number 
of unusual hazards not common to any 
other enterprise. But as an insurance 
men, there are some risks that T can 
hel» you avoid or, at least, be better 
prepared to meet.” 


Features Special Coverages 


Speaking on the subject, “Insurance 
for the Newspaper,” Mr. Parker devoted 
only a few words to fire, windstorm and 
extended coverage on the assumption 
that most publishers already buy this 
protection. Instead, he emphasized other 
coverages which are lesser known and 
often overlooked in planning a complete 
program. 

He urged the publishers to confer with 
their local agents in regard to cover- 
ages such as business interruption, which 
he termed “health and accident insur- 
ance for business,” and extra expense. 
He pointed out that he thad recently re- 
viewed a number of newspaper plant 
losses and was surprised to learn that, 
without exception, neither extra expense 
nor business interruption was carried 
on those losses reviewed. 

“Every newspaper—in fact, every pub- 
lic service business—should have both 
types of coverage,” Mr. Parker said. 
“But if the budget permits the purchase 
of only one, I would be inclined to buy 
the extra expense coverage. That is be- 
cause profits in newspaper publishing 
fluctuate. 

“Should a loss occur in your plant 
during a period of subnormal advertising 
revenues, your business interruption pol- 
icy might not be called on to pay you 
any profit whatever, although your fixed 
charges and expenses and insured pay- 
roll would be paid. On the other hand, 
you must keep your paper publishing 
regardless of when the loss occurs. For 
that reason, the extra expense policy 
is a must.” 

Mr. Parker also recommended that the 
publishers carry explosion, riot, vandal- 
ism and malicious mischief protection 
and to give special attention to all 
forms of public liability coverage. 

“There is no real peace of mind and 
security possible without a comprehen- 
Sive general-automobile liability policy 
with high limits covering all of your 
operations, including the use of automo- 
biles and trucks,” he said. 

To get detailed information and com- 





Interbureau Form in Ohio 

The Ohio Division of Insurance has 
announced that the Comprehensive 
Dwelling Policy will go into effect in 
that state on February 1. Filing was 
made by the Ohio Inspection Bureau, 
National Bureau of Casualty Under- 
writers and the Inland Marine Insur- 
ance Bureau as recommended by the 
Interbureau Insurance Advisory Group. 
This filing was made on behalf of the 
members and subscribers of the Ohio 
Inspection Bureau, Inland Marine In- 
Surance Bureau and the National Bureau 
of Casualty Underwriters. 

With approval in Ohio, the policy then 
hecomes available in the states of Ala- 
bama, California, Connecticut, Delaware, 
Georgia, Illinois, Iowa, Indiana, Kansas, 
Kentucky, Louisiana, Maine, Maryland, 
Michigan, Nebraska, New York, North 
Dakota, Ohio, Oklahoma, Pennsylvania, 
Rhode Island, South Carolina, South 
Dakota, Tennessee, Utah, Vermont, 
West Virginia and Wisconsin. 


petent insurance counsel Mr. Parker 
urged his listeners to consult qualified 
local agents in their own communities. 
He said that they were trained techni- 
cians who could analyze the special in- 
surance problems of newspapers and 
give specific advice as to the types of 
coverage needed. 


ROBERT L. HANSON RETIRING 





Vice President and Secretary of Min- 
neapolis F. & M.; Valine, Jr., Named 
Resident Secy. of Phoenix Group 
Robert L. Hanson, vice president and 

secretary of the Minneapolis Fire & 

Marine, retires from active service with 

the company on January 31, 1955. He 

has been associated with the Minne- 
apolis, an affiliate of the Phoenix of 

Hartford Group, since 1940. In addition 

to being vice president and _ secretary 

of the Minneapolis, Mr. Hanson was 
also a director of the company and 
supervised the company’s operations in 


the Minneapolis office. 

T. A. Valine, Jr., has been appointed 
resident secretary and director of the 
Minneapolis F. & M. and will succeed 
Mr. Hanson in the supervision of fire 
and marine operations of the Phoenix 
Group. In addition to his new position 
with the Minneapolis, Mr. Valine is 
resident secretary of the Phoenix, Con- 
necticut Fire and the Equitable Fire & 
Marine, all affiliates of the group. 

Mr. Valine will continue to be assisted 
by the staff of State Agent Harold E. 
Reed and Special Agents Donald W. 
Drogue, Patrick J. Thomas, Dale D. 
McFeters and Joseph A. Kinning. 





Antes Fore’s 1955 national advertising continues to spot- 
light the insurance industry’s public service activities as well 


as to stress the benefits of personal advice, professional 
experience and help which the individual enjoys both before 


and after a loss when he insures through a local agent. 


This 


America Fore Advertisement 


appears currently in the following 
national publications: 


* THE SATURDAY EVENING POST * LIFE 


*& NEWSWEEK 


* TIME * FORTUNE 


* NATIONAL GEOGRAPHIC 
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Lawrence Elected President of 


Security Bureau, Inc., in New York 


Jeremiah J. Sullivan, general mana- 
ger, announces that at the annual meet- 


ing of the Security Bureau, Inc., held 
at the Maritime Exchange, 80 Broad 
Street, New York City, on January 20, 


the following officers were elected: 

Newbold T. Lawrence, vice president, 
United States Lines, New York City, 
was elected president, succeeding Com- 
modore Robert C. Lee of Moore-Mc- 
Cormack Lines, Inc. 

Lloyd H. Dalzell, president, Dalzell 
Towing Co., Inc., New York City, for- 
merly second vice president, was elected 
first vice president succeeding Mr. Law- 
rence. 

James Sinclair, 


president, Luckenbach 


Steamship Co., Inc., New York City, 
was elected second vice president suc- 
ceeding Mr. Dalzell. 

Henry C. Thorn, resident vice presi- 
dent, Insurance Co. of North America, 
New York City, was reelected treasurer. 

Owen E. Barker, president, Appleton 


& Cox, Inc., New York City, was elected 


assistant treasurer. 


Josephine M. Barron, Security Bu- 
reau, Inc., New York City, a member 
of the Bureau’s staff, was reelected 


secretary. 
Directors Elected 

The 
for terms expiring in 
Newbold T. Lawrence, 
United St: ates Lines, New 


following directors were elected 
January, 1958: 

vice president, 
York; L.’S. 


Andrews, vice president, American Ex- 
port Lines, New York; Louis B. Pate, 
vice president, Seas Shipping Co., New 


York; 
Holland-America 


Fred Wierdsma, general man: wer 
Line, New York. 

Miles F. York, president, Atlantic 
Mutual Insurance Co., New York; John 
C. Monroe, New York; Herbert FE. 
Simpson, president, 3rookhattan Truck- 
ing Co., Inc., New York; Le Roy B. 
Halsey, assistant to general manager, 
3ethlehem Steel Co., New York. 

John C. Hilly, vice president, Bush 
Terminal, New York; Arthur Link, ex- 
ecutive vice president, Warehousemen’s 
Assn. of the Port of N. Y., New York; 
John W. McGrath, president, John W. 
McGrath Corp., New York; Francis J. 
O’Brien, Jr., Russell- Poling & Co., New 
York; Joseph H. Moran, II, vice presi- 
dent, ‘Moran Towing & Transp. Co., Inc., 
New York; Carl C. McRoberts, presi- 
dent, McRoberts Protective Agency, 
Inc., New York. 

All officers, directors and 
panies were active in the 
of the Security Bureau in the Port of 
New York in 1946 and have actively 
participated in the management and 
operation of the bureau in its vigorous 
program which has resulted in a sub- 
stantial reduction of waterfront theft 
and _ pilferage. 


their com- 
organization 


Report of President Lee 


President Robert E. Lee described the 
constructive activities of the bureau in 
its campaign to combat theft and pil- 
ferage in his annual report as follows: 

“The Port of New York is still the 
only port which has a privately spon- 
sored and financed organization actively 
engaged in combatting waterfront lar- 
cenies. Our bureau stands today as the 
dramatic and practical demonstration of 
the efforts of the maritime industry to 


W. W. Rareshide Dies 





Warren W. Rareshide, secretary of 
Daniel J. Walshs’ Sons, Philadelphia, 
died January 16 at the Presbyterian 


Hospital. Mr. Rareshide was well-known 
in Philadelphia general insurance circles. 
He had been with Daniel J. Walshs’ 
Sons since 1909 and at the time of his 
death was serving as a director as well 
as an officer of the firm. He was also a 
member of the board of the Home Life 
of America. 

Mr. Rareshide i is survived by his wife, 
Gladys, and a son, John H. Burial was 
in Arlington Cemetery, Drexel Hill, Pa. 
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General Manager 


correct by affirmative action a situation 
which was recognized by the industry 
long before it became the target of pub- 
lic investigation and newspaper pub- 
licity. Our present membership of 170 
companies is truly representative of 
every cross-section of the maritime in- 
dustry in the port. 

“While our members are primarily 
interested in the reduction of theft and 
pilferage, they realize that the program 
of the bureau will, in effect, promote 
the best interests of our port and com- 
merce in general. The results achieved 
by the bureau in its short history have 
more than justified the confidence, finan- 
cial support and encouragement of its 
members. 

“Efforts of the Security Bureau have 
not been confined solely to the Port of 

(Continued on Page 31) 


GOLUB HOST TO 50 COMPANY MEN 





Giving Dinner This Evening at Park 
Lane in Appreciation of Their 50th 
Anniversary Tributes 


Bert Golub, head of the Joseph Golub 
Agency, New York, will be host this 
evening (January 28) to 50 executives of 
companies represented by the agency, at 
the Park Lane Hotel, New York. Recep- 
tion will be followed by dinner. 

This party is being given in appre- 
ciation of company testimonials to the 
agency, including luncheons, in connec- 
with its 50th anniversary. At a 
later date Mr. Golub will give an “open 
house” party for insurance brokers and 
their staff with whom the agency has 
done business for many years. 

Luncheons in Mr. Golub’s honor have 
included that of the Loyalty Group, 
given by John R. Cooney, president; 
Marine Office of America affair, and 
Corroon & Reynolds, Inc., at which 
President John R. Barry was host. 


N. H. Policy Changes 


Local agents in New Hampshire will 
their 


tion 





support insurance companies in 

effort to modernize the states’ archaic 
standard fire insurance policy, but the 
agents will seek retention of present 
New Hampshire provisions which they 
consider more favorable to the insured 
than the New York 1943 form backed 


by the companies. 

The executive committee of the New 
Hampshire Association of Insurance 
Agents considered the standard policy 
legislation of the National Board of 
Fire Underwriters at a meeting in Con- 
cord and authorized a special commit- 
tee to seek to iron out differences be- 
tween the agents’ views and the pro- 
posed legislation. 





Louisville Board Elects 


At the 101st annual meeting of the 
Louisville, Ky., Board of Fire Under- 
writers, EK. Ewing Carrico, was elected 
president, succeeding James W. Henning, 
who had held the post for two years. 
Mr. Carrico is with the Carpenter & 


JOHN A. STEEL PRESIDENT 


Heads Southwest General of Dallas; 
Baer Vice President; Assets Were 
Up to $3, 500,000 in 1954 





John A. Steel, who has served as 
executive vice president and_ general 
manager of Southwest General Insur- 


ance Co. for three and a half years, was 
elected president at the annual meeting 
of the stockholders January 17 in Dallas, 
Tex. Walter L. Baer was advanced from 
secretary to vice president and secretary, 
and serves as assistant general manager. 

R. F. Hankins was promoted from 
secretary to assistant vice president and 
secretary, and is manager of the fire 
insurance department. Ben L. Culwell, 
manager of the marine department, was 
elected secretary. 

The company, with offices in the 
Gibraltar Life Building in Dallas, wrote 
$2,500,000 in premiums in 1954, Mr. Steel 
reported. Assets increased from $2,100,- 
C00 to $3,500,000 or approximately’ 60%. 
Stockholders voted an increase in capital 
stock of $200,000, bringing capital stock 
to $800,000. 

Southwest General writes insurance in 
Texas, Oklahoma, California and Wash- 
ington, and is preparing to enter other 
states. 

Mr. Steel, who succeeded Dallas Gor- 
don Rupe as president upon the election 
of the later as chairman of the board, 
was associated with Mitchell, Gartner 
and Thompson Agency in Fort Worth 
after attending Texas Christian Univer- 
sity and the University of Texas, prior 
to World War II. Upon returning from 
five years of service in the war, Mr. 
Steel was named manager for the Home 
Indemnity in Texas and Oklahoma, with 
headquarters in Dallas. He joined the 
Southwest General Insurance Company 
in July, 1951. 





Burba Agency, formerly Carpenter & 
Dudley, one of the oldest agencies on 
the board. Mr. Henning is a member 
of the firm of Williams & Henning. The 
new vice president is Joseph D. Scholtz, 
Jr., of Miller & Scholtz. 

R. W. Barnes, Jr., was reelected ex- 
ecutive secretary-treasurer. Mr. Henning 
was presented with a large home freez- 
ing outfit, also a silver banded and en- 
graved gavel. 





BEGINNING A SECOND CENTURY 


N THE UNITED STATES 








1854 


To further its rapid world-wide 
expansion, the Northern Assur- 
ance came to California in 1854 
and established its first agency 
in San Francisco. 


Fair loss adjustments, the 
prompt payment of claims. both 
small and catastrophic, and, most 
important, to establish ourselves 
as an Agency Company were our 
foundation stones. 


























A portal of warm welcome to © 
our agents and those desiring 
to represent our Company. 


It is a proud achievement to have 
reached a Centennial. We now 
begin a second century, firm in 
our determination to continue 
those precepts adopted in the 
beginning and maintained for 
100 years, and to remain strictly 
an agency company serving our 
agents in the best traditions of 


the insurance industry. 





1955 
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Marine Office of America Names 
New President and Vice Presidents 


Chairman George D. Mead, in behalf 
of the’ executive committee of the Ma- 
rine Office of America, announces ap- 
pointment of George Inselman as presi- 
dent and Carl. P. Kremer as executive 
vice. president. These follow 
the recent retirement Torrey 
as chief executive. 

The committee also announces the fol- 
lowing as vice presidents: Charles J. 
Hass, Edward C. Holden, Jr., Thomas 
L. Lynch, George W. Nixon, John N. 
Robinson, Franklin W. Rutherford, Ham- 
ton H. Salmon III and Henry W. 
Schwaner. 

Fred B. Galbreath, 


changes 
of Owen 


J. Kenneth Sadler 





KREMER 


Exec. Vice President 


CARE, P- 


and Raymond D. Sullivan, formerly man - 
agers at San Francisco, New Orleans 
and Chicago, respectively, were appointed 
resident vice presidents. 

George Inselman 

Mr. Inselman is one of the leading 
figures. in the ocean marine field and 
has had long experience in both under- 
writing and claims work. A native New 
Yorker, he has been with the Marine 
Office of America since 1945 in various 
executive capacities and became assis- 
tant manager in June, 1950 and general 
manager last year. 

Mr. Inselman’s insurance career started 
in 1918, when he joined the British & 
Foreign Marine in New York, serving 
successively as manager of the claims 
department, secretary, assistant under- 
writer and assistant U. S. attorney. In 
1939 he went with the Fire Association 
of Philadelphia and later became vice 
president of that company. 

Carl P. Kremer 

Mr. Kremer has been ‘honored by 
many professional and associated marine 
insurance organizations by appointment 
as an officer, including service as vice 
chairman of the marine insurance com- 
mittee of the American Bar Association; 
a member of the board of managers of 
the American. Marine Hull Insurance 
Syndicate and the U. S. Salvage Associ- 
ati on, 

He. was graduated from Roanoke Col- 
with an A.B. degree. 
He was later granted LL.B and LL.M. 
degrees from Georgetown University. 

Prior to his long association with the 
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President 


Marine Office of America and the United 
States P. & I. Agency, Inc., of which 
he is chairman of the board and chief 
executive officer, Mr. Kremer served as 
secretary of the United States Shipping 
Board and Emergency Fleet Corpora- 
tion. 


Ocean Marine Forum Hears 
Vogel on “Both-to-Blame” 


The newly-formed ocean marine forum 
group in New York heard Sheldon A. 
Vogel of the law firm of Bigham, Englar, 
Jones & Houston speak on hull and 
cargo aspects of “both-to-blame” col- 
lision clause in the marine policy at the 
first meeting in 1955. About 40 members 
were present. William S. Hoon, tem- 
porary chairman of the group, composed 
of marine hull and cargo underwriters, 
introduced the speaker. This new forum, 
with educational and social objectives, 
will shortly choose a name and elect 
permanent officers. 
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Security Bureau 


(Continued from Page 30) 


New York. It has developed liaison with 
law enforcement officials in many of 
the out-ports and has on behalf of our 
members using those ports reported for 
them losses sustained there. In other 
cases, prompt action by the bureau has 
either prevented or curtailed losses in 
these ports. 

“Two cases occurring during the past 
year are illustrative. A member reported 
that on the discharge of cargo at Phil- 
adelphia several hundred bags of cocoa 
beans were missing. The bureau imme- 
diately notified the Federal Bureau of 
Investigation in Philadelphia and an 
investigation ensued. At delivery time 
all the missing bags were accounted for 
and our member is convinced that the 
contemplated theft had been thwarted 
by the prompt action of the Security 
Bureau. 


Losses on Boston Shipment 


“In another case, a member was ex- 
periencing repeated losses on shipments 
of ingots of tin discharged at Boston. 
When U. S. Custom officials in Boston 
were notified by the bureau that it sus- 
pected tin was being landed by being 
hidden between bales of rubber an in- 
spection by the Custom Service ensued 
and no subsequent losses were reported. 

“Our insurance members have often 
consulted with the bureau on problems 
of theft and pilferage existing in sev- 
eral foreign ports,” Mr. Lee said. 

“While at one time it may have been 
true that some hesitancy existed on the 
part of the leaders of the maritime in- 
dustry in signing criminal complaints 
charging a person with waterfront theft 
because of the possibility of resulting 
civil actions for false arrest and malicious 
prosecution, this situation certainly no 
longer prevails. 

“Our members have learned to prompt- 
ly report all losses resulting from theft 
and pilferage, regardless of size or value. 
The bureau’s staff promptly investigates 
these losses and written reports are fur- 
nished to our members and to all law 
enforcement agencies concerned. When 
it is determined by the bureau’s legal 
staff that the available legal evidence is 
sufficient to spell out a prima facie case 
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against the suspected thief, prosecution 
is most vigorously pursued. Reliance 
upon this advice by our members has 
given the maritime industry a deter- 
mined attitude toward prosecution. The 
fact that all possible cases are now 
prosecuted has resulted in a substantial 
reduction of losses from theft. 


Close Cooperation With Public Officials 


“After the filing of a criminal com- 
plaint or the submission of evidence to 
the District Attorney’s office, the bu- 
reau. continues to work in close har- 
mony with either the Federal or State 
District Attorney in the presentation of 
the case and in obtaining expert wit- 
nesses and documentary proof such as 
bills of lading, dock receipts, etc. Fail- 
ing this vital assistance, in many in- 
stances successful prosecution could 
not have been maintained. 

“In the past year the cooperation of 
the bureau has been acknowledged by 
law enforcement agencies and the Dis- 


trict Attorneys’ offices. 
“Following the successful prosecution 
of a case, the bureau acquaints both 


the probation department and the sen- 
tencing judge with all the facts, pointing 
out the significance of waterfront cases 
and the great deterrent effect of jail 
sentences, As a result of this activity, 
many jail sentences have been imposed 
which certainly might not have been the 
case prior to the bureau’s existence,” 
continued President Lee. 

“While the detection, investigation and 
prosecution of thefts constituted a major 
part of the bureau’s activities during 
the year, its work embraced loss preven- 
tion as well. Regular visits were made 
to all our members’ piers and other 
facilities, inspecting them with a view 
toward making suggestions for the bet- 
ter handling of cargo from a_ security 
standpoint. Signs were placed on mem- 
bers’ installations warning of prosecu- 
tion for theft and pilferage. On behalf 
of our insurance companies, several sur- 
veys were conducted resulting in sub- 
stantial reductions of reported losses. 
Investigations of claims for lost bag- 
gage and valuable personal items by 
passengers prevented, in some instances, 
frauds upon insurance members. 

“Another phase of the bureau’s activi- 
ties has concerned itself with other 
rackets existing along the waterfront. 
Because it believes that these evils have 
hurt the reputation of the port and may 
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Gladys, and a son, John H. Burial was 
in Arlington Cemetery, Drexel Hill, Pa. 
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Nat’l Bureau Revises 
Ohio Garage Risk Rates 


CHANGE EFFECTIVE ON JAN. 26 





Applies to Auto Liability Policies o 
Payroll Basis; Combined B.I., P.D. 
Rates Increased 25% 





Revised rates for automobile liability 
insurance policies written on a payroll 
basis for Division 1 garage risks were 
announced for Ohio January 25 by the 











Mutual Bureau Revision 

The Ohio Insurance Department has 
approved a filing of the Mutual Insur- 
ance Rating Bureau involving revised 
bodily injury and property damage lia- 
bility rates and minimum premiums for 
garage risks written on the payroll basis 
where coverage is included for the op- 
eration of garage owned cars. The re- 
vised rates, resulting in 25% increase, 
apply to policies written on or after 
January 24. 








National Bureau of Casualty Underwrit- 
ers on behalf of its member and sub- 
scriber companies. The revised rates be- 
came effective January 26. 

The garage risks affected by the rate 
revision are those buying the broad 
coverage afforded under the “Division 1- 
Premises-Operations-Automobiles” defi- 
nition of hazards in the policy. 

In this revision the combined bodily 
injury and property damage rates are 
increased approximately 25%. There are 
also’increases in minimum premiums. 

Part of Countrywide Program 

The revision is part of a countrywide 
program to adjust bodily injury and 
property damage rates for these risks 
because of the adverse experience of the 
carriers. Automobile liability insurance 
rates for gagages have remained un- 
changed since 1947 although the cover- 
age was materially broadened in Decem- 
ber, 1949. At that time, the “definition 
of insured” agreement was broadened, 
coverage was made available to a part- 
ner for injury to or death of another 
partner,, and the additional premiums 
formerly required for specific additional 
interest coverage were eliminated. 

Since that time, companies have ex- 
perienced adverse underwriting results 
on this business. Even the increase in 
wages for garage employes has not pro- 
vided any material help in offsetting the 
increased cost of settling claims as all 
employes are rated on a fixed maximum 
payroll basis. Class (b) employes, that 
is, proprietors, partners, officers, sales- 
men, managers and chauffeurs, are each 
rated at a flat $2,000 of payroll, and 
class (a), clerical employes, and class 
(c), all other employes, are subject to a 
weekly payroll maximum of $100. 


J. B. Donovan Turned Down 
N. Y. Insurance Supt. Post 


The Eastern Underwriter is reliably 
informed that James B. Donovan of the 
New York law firm of Watters & Dono- 
van has turned down the post of Insur- 
ance Superintendent of New York State. 
His qualifications for the post had been 
urged upon Governor Averell Harriman 
by many industry sources, but Mr. 
Donovan informed Mr, Harriman sev- 
eral weeks ago that he would be unable 
to accept the appointment for personal 
reasons, 

It is understood, however, that Mr. 
Donovan’s appointment to the non- 
salaried Insurance Advisory Board to 
the New York Insurance Department 
is being considered. 





Travelers Companies 
Premiums Gain 4.9% 


TOTAL EXCEEDS §$753,566,000 





Results of 1954 Business in All Lines; 
Life Insurance in Force Passed 


$14 Billion 





Written premiums of the Travelers 
Insurance Companies in 1954 totaled 
$753,566,000, it has been reported by Vice 
President Esmond Ewing. In a letter 
to the field representatives of the com- 
panies, Mr. Ewing said the total repre- 
sents a gain of $35,230,000 or 4.9% over 
the 1953 figure of $718,336,000. 

Life insurance in force, which passed 
the $14 billion mark in 1953, exceeded 
$15 billion in 1954, 

In his letter, Mr. Ewing said that the 
Travelers is confident that 1955 will be 
another prosperous year for the insur- 
ance business and added that the year 
will be characterized by dynamic com- 
petition. 

Written premiums of the Travelers 


Companies for the years 1953 and 1954 
were as follows: 
(000 omitted) % 
Gain Gain 
Over Over 
1953 1954 1953 1953 
Se occas cae 210,734 $214,884 $4,150 2.0 
Accid. & Health 143,636 152,257 8,621 6.0 
Liab. and 
Prop. Dam... 39,161 44,822 5,661 14.5 
Automobile .. 180,158 185,130 4,972 2.8 
Compensation .. 83,082 85,594 2,512 3.0 
Burglary & Glass 7,615 9,895 2,280 29.9 
Boiler & Mach’ry 9,104 9,036 —68 —.7 
Fidelity & Surety 5,639 6,340 701 12.4 
Fire and Allied 
SS 30,786 37,224 6,438 20.9 
Inland Ocean 
Marine ..... 8,421 8,384 —~37 —.4 





Total Written 


Premiums. ...$718,336 $753,566 $35,230 4.9 





NUCLEAR ENERGY RIDER 


This Exclusion Under Blanket Bonds 
Revised; Will Not Apply to Loss 
Resulting From Industrial Uses 
The rider for financial institution 
blanket bonds excluding loss from the 
effects of nuclear fission or fusion or 
radio-activity has been considered by 
the American Bankers Association as 
being too broad an exclusion. Confer- 
ences between the American Bankers As- 
sociation and the Surety Association of 
America have resulted in a revision of 
this rider so that this exclusion will no 
longer apply to loss from the effects of 
an explosion incident to industrial uses 

of nuclear energy. 

As revised, this exclusion 
that the bond does not cover: 

“Any loss, in time of peace or war, 
directly or indirectly caused by or re- 
sulting from the effects of nuclear fis- 
sion or fusion or radio-activity; pro- 
vided, however, that this paragraph shall 
not apply to loss resulting from indus- 
trial uses of nuclear energy.” 

The revised exclusion, which has been 
approved by the executive committee of 
the Surety Association of America, has 
been considered by the insurance and 
protective committee of the American 
Bankers Association and _ has_ been 
unanimously found to be acceptable to 
that committee. 





provides 





Again Honor Wallace Stevens 

National Book Awards, representing 
official recognition of the book indus- 
try for outstanding literary works by 
Americans, has again given its gold 
medal for poetry to Wallace Stevens, 
vice president, Hartford Accident and 
Indemnity. The latest award is for his 
book, “The Collected Poems of Wallace 
Stevens.” 


Sayer Notes Worth of 
Moreland Investigation 


SUBMITS ANNUAL REPORT 





N. Y. Compensation Ins. Rating Board 
Gen. Mgr. Reviews Year’s Accomplish- 
Ments; Lauds Long-Time Employes 





Henry D. Sayer, general manager of 
the New York Compensation Insurance 
Rating Board, this week presented his 
annual report in which he characterized 
the past year as one “of great activity 
for the staff and committees of the 





HENRY D. SAYER 


Board.” At the 4lst annual meeting of 
the Board, on January 27, Mr. Sayer 
paid particular attention to the recent 
Moreland Act Investigation. That eve- 
ning, an annual banquet was held at the 
Hotel Roosevelt to commemorate the 
completion of the Board’s 40 years of 
service. 

Speaking of the inquiry, Mr. Sayer 
pointed out that the Moreland Act Com- 
missioner, Archie O. Dawson, had _ in- 
quired closely into the matter of hear- 
ings before the Workmen’s Compensa- 
tion Board and referees and the entire 
administrative procedures. “He proposed 
a number of revisions of the hearing 
procedure,” said Mr. Sayer, “designed to 
shorten the time-lag in the disposition 
of claims and to effect new procedures 
that would eliminate a large number of 
needless and expensive hearings. These 
proposed revisions and the rules and 
forms to make them effective were sub- 
mitted at meetings for discussion, in all 
of which your general manager took 
part. Finally, there was inaugurated a 
new and importantly changed hearing 
procedure.” 

Greatly Improved Loss Situation 

Mr. Sayer stressed that the revised 
procedure and the prompt closing of 
cases has resulted in a greatly improved 
loss situation. 

“Commissioner Dawson continued the 
work of his investigation until June 15, 
1954, on which date he resigned to be- 
come a judge of the United States Dis- 
trict Court for the Southern District of 
New York,” Mr. Sayer continued. “Prior 
to his resignation, the Commissioner had 
evinced great interest in the filing of 
revised premium rates to be effective 
July 1, 1954. We furnished him with 
copies of our rate filings and all sup- 
porting data which we had filed with 
the Superintendent of Insurance. There- 
after, a conference was held by the Su- 
perintendent with members of his staff, 
Commissioner Dawson and _ his. staff, 
your general manager and members of 
his staff, together with counsel. The 
conference continued with a good part 
of two days and every phase of the fil- 
ing was discussed and justified.” 

Mr. Sayer explained that the Board’s 
filing there had been included a “projec- 
tion factor” to give effect to prospective 

(Continued on Page 42) 
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Farm Bureau Cos. to 
Expand Nationwide 

WILL CHANGE COS. NAME SEPT. 

To Be Called Nationwide Insurance; 


Plan National Program; Telecast 
to Agents in 13 Cities 








The Farm Bureau Insurance Compa- 
nies are going “nationwide” in more 
ways than one. 

Via a closed-circuit telecast viewed 
Jan. 26 in 21 eastern cities by some 18,000 
employes, agents, families and friends of 
the companies, top officials announced 
that the three firms intend to: (1) 
change the company name, effective 
September 1, 1955, to Nationwide Insur- 
ance, and (2) begin planning imme- 
diately for a program of national ex- 
pansion. 

The Farm Bureau Mutual Automobile 
Insurance Co. thus will be known as the 
Nationwide Mutual Insurance Co.; Farm 
Bureau Mutual Fire becomes Nationwide 
Mutual Fire Insurance Co., and Farm 
Bureau Life becomes Nationwide Life 
Insurance Co. 

The companies now operate in only 
13 eastern states and the District of 
Columbia. Even so, the auto company 
is the fourth largest insurer of cars in 
the nation. 

Murray D. Lincoln, president, set the 
keynote of the program in his opening 
remarks when he said the time had come 
for the companies to take a “new look” 
at themselves. 


National Expansion—A Challenge 


National expansion, he said, presented 
a tremendous challenge to everyone con- 
nected with the companies. “We can 
effectively meet this challenge,” he as- 
serted, “only if we continue to find out 
what people’s needs are—and then help 
people meet those needs through our 
companies.” 

During the telecast, Executive Vice 
President Bowman Doss detailed some 
of the reasons behind the decision to 
expand. The companies’ rapid growth, he 
said, argued for expansion. He pointed 
out that in the last 23 years, policies in 
force had risen from 79,000 to 2,900,000. 
In the same period, assets jumped from 
$2,633,000 to about $210,000,000. “The 
companies,” he said, “have developed 
unique methods of operation which have 
been highly successful and should work 
equally as well in other parts of the 
country.” : 

He pointed out also that the compa- 
nies would be able to retain much of 
the present in-force business now being 
lost when policyholders move outside the 
companies’ present operating territory. 


A New Name Mandatory 


Once the decision to expand had been 
made, a new name, became mandatory, 
Mr. Doss said. There are already Farm 
Bureau insurance companies in 20 states 
outside the companies’ territory. Insur- 
ance Department and post office regula- 
tions prohibit the use of highly similar 
names. Hence, if the companies were to 
go truly “nationwide,” a new name was 
necessary, ] . 

Howard Hutchinson, vice president in 
charge of insurance operations, said the 
order of expansion into other states had 
been determined by studies conducted 
by the firms’ market research depart- 
ment and the A. C. Nielsen Co. of Chi- 
cago. 

“We have decided to expand on a 
state by state basis, rather than all at 
once,” he said. “We'll begin with those 
states where our highest market poten- 
tial exists.” At the top of the list, Mr. 
Hutchinson named Illinois, Indiana, 
Iowa, Missouri, Massachusetts and Cali- 
fornia. A 

Expansion would start, he said, as 
soon as possible after September 1 when 
the change of trademark and name be- 
come legal. Mr. Hutchinson said the 
technicalities involved in changing the 
company name were “enormously com- 
plicated.” 

He said the companies must file 
amended articles of incorporation im 
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Proposals For Liberalization of Comp. 
Laws Considered By Legislature 


Proposals for revision of workmen’s 
compensation laws, with emphasis on 
liberalization of benefit provisions, are 
being widely considered in current state 
legislative sessions throughout the coun- 
iry. The state-by-state trend is sum- 
marized as follows: 

California: In his message to the 
California legislature, Governor Knight 
recommended an increase of at least $5 
in the present maximum weekly benefit 
of $35 for temporarily disabled work- 
men and of $30 for those permanently 
disabled in industrial accidents. 

He further proposed that the widow of 
4 workman who dies as a result of 
an industrial accident shall receive a 
death benefit of $12,000, plus $1,000 for 
each dependent child up to five children. 
This maximum of $17,000 compares with 
$9,100 at present for a widow with chil- 
dren. 

Colorado: State legislative proposals, 
asked by the Colorado Federation of La- 


bor, the State CIO and_ Railroad 
Brotherhoods, would: 
Increase maximum workmen’s com- 


pensation from $29.75 a week to $35 a 
week, the death benefit from $9,311 to 
$10,920, the permanent partial disability 
award from $7,335 to $9,100 and the 
temporary partial injury payment from 
$3,807 to $4,550; raise burial benefits 
maximum in cases of occupational dis- 
ease from $150 to $500; raise the maxi- 
mum for facial disfigurement from $500 
to $1,000. 

Remove the present limit in the oc- 
cupational disease law in case of dis- 
ability or death and make payments the 
same as under workmen’s compensation. 

Connecticut: Recommendations by 
Governor Ribicoff in his inaugural mes- 
sage to the state legislature, included a 
proposal for liberalization of workmen’s 
compensation benefits. 

Georgia: A _ bill to liberalize work: 
men’s compensation laws was introduced 
in the state legislature with the backing 
of Governor Griffin 

One of the provisions of the proposed 
legislation would provide that when a 
worker is totally unable to work, he 
would be paid 60% of the average wage 
he was earning at the time he was in- 
jured. Payment would be for a period of 
not more than 450 weeks. A worker 
could not receive more than $32 a week, 
or less than $10, unless his wages had 
been under $10. 

The bill also would set up a new 
scale of evaluating payments for in- 
juries which are permanent in nature, 
but which are not totally incapacitating. 

In case of death, the new measure 
would provide that the cost of the last 
sickness and burial be paid, not to ex- 
ceed $350. Dependents would receive 
8% of the compensation provided for 
total disability, not to exceed 450 weeks. 

Illinois: Governor Stratton in his mes- 
Sage to the Illinois legislature recom- 
mended that workmen’s compensation 
benefits be raised. 

Indiana: Proposed legislation would 
extend workmen’s compensation benefits 
to life for permanently disabled work- 
men instead of the present 500 weeks 
or $10,000 maximum benefits. 

Kansas: A recommendation for lib- 
eralization of workmen’s compensation 
benefits was included in Governor Hall’s 
message to the state legislature. 

aine: A state legislative proposal 
Sponsored by Representative B. 
Davis, Calais, Republican, would increase 
total disability and death benefits under 
the state workmen’s compensation law. 

In both cases, maximum weekly bene- 
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fits would increase from $27 to $36 and 
minimum benefits from $15 to $20 
weekly. Totally disabled workmen would 
be able to receive a maximum of $12,000 
in benefits, an increase of $1,500. In 
death benefits, a total of $9,500 would 
be allowed, an increase of $1,500 also. 

Maryland: A measure approved by 
the State Legislative Council calls for 
creation of a_ state legislative study 
commission to investigate workmen’s 
compensation insurance rates. 

Another Maryland legislative proposal 
would give the State Industrial Accident 
Commission final authority over deci- 
sions of the State Medical Board for 
Occupational Diseases. Introduced by 
Senator Robert B. Kimble, Allegany Re- 
publican, this bill would empower the 
commission to review the findings on 
medical matters and reverse them if it 
seems warranted. The commission now 
has the right to hear appeals from the 
board’s findings but must presume them 
current on medical questions. 

Massachusetts: A _ state legislative 
proposal would increase from $3 to $5 
a week the amount given for dependents 
under benefits of the state unemploy- 
ment compensation law. The last ses- 
sion of the legislature boosted the de- 
pendency benefit from $2 to $3 a week. 
Sponsor of the new proposal is Rep- 
resentative William J. Kingston, Spring- 
field Democrat. 

Michigan: A resolution calling for ap- 
pointment of a committee to investigate 
the State Accident Fund, to determine 
whether it is fulfilling the purposes 
originally intended when it was set up 
in 1912, was introduced in the state 
legislature by Representatives Willard 
I. Bowerman of Lansing, and Thomas 
Whinery of Grand Rapids, both Re- 
publicans. 

The proposed legislation would create 
a three-member House committee to 
serve without pay in studying the ad- 
ministration and functioning of the fund 
and report its findings and recommenda- 
tions “as soon as possible. 

Minnesota: Governor Freeman asked 
the state legislature to increase maxi- 
mum workmen’s compensation benefits 
to $50 a week. 

New Jersey: Governor Meyner rec- 
ommended that the state legislature in- 
crease workmen’s compensation benefits 
to an unspecified level above the present 
maximum of $30 weekly. 

North Dakota: Proposals pending in 
the state legislature, with the approval 
of the State Legislative Research Com- 
mittee would: 

Clarify conditions as to when an ex- 
ecutive officer of a firm is excluded from 
the program; make provision whereby 
a general contractor would be liable 
for payment of compensation premiums 
by a subcontractor in his employ; pro- 
vide a speedier method of instituting and 
completing third party actions; provide 
an easier means for injured employes 
to collect compensation in cases where 
an employer is in default of premiums; 
make provision to prevent injured em- 
ployes from filing claims in more than 
one state and receiving compensation 
from the various states. 

Ohio: Liberalization of workmen’s 
compensation benefits was advocated by 
Governor Lausche in his message to the 
state legislature. 

Meanwhile, insurance agents were_ex- 
pected to make another attempt in Ohio 
to obtain the enactment of legislation 
which would permit private insurance 
companies to write workmen’s compen- 
sation coverage in competition with the 
State Industrial Commission, which ad- 
ministers the state’s present monopolis- 
tic system. 

Vermont: Liberalization of the work- 
men’s compensation law was  recom- 
mended by Governor Johnson in his in- 
augural message to the state legislature. 
He proposed removal of the time limit 
for payment of hospital and medical 
benefits and repeal of the so-called 


Farm Bureau Cos. 
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every state; amend company licenses 
and re-license all its agents; and pre- 
pare new policies. In all, he said, there 
were about 4,000 separate items requir- 
ing changes. The change-over, he an- 
nounced, is already under way. 

C. W. Leftwich, vice president-actu- 
arial, said the search for a new name 
was started about two years ago. Some 
900 possibilities were considered. The 
original list was reduced to about a 
dozen which were tested and evaluated. 
The final choice was approved by the 
board of directors. 


Extensive Promotional Campaign 


Harry Culbreth, vice president, public 
relations, said the companies would 
start soon on an extensive advertising 
and promotional campaign, designed to 
establish the new name and trademark 
in the public mind. He said newspapers 
would be used primarily in the cam- 
paign, supplemented with a heavy sched- 
ule of television and radio commercials. 

During the telecast, Mr. Lincoln con- 
firmed that an announcement made last 
month concerning the streamlining of 
the companies’ management structure 
was a prelude to the announcements 
made today. 

At that time Mr. Lincoln had said 
that complete responsibility for the di- 
rection of the companies and_ subsidi- 
aries was being turned over to Mr. Doss, 
and that other executive changes, re- 
sulting in a realignment of departmental 
responsibilities, were pending. 

“We've got to have an organizational 
structure that will let us move more 
quickly and more effectively in respond- 
ing to people’s needs,” he declared. 
“The changes we plan will place more 
authority and responsibility closer to 
the point where operating decisions are 
actually made.” 

The program originated in the studios 
of Station WLW-C, Columbus, Ohio. 
The first closed-circuit telecast ever put 
on by an insurance company, it was 
directed and produced by the companies’ 
own staff. Physical arrangements were 
made by Box Office Television, Inc., of 
New York City. 





LICENSED IN COLORADO 
Carolina Casualty of Burlington, N. C., 
er been licensed to do business in Colo- 
rado. 





“aggravation clause” of the occupational 
disease act. 

Recommendations for inclusion of tips 
and bonuses under the Vermont work- 
men’s compensation law, unlimited time 
for the receipt of medical and hospital 
benefits under the same act, and exten- 
sion to $1,000 of hospital and medical 
benefits under the state occupational 
disease _law, were made by  Commis- 
sioner Raymond B. Daniels in the bi- 
ennial report of the State Department 
of Industrial Relations. 

Washington: In his message to the 
state legislature, Governor Langlie pre- 
dicted a legislative committee would rec- 
ommend higher industrial accident in- 
surance benefits and urged that these 
proposals be given top consideration. 

Wisconsin: Increased workmen’s com- 
pensation benefit rates, to keep pace 
with rapidly rising wage levels, were 
urged by Governor Kohler in his mes- 
sage to the state legislature. 

The Governor also called for increased 
personnel for safety inspection to pre- 
vent job injuries, and clarification of loss 
of hearing as an occupational hazard in 
respect to time and wages losses. 

Wyoming: State legislative proposals 
agreed to by a joint labor-management 
conference would: 

Increase by $10 all classes of awards 
for temporary total disability; increase 
payments for certain amputations ; re- 
duce the minimum rate of premium as- 
sessment from 1% to 1% and other 
concessions to lower the assessment 
rate for industry; and remove a two- 
year time limit for filing petitions to 
reopen cases already adjudicated. 





TIERNEY REJOINS TRAVELERS 


Heads Its Press and Public Relations 
Unit; Was Governor Lodge’s Special 
Assistant on P.R 
John W. Tierney, who was special as- 
sistant for press and public relations to 
former Governor John D. Lodge of Con- 
necticut, has rejoined the Travelers In- 
surance Companies and will head the 
press and public relations unit of its 


public information and advertising de- 
partment. 

Mr. Tierney, who became associated 
with the Travelers in the P. R. & A. 
department in March, 1946, left the com- 
pany last April to join Governor Lodge’s 
staff. 

He is a native of Goshen, N. Y., and 
was a newspaperman in New York State 
prior to World War II. Drafted in 
March, 1941, he was separated from ac- 
tive service in February, 1946, as a ma- 
jor. He is active in the Army Reserve, 
holds the rank of lieutenant colonel and 
is commanding officer of the 393rd Miii- 
tary Censorship Unit, Hartford. 

During the World War II, Mr. Tier- 
ney as public relations officer at Camp 
Lee, Va., and undertook special assign- 
ments in racial relations and prisoner 
of war liaison. 

Mr. Tierney has appeared at various 
meetings of the LAA and was vice chair- 
man of its press committee for the 1953 
annual meeting in Boston. He has been 
active in civic work in Hartford with 
the Red Cross, Community Chest, 
United Negro College Fund Drive and 
has been chairman of the Armed Forces 
Day Observance. 

He is married to the former Mary 
Sullivan of Waterbury, Conn., and the 
couple has three children, Deborah, 5, 
Mary Lynn 3, and John W.,, Jr., 2. 








D. LUKE HOPKINS ELECTED 





To Executive Committee of F. & D.’s 
Board of Directors; Active in Busi- 
ness, Financial, Civic Affairs 
The election of D. Luke Hopkins as 
a member of the executive committee of 
the board of directors of the Fidelity & 
Deposit Co. of Maryland has been an- 

nounced by B. H. Mercer, president. 

Long active in local business, financial 
and civic affairs, Mr. Hopkins has been 
associated with the F. & D. as a director 
since June, 1951. He also is a director 
of the West Virginia Pulp & Paper Co., 
the Canton Co., Chesapeake & Potomac 
Telephone Co., Savings Bank of Balti- 
more, Baltimore Equitable Society, 
Druid Ridge Cemetery Co. and Loudon 
Park Cemetery Co. 

He is a member of the boards of 
trustees of Johns Hopkins University, 
Johns Hopkins Hospital, Calvert School 
and Walters Art Gallery. He also is 
a member of the board of managers 
of the Harriet Lane Home for Invalid 
Children. Mr. Hopkins was actively as- 
sociated for many years with the Com- 
munity Chest of Baltimore, Inc., and 
served as its president in 1950. : 





W. C. Thomas Promoted 


Willard C. Thomas has been promoted 
in the western department of Hartford 
Accident & Indemnity in Chicago to su- 
perintendent of the group disability de- 
department. A Syracuse University grad- 
uate, he joined the company in January, 
1950, as group disability representative 
in Syracuse. Later he was stationed at 
the home office until his transfer in 
June, 1952, to the western department. 





Albany Club’s Election 


The Casualty & Surety Club of Albany 
has elected the following officers for 
1955: President—Maurice F. Ahearn, Jr., 
Phoenix Insurance Co.; first vice presi- 
dent—Harold G. Wright, Boston Insur- 
ance Co.; second vice president—Martin 
A. Spackmann, General Accident, and 
secretary-treasurer — Wallace J. Fish, 
O’Hanlon Reports, Inc. 


Tea, OF 
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To Post of Ass’t Deputy Manager and Clark Outlines Plan for Frederick D 
Vice President; in Charge of Pub- County Organization; Three Steps PRITCHARD AND BAIRD 
lic Relations to Stop Traffic Tangle 
Leon R. Oliver has been appointed as- Plans for formation of a Frederick REINSURANCE 
sistant deputy manager and vice presi- County Safety Council were given strong aie 
dent of the Employers’ Group Insurance support at a Rotary Club luncheon Consultants and Intermediaries 
Companies of Boston. Mr. Oliver is in meeting in Winchester, Va. January 7 
a P ae > “1, . oer 2 ° puee 
27, when Price E. Clark, educational Buy only the Reinsurance you really need. No under- Inst 
director of the Association of Casualty writer can afford th + f tecti its 1 
& Surety Companies, outlined a course e cost of unnecessary protection. 
e ° e ° . . ° bd e ee e 
of action for using existing local organi- We will help you determine your minimum requirements. Nae 
zations as a working nucleus. WwW d ° ° f h Age 
Mr. Clark, for nine years the Morgan e are aoing it tor others every day. sd 
County, W. Va., superintendent of “4 
schools, listed parent-teacher associa- . " 
: ’ : cheat Mr. 
tions, state, county and local police, WE ARE WHAT WE DO vart 
school safety groups, churches, business ee 
and civic associations and other already 99 John Street, New York 38, N. Y. thin 
organized bodies as ideal sources for wha 
representatives to a working county- WOrth 4-1981 oat 
wide safety council. take 
Pointing to figures which indicate that = may 
more people than the total population . ‘od 
of Winchester have been killed on Vir- } 
ie ea ; 4 D to t 
ginia’s highways in the past 22 years, Saskatchewan Co. Reapplies COMP. COURSE AVAILABLE lons 
the speaker emphasized the need for ac- ° eee ae ; 
é * i 
tion against the traffic problem at the For North Dakota License —— gag toa ra Thurs- rie 
local level. He said the number of per- The Saskatchewan Guarantee & Lia- a tim ia. tod 
sons injured in the state since 1933 to- — }ility has reapplied for admission into a RCE i ; tior 
tal some 450,000 and the economic cost Nath: Thekota. Its fivet anplieetine was le Insurance Society announces that 
of all these accidents equals approxi- F oe ; a “ mabene C Winders A I its course in the new Standard Provi- “ 
mately $1,620,000,000. denied by Insurance Commissioner A. J. .; ee : “ aes ; 
Mr. Clark told the Rotarians the Jensen of that state on the ground that pig? Workmen's aan pa _ and brat 
traffic tangle must be unravelled in three it was simply an instrumentality of the Emplovers' Liability Policy will again be pe 
basic steps: 1. the problem must be de- S7skatchewan government ; also because available for the spring term on Thurs- = 
fined; 2. the causes must be isolated; Mr. Jensen was mystified by its labry~ day evenings. This new course was ad 
Fabian Bachrach 3. solutions must be sought, found and rinth of reinsurance connections through- given for the first time in the past ee 
LEON R. OLIVER applied. out the world. ; pe 
Specific accident causes, Mr. Clark de- The Saskatchewan G. & L. has now Semester and proved to be most success- gro 
charge of the Companies’ public rela-  clared, vary from place to place, de- brought a mandamus action to compel ful. It was well received by the insur- ae 
tions. He joined the Group in 1936 as a pending upon such factors as traffic issuance of a license in North Dakota. ance industry and the outline for this but 
aia joi ; " “density, legal speed limits, driver licens- On the returnable date in court a stipu- course is now definitely established ins 
claims examiner and served in various ing qualifications and the like. lation was entered into whereunder the The Soci i ; hi ; a 
capacities at the home office and in the He added, however, that the principal company withdrew without prejudice its " pa pn ah ORNS tye tos een “ 
field until 1948 when he became personal causes of accidents, “public apathy and application. Then, less than two weeks “2 . sag a ee em ast 
assistant to Edward A. Larner, chief ex- P0Of driver attitudes,” are almost uni- later, through Vernon Hoven of Still- Pe new workman s compensation policy. a 
rican aameadi spt oeaa pags 9 <a dagpamamaas versal and must be overcome before any water, Mont., its U. S. representative, it ersonnel of carriers, agents and bro a 
ecutive of the Employers’ Group. _ real progress can be made. “again sought admittance. kers will find that this course has great ps 
In 1950 Mr. Oliver was made officer in ; practical value in their business. bp 
charge of “service” functions for the © —~~— The new Standard Provisions Work- wit 
Group, including claims, engineering, and men’s Compensation and Employers’ leg 
payroll audit. In 1952 he was made as- Pp B Ona Liability Policy modernizes and stream- de 
° ° e , ° . ’ ° 
sistant resident manager of the Group’s ey 4 lines workmen’s compensation and em- = 
New York department, and held that Br Gay & 0) ployers’ liability policy coverage in New pe 
position until his latest assignment. In Fost | ia York as_ well as in other states. Intro- pice 
his new post he succeeds the late Thomas Som, saTAR) v duced effective October 1, 1954, the new is 
A. White. . policy places great responsibility upon a 
Mr. Oliver is a graduate of North- —— > carriers, agents, brokers and others in the 
eastern University and is a member of direct communication with policyholders ; 
the Massachusetts Bar. Cc 2 in view of its new theory and design. ie 
» T The Insurance Society is cooperating i 
with the insurance industry in present- A 
Allstate Cuts Auto Rates efx = ing this course which will cover this ls 
For Women Under 25 Years y CS oO new policy, endorsements and manual fs 
: : : ; rules in careful detail. The course will 
Premium reductions averaging 40% on again be given by Willard J. Gentile, as- ne 
automobile liability and collision insur- = aroun Seer tana lor “he Mews York tio 
-e INe are , > “Iwers pete et eta a p 
cot hag ayer nese ee ge anal Compensation Insurance Rating Board, . 
sr 25 years of age snnessee, $ ass 5 Bd a aac 
under the damibcation plan of Allstate d e,ge e ° who organized this course last year and it 
Insurance ‘Co. cadcatiaher wok lie Sa Un erwri f tn & Sp ecia li 8 ts ry has now written a book on this new a 
“ne aetet aaa mdoaae ene policy. 
et fe ee ee He has been associated with the “em if 
segues eee x, Hi. Dart- for 28 years, has been a member of the 
eee ae FIDELITY and SURETY faculty"of the School finance or I 
written a ak ft ne iad Piet 1 The 10 years and is regarded as an expert th 
: ‘ alter January 15. The on workmen’s compensation, Its 
reductions apply where the only drivers wi 
under 25 years of age are women. An B O ND S = a ° in 
under-25 woman driver will not receive W.H. Lindauer, St. Louis hi: 
the reduced rate if the car is also driven : : M be 
by an under-25 male driver, he said. Assistant Claims anager to 
He explained that. granting of adult I N S U R A N C E CS O N T R A C T ‘ Announcement was made this week ot D: 
ae * _ auto ewer cinta a to the promotion of Wilbur H. Lindauer to : 
vomén drivers under 25 years of age is ss . : Aaa ) 
: 2 gies accicts ” ‘ ana er 
based on the differences in driving prac- F O R U N U S U A L N E E D S the spss of seabicee eee oe nee SO 
tices of young men and women. The at American-Associated Insurance Com- 0 
mileage driven by young women is con- panies’ St. Louis branch office. ca 
siderably less than that driven by young A native of St. Louis, Mr. Lindauer : 
re —— . = =. si bi = d 
men, and y r women are less < . ¢ ( 
and young women are less apt to began as an attorney in 1934 for the : 
be driving cars during the hazardous > : H 1 the 4 
late evening and early morning hours. Federal Land Bank. e entere Wi 
This materially reduces their exposure insurance field shortly after that and 
to automobile accidents. spent a number of years as a claims ad- th 
juster for Maryland Casualty and the an 
PUERTO RICO GENERAL AGENTS Ocean Accident & Guarantee, before m 
Edward A, Larner, president of the joining American-Associated in 1937 im wn 
American Employers’ Insurance Co. of 715 MAIDEN LANE NEW YORK a similar capacity. | ; : oa 
Boston, has announced the appointment ’ He served as claims ae A - 
of Victor Braegger, Inc., San Juan, company’s head office from 1937 to 1949, ar 
Puerto Rico, as general agents. The " when he was transferred to the St. Lous be 
agency will represent American Employ- WHitehall 3.7440 branch office and promoted to claims = ar 
ers’ in Puerto Rico and the Virgin Is- pervisor in the compensation and liabil- di 





ity divisions, 


lands, effective immediately. 
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Dorsett Asks Greater Understanding 
Of Functions of Trade Associations 


Since giving an address on the significance of trade associations, J. Dewey Dorsett, 


j 


general manager of the Association of Casualty & Surety Companies, has had many 
favorable comments and also requests for copies of his talk. In addition, the New York 
Insurance Department has invited Mr. Dorsett to lecture on the same subject as part of 


its in-service educational program for Department examiners. ; 
In consideration of the interest in Mr. Dorsett’s views which were originally ex- 


b 
as expressed by Mr. Dorsett, follows: 


“The modern trade association,” said 
Mr. Dorsett, “has become so integral a 
part of the American business scene that 
few people ever take time to stop and 
think about it—where it sprang from, 
what function it performs, where it is 
going. In a sense, it has come to be as 
taken-for-granted as the telephone. You 
may grumble now and then at the serv- 
ice; you may wonder whatever happened 
to the old days when you could talk as 
long as you liked and listen to the 
neighbors as well, all for the price of 
, nickel. But it seldom occurs to any- 
body to ask themselves what communica- 
tion would be like without it. 

Exist Only to Serve 

“Associations exist only to serve. The 
trade or public service association came 
into being because it met a condition 
and a need. The condition was the 
change-over from an agricultural to an 
individual economy—from an era of un- 
organized business enterprise to one of 
growing public awareness, interest and 
participation in the affairs of business. 
Some of it was good, some of it bad; 
but from the day fluctuations of business 
could affect the welfare of the entire 
nation, it was inevitable. 

“But if there were disorders in certain 
aspects of our economy, there were, 
equally, disorders in the efforts of public 
and legislators to correct them. Business 
found itself totally preoccupied at times 
with fending off excessive legislation or 
legislative excesses. It became self-evi- 
dent that if industry was not to become 
engulfed in the rip-tide of muckraking 
it would need better presentation of its 
case than any single company could 
provide. So the first great need for asso- 
ciations was in the legislative defense of 
their legitimate interests. 

“In a sense we have to credit two 
world wars and one mighty economic 
depression for the present day trade as- 
sociation. In all three instances of na- 
tional crisis, Government stepped into 
the business picture in a way we had 
never known before—and I hope will 
never know again. There were regula- 
tions, controls, layer upon layer of con- 
tact, and authority! Obviously, whoever 
represented a business in that red-tape 
jungle could hardly speak merely for 
ee or one-third or even one-half 
Of it. 

More Than “Child of Crisis” 

“But to view the trade association as 
the child of crisis is to misunderstand 
its full function. The little Dutch boy 
who saved a city by holding his fingers 
in the cracks in the dike is deserving of 
highest praise, but sooner or later some- 
body was certain to see that the way 
to forestall disaster was not with more 
Dutch boys but by building a_ better 
dike. And this is the turn in the history 
of American industry and its trade as- 
sociations to which we have come today. 
Our function is not merely to ward off 
catastrophe, but to help build a dike of 
economic stability, public support and 
Government comprehension, against 
Which the tides of circumstances will 
Wash in vain. 

“This then is the great function of 
the trade association today—to broaden 
and stabilize relationships with Govern- 
ment, with the public and within its 
own ranks. Much of our work still is, 
and always will be, in the field of the 
immediate—the problem that arose today 
and should have been solved the day 
before. But our thoughts and planning 
are to the years ahead. We have become 
dike builders; not simply crack pluggers. 


ressed at the recent 55th annual convention of the Missouri Association of Insurance 
Agents, a@ report on the functions of trade associations and the services they perform, 


“In its contacts with the outside, the 
mainspring of association activities is to 
prevent ripples of deliberate attack and 
misunderstanding from undermining the 
foundations and functions of business. 
Our job is to demonstrate that the in- 
terests of public and industry are parallel 
—that the prosperity and well-being of 
one are inseparable from the other. Call 
it community relations, if you will— 
and then consider the entire U. S. A. as 
that community. 

“But to speak of the trade or public 
service association without going back 
to the source of its franchise, would be 
like describing an elephant without re- 
membering its head. We are but the 
sum total of our membership, the syn- 


(Continued on Page 42) 
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Reduce Compulsory Auto 
Premiums in Saskatchewan 


Provincial Treasurer C. M. Fines of 
Saskatchewan announced reductions in 
the province’s compulsory automobile in- 
surance premiums for all but a handful 
of the 150,000 car owners in the province. 

Lower rates, effective April 1, will ap- 
ply to 99% of automobiles in the Sas- 
katchewan. They are in line with a 
decrease in the province’s accident toll 
and a mounting surplus in the Car In- 
surance Fund. This is expected to level 


off at about $1,000,000 by March 31, end 
of the fiscal year, Mr. Fines said. 


are you getting 
Your Share... 





It’s easy as pie to get all the automobile business you want in 
your community; that is, if you can offer your prospects a plan 
which recognizes their safe driving record and rewards them with 
immediate cash savings—like the automobile merit plan of the 
Zurich-American Insurance Companies. 

This plan—coupled with attractive circulars, newspaper adver- 
tising mats, and copy for ads and solicitation letters—helps 
Zurich-American representatives do a thriving and profitable busi- 


ness in automobile insurance. 


Why not talk it over with the Zurich-American field man the 
next time he calls on you—or write to the address below. 


SS (MERICAN 


INSURANCE COMPANIES 


AURICH- 


Zurich General Accident and Liability Insurance Company, Ltd. 
American Guarantee and Liability Insurance Company 
HEAD OFFICE: 135 S$. LA SALLE ST., CHICAGO 3, ILLINOIS 





C. H. ROBUCK TO RESIGN 



































































Leaving Texas Insurance Department 
Feb. 1 to Become Executive With 

Nat. Assn. of Independent Insurers 
Charles H. Robuck, Jr., will resign as 
director of the general liability section 
of the casualty division, Texas Insur- 
ance Department, effective February 1. 
Mr. Robuck will become an executive 
National Inde- 
offices in Chi- 


with the Association of 
pendent Insurers, 
cago, Ill. This association represents 
some 315 fire and casualty insurance 
companies operating throughout the 
United States. 

Mr. Robuck joined the casualty divi- 
sion on July 1, 1946, after a tour of 
duty with the United States Navy dur- 
ing World War II. He was separated 
from the service with rank of lieutenant- 
commander. He has successively held 
the positions of assistant statistician, 
statistician, assistant director of the gen- 
eral liability section, and since 1950 has 
been director of this section. 

Casualtv !nsurance Commissioner J. 
Byron Saunders stated that Mr. Robuck 
had carried out his duties in a com- 
mendable manner and that his resigna 
tion was accepted with regret. Mr. 
Saunders reiterated that lack of ade- 
quate salary schedules discouraged ca 
pable personnel from remaining in ad- 
ministrative work. Announcement of a 
successor to Mr. Robuck will be made 
in the near future. 


with 


Los Angeles Educators 
View Aetna Drivotrainer 


A series of demonstrations to intro- 
duce the Aetna Drivotrainer to West 
Coast educators and safety leaders are 
being held in California at Hollywood 
High School where the Los Angeles 
board of education has launched a de- 
velopmental program with the revolu- 
tionary classroom — behind - the - wheel 
training device. 

Los Angeles, long recognized u 
pioneer in the driver education field, will 
give complete driver training this year 
to 6,000 students, more than any other 
city in the country, 

In inaugurating the Drivotrainer pro- 
gram, Los Angeles seeks to reduce the 
high cost of the behind-the-wheel phase 
of the course by giving part of the 
on-the-road instruction in the Drivo- 
trainer’s classroom training cars. 

First of the preview programs was a 
special showing for the press and radio 
and TV stations, followed by a dinner 
and demonstration for California safety 
leaders and educators. The final show- 
ing will be held for members of the 
Los Angeles board of education and 
school administrators. 


as ¢ 


P. W. Bartlett Asst. Manager 

Pace W. Bartlett has been promoted 
to assistant manager, credit insurance 
department, of the London Guarantee & 
Accident Co. Mr. Bartlett, who attended 
the University of California at Los An- 
geles, was formerly fire and casualty 
field representative for the metropolitan 
San Francisco district for the Phoenix 
of London Group. 

In 1949 he was moved to the Group’s 
home office as superintendent of agen 
cies, and in 1952 he was transferred to 
the credit insurance department, 
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Must Get Insurance for 
Atomic Energy Plants 

TWO NUCLEAR EXPERTS SAY 

Rep. Cole, N. Y., and Dr. L. R. Hafstad 


Tell Bankers That Congress May 
Act Soon to Insure Such Plants 








Sizeable insurance coverage to protect 
the growing atomic energy industry was 
pointed to this week by two nuclear 
experts as a “pressing need” and it may 
be that Congress will have to take action 
at its current session. 

Speaking at the mid-winter meeting 
of the New York State Bankers Asso- 
ciation at Hotel Commodore, New York, 
Representative W. Sterling Cole (Rep., 
N. Y.) emphasized that the Joint Con- 
gressional Committee on Atomic Energy 
cannot wait for slow progress in the 
matter of insurance protection. He was 
joined in this opinion by Dr. Lawrence 
R. Hafstad, atomic energy consultant of 
the Chase National Bank, New York, 
who was formerly a consultant with the 
Atomic Energy Commission, They both 
cited the considerable risk to industries 
using atomic energy and pointed out 
that they consider the insurance prob- 
lem as the “biggest stumbling block” to 
the rapid progress of the atomic energy 
industry. 

The Joint Congressional Committee 
will start holding hearings on January 31 
and insurance people will undoubtedly 
be called in. 

Dr. Hafstad suggested that the pri- 
vate insurance industry should be en- 
couraged to enter this field and by hav- 
ing Federal Government reinsurance 
along the lines of the War Damage 
Corp. plan of World War II. He noted 
that at present the insurance companies 
feel they could handle atomic energy 
losses up to a few million dollars. How- 
ever, he said, they have not been able 
as yet to make any calculation of loss 
in case of major atomic energy accident 
because they lack experience in the field. 

Both Representative Cole and Dr. 
Hafstad felt that large scale bank 
financing of industrial atomic energy use 
will depend on a satisfactory solution of 
this insurance problem, Mr. Cole said 
that 25 years from now half of all new 
electric generation will come from nu- 
clear stations. Dr. Hafstad, more cau- 
tious, said that by 1975 some 10 to 15% 
of all such generation will be nuclear 
powered. He predicted that atomic en- 
ergy will act as a supplementary source 
of power and will meet demands as other 
fuels fade out. 





NAME THREE NEW MEMBERS 
D. F. Harned, E. K. Hawley and S. M. 
Williams, Jr., Join Executive Com- 
mittee of N. Y. Surety Mers. Assn. 

Three new members were named to 
the executive committee of the Surety 
Managers’ Association of the City of 
New York at its monthly meeting at the 
Drug & Chemical Club on January 24: 
Donald F. Harned, Travelers Indemnity 
Co.; E. Kenwood Hawley, Fireman’s 
Fund Indemnity Co.; and S. M. Wil- 
liams, Jr., Maryland Casualty Co. 

Other executive committee members 
are: John F. Beardsley, Hartford Acci- 
dent, & Indemnity Co.; Robert J. Ken- 
nedy, Citizens Casualty Co.; Joseph D. 
McNally, Loyalty Group; Peter R. 
Cummings, Springfield Fire & Marine 
Insurance Co.; Richard J. Purcell, Co- 
lumbia Casualty Co.; Robert T. Schal- 
ler, Continental Casualty Co. 

Also Harry D. Schmedes, American 
Surety Co., president of the association; 
Joseph R. Asciutto, Employers’ Group, 
vice president, and Edward J. Gorman, 
Fidelity & Deposit Co., immediate past 
president. 

Committee chairmen were named for 
the ensuing year as follows: legislative 
committee, James F. Joyce, Providence- 
Washington Indemnity Co., court and 
probate committee, Joseph C. Camire, 
Glens Falls Indemnity Co.; special con- 
tract bond committee, Mr. Asciutto. 


Liberty Mutual Appoints Six 
To Commercial Risks Dept. 


Home office staff appointments for the 
newly-created commercial risks depart- 
ment of Liberty Mutual Insurance Com- 
panies have been announced by Mana- 
ger Francis F. Alexander of Wellesley 


Hills. 

They are Winchester C, Smith of 
Melrose, underwriting manager; Francis 
R. Donahue of Brookline, assistant un- 
derwriting manager; Fréderick Jenkins 
of Salem, underwriter; John L. Olsen of 
Medfield, manager of methods, budget, 
procedures and accounting; Homer 
Wilson of Atlanta, who will transfer to 
the home office as sales manager, and 
Wilfred Crossley of Minneapolis, who 
will become assistant to Mr. Wilson. 





American Auto Stock Split 


The board of directors of American 
Automobile Insurance Co., January 18, 
fixed January 20, 1955, as the record 
date for the recently authorized two- 
for-one stock split. 

Two new shares of $2 par value each 
will be issued to stockholders of record, 
January 20, upon surrender of each old 
share of $4 par value. 

A cash dividend of 30 cents per share 
has been declared payable March 1, to 
holders of the new $2 par value shares 
of record February 15. 





Security Bureau 


(Continued from Page 31) 


have caused the diversion of business to 
other ports, the bureau has continued its 
fight against those baggage transfer and 
taxi companies which have extorted ex- 
cessive charges from passengers. Com- 
plaints have been forwarded and _ fol- 
lowed with the various municipal agen- 





cies and, as a result, these abuses have 
been greatly curtailed. 

“All of these services rendered by the 
bureau to its members are essential in 
any campaign against theft and pilfer- 
age. These efforts have been proven suc- 
cessful in the past and continue to be 
of such a nature that they can only be 
performed by a private agency such as 
the Security Bureau, Inc. 


Appearances in Courts 


“On behalf of our membership, our 
legal staff appeared before the various 
state and Federal courts of New York 
and New Jersey and before various ad- 
ministrative bodies. Convictions included 
not only sea-going and pier personnel, 
but also warehousemen, truckmen and 
others. Several major cases were suc- 
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cessfully prosecuted involving the theft 
of tons of rubber and coffee and cases 
of merchandise. “Sentences ranged from 
suspended sentences to five years’ im- 
prisonment and the convicted from first 
offenders to notorious receivers of stolen 
property. Since the inception of the 
bureau over 300 successful waterfront 
prosecutions have been obtained. 

“The bureau has, during the past year, 
attacked the problem of pier crime on 
all possible fronts. Besides the investi- 
gation of all reported losses, reporting 
the results thereof to the law enforce- 
ment agencies and obtaining prosecu- 
tions, it has on behalf of its members 
appeared and participated in hearings 
before the Waterfront Commission of 
New York Harbor, the U. S. Customs 
Service, the U. S. Coast Guard and other 
administrative bodies, supplying copies 
of loss reports and often arranging for 
the attendance of necessary witnesses. 

“As a result, many fines have been 
imposed, several crewmen suspended and 
the registrations of 20 pier personnel 
involved in theft were suspended for 
periods up to 60 days. In addition, the 
registrations of eight longshoremen were 
revoked, thus preventing their reemploy- 
ment on the waterfront. 

“All these measures have served as 
additional deterrents to theft and have 
contributed to the success of the Secur- 
ity Bureau’s relentless campaign against 
waterfront thieves and pilferers. 

“In order for the bureau to conduct 
successful investigations, it is necessary 
that reports of all losses or suspected 
losses, regardless of the amount in- 
volved, be made promptly. Stolen mer- 
chandise is disposed of quickly and once 
sold it becomes extremely difficult to 
locate and the possibility of apprehend- 
ing those responsible for the theft is 
greatly lessened. 


Extensive Records of Bureau 


“The bureau’s records, compiled over 
the last eight years on all types of pier 
losses and on personnel involved in 
thefts, continue to be used extensively 
by law enforcement agencies for back- 
ground information. The bureau, in turn, 
has always enjoyed the wholehearted 
cooperation of the local police depart- 
ments, the Federal Bureau of Investi- 
gation, the U. S. Customs, the U. S. 
Coast Guard, the Waterfront Commis- 
sion and the State and Federal District 
Attorneys’ offices. : 

“The bureau has kept its membership 
informed regarding its operations anc 
activities through the issuance of the 
minutes of the monthly meetings of the 
executive committee. During the past 
year it initiated a program of holding 
symposiums on waterfront security for 
its members. 

“During the past year the bureau has 
continued to be recognized as a_SI!g- 
nificant factor in the Port of New York 
and a most vital and dominant force 1m 
combatting theft and pilferage.” 
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A distinguished panel of judges will select from those portfolios of 1954 
advertising submitted before March 31, 1955, the one in each of five 
premium income classifications to receive an Honor Certificate. Then 
one of the five will be selected for the Bronze Statuette awarded each 
year to the outstanding Agent or Broker without regard to income group. 
Only two agents have won this award. You can be the third to earn 
this honor. Send the coupon below for full details and entry blanks. 


Request for Information 
Insurance Advertising Conference 
3rd Annual Program of Awards to Agents and Brokers 


: Clark W. Smitheman—Chairman 
Advertising Awards Program 
Insurance Advertising Conference 
1600 Arch Street, Phila. 1, Pa. 


Please send me information about the 1954 Awards for Success 
in the use of Advertising. 


Name of Agency 





Address 








City State 
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Texas Board Offers Aid 
In Ins. Law Framing 


WANT MODEL CODE INSTITUTED 


Commissioners Smith and Saunders Send 
Letter to Legislators Suggesting 
Full-Scale Interim Study 


The Board of Insurance Commission- 
ers, Austin, Tex., recently sent a letter 
to Governor Allan Shivers; Ben Ram- 
sey, lieutenant governor, and James 
Lindsey, speaker of the House of Rep- 
resentatives, setting forth their views 
concerning needed legislation on insur- 
ance. The letter was signed by Garland 
A. Smith, Life Insurance Commissioner 
and chairman of the board, and J. Byron 
Saunders, Casualty Insurance Commis- 
sioner. 

Recognizing the keen interest in in- 
surance matters that exists among the 
legislators, the Commissioners — stated 
that because of their responsibilities 
they have made an intensive study of 
the problems of insurance regulation 
and submit recommendations which they 
hope may be helpful to the legislators 
in solving some of the problems affect- 
ing the welfare of insurance buyers and 
the business of insurance in Texas. 


Ask Full-Scale Interim Study 


The Commissioners pointed out: “The 
insurance industry of Texas is, beyond 
question, an economic asset of prime 
importance to our state. Because of this, 
it is of utmost importance that changes 
in regulation of the industry be under- 
taken with care, with full knowledge of 
the consequences, and with comprehen- 
sive understanding of the needs. To 
fulfill this obligation, it would be wise, 
in our opinion, to give consideration of 
the desirability of authorizing a_full- 
scale interim study of insurance regu- 
lation by a select group of expert and 
well qualified personnel, so that Texas 
may develop a genuine ‘model code 
under which this great industry can 
grow stronger and fulfill its economic 
promise.” 

The letter continues: “It has been 
proven that mere recodification is not 
enough, that the laws are comparatively 
old, as they now stand, and that a 
single shot law cannot meet the needs 
and solve the problems confronting the 
insurance business in Texas.” However, 
the Board of Insurance Commissioners 
believe that some immediate remedial 
legislation “can and should be under- 
taken.” Such actions would enable the 
board to exercise greater protection for 
the public interest where now the ex- 


ercise of needed protection is “either 
prohibited or not authorized.” 
Specific recommendations made are 


as follows: 
Organization of Companies 

Generally increase financial require- 
ments for organization of all types of 
companies, except full capital stock life 
companies, to a standard proper for pro- 
tection of public without crippling fu- 
ture growth of the Texas insurance in- 
dustry, authorizing statutory surplus 
standards, and requiring that these 
initial funds be in cash or Government 
bonds, and unimpaired. 

Authorize the board to inquire into 
competence and character of applicants 
for insurance charters, and before issu- 
ing authorization to write insurance to 
require that companies satisfy the board 
that qualified personnel have been se- 
cured to manage the company. Further- 
more, board authority should be broad- 
ened to include continuing discretion as 
to management and management poli- 
cies. 

Allow the board to consider any and 
all factors in accepting valuations on 
real estate, further requiring that new 
companies invest initial capital in ap- 
proved securities only in first three 
years of company’s existence. 

Require semi-annual examinations dur- 
ing the first three years of company’s 
existence; annual examinations for next 
three; triennial examinations thereafter. 

Istablish regulation of stock sales, 
under an appropriate law, with juris- 


diction under either Secretary of State 
or the Insurance Department. 

As to fire and casualty companies, 
give board authority to require actu- 
tarially sound ratio of free and unim- 
paired surplus to volume of insurance 
written. 

Triple the size of the examination 
force, increase investigative staffs and 
create adequate analysts, enlarge the 
legal staff and actuarial and _ statistical 
staffs, establish the administrative posi- 
tion of secretary to the board, and per- 
mit employment of seasonal labor in all 
departments for seasonal Work loads. 

In addition to the above specifics, 
adequate appropriations for the divisions 


’ 

Farm Bureau Cos.’ Telecast 

Assembling in theatres and auditori- 
ums in 2] Eastern cities on January 26, 
18,000 employes, agents, their families 
and friends viewed a closed circuit tele- 
cast put on by Farm Bureau Mutual 
Automobile, Farm Bureau Mutual Fire 
and Farm Bureau Life. During the pro- 
gram Murray D. Lincoln, president, and 
Bowman Doss, executive vice president 
of the Farm Bureau companies, revealed 
changes in the companies’ operations. 





are necessary in order to strengthen 
enforcement of insurance law. 

















Well! 
collar gal like me. 


over a hot Underwood, 


shuffling loose carbon papers like crazy. 


Worst of all-—-smudging my fingers and sometimes 


my dress. Ugh! 


them, have just sent us a supply of their fine 


new policy forms with 


simply type up your PLM policy, zip out and 


throw away the carbon 


girl's hands stay like a girl's hands should—— 


white! 
up work, too, Ellen," 
down office detail." 
he's right. So here's 


"Night, Diary. 


This was a red—letter day for a white— 


Here I've been "Slaving" 


So wha hoppen? 


"These new PLM policy forms sure speed 


typing up policies and 


PLM, bless 


"built-in" carbons. You 


papers. Result: a 


reminds Mr. L, "and cut 
And of course 


thanking you-—-both! 








AND YOU, -MR. AGENT 


This is just an operating detail, of course, but we like 
to think it a forward step — in line with PLM’s modern 
approach to serving its Local Agents even better. Per- 


haps you could use this 1955 kind of service in your 
office — coupled with the added strength and increased 
capacity PLM can bring you. Why not write us about 


representation ? 


Pennsylvania Lumbermens 
Mutual Insurance Company 


Market Street National Bank Bldg., 





STURDY AS THE OAK 


Philadelphia 7, Pa. 





Orgonaed 1005 


Writing FIRE and ALLIED LINES ‘In the Birthplace of American Mutual Insurance’’ 





Texas Dept. Makes Study 

On Young Driver Rates 
NOTE HIGH SCHOOL COURSES 
Commissi Sa ders Considers Lower 


Rate Schedule; Confident of Industry: 
Support for Safety Program 





Texas Casualty Insurance Commis. 
sioner J. Byron Saunders has announced 
that his Department is currently study- 
ing a mass of statistics and other ma- 
terial to determine if there is a_possi- 
bility of providing a lower automobile 
insurance rate schedule for 
drivers completing adequate 
training courses. 

Much of the material under considera- 
tion was assembled by the Texas Safety 
Association under direction of Vice 
President Ed C. Stokely. Commissioner 
Saunders pointed out that the Texas 
Safety Association is making an all-out 
effort to bring about a complete and 
adequate safety instruction program 
throughout the state school system, not 
only at the college and high school level, 
but at the elementary level as_ well. 
“As part of the over-all safety program 
special emphasis is being laid on the in- 
struction for proper handling of an au- 
tomobile during the secondary school 
period. Since education of our adults as 
a means of reducing traffic violations 
and accidents is practically impossible, 
it is the consensus that effective efforts 
can be secured only by directing this 
program to students in our schools and 
colleges.” 


Confident of Industry Support 


Mr. Saunders stated that he was con- 
fident the insurance industry was 100% 
in favor of any program which would 
effectively reduce traffic accidents on 
Texas highways, especially among young 
drivers. However, up to this time only 
meager information has been available 
as to the effectiveness of the driver 
training program in reducing accident 
frequency. Insurance companies have 
also been asked to study the material 
gathered by the Safety Association and 
Commissioner Saunders expects to con- 
fer with industry representatives as 
soon as the studies are concluded. 

Mr. Saunders stated that if available 
data was sufficient to justify reduced 
premium rates for students completing 
the driver training course, such an in- 
ducement would forcefully implement 


young 
driver 


the effectiveness of driver training 
courses throughout the Texas school 
system. 





PUBLIC EDUCATION CAMPAIGN 


H. K. Philips Reveals Industry Program 
on New Security-Type Financial 
Responsibility Law in D. of C. 


Harold K. Philips, public _ relations 
manager of the Association of Casus 
alty & Surety Companies, addressing 


the District of Columbia Association of 
Insurance Agents, revealed that the in: 
surance industry will undertake a 30+ 
day public education campaign in the 
District beginning on April 25 on the 
new security-type automobile financial 
responsibility law which goes into effect 
in the District, May 25. ; 
Like the preceding campaigns in the 
44 states—and Hawaii—where _ similar 
laws are now operative, Mr. Philips said, 
the drive will be engineered and_ paid 
for by the insurance industry, but it will 
be directly under the supervision of the 
District government. ; 
He estimated that about 50% of all 
registered motor vehicles there now are 
insured, and stated that if the figure 
does not rise quickly to well over 80%, 
the law cannot be considered a success; 
Emphasizing that this type of finan} 
cial responsibility measure—enacted by 
Congress last year for the District ! 
the last bulwark against compulsory ®u- 
tomobile insurance, Mr. Philips urged 
the District of Columbia agents to give 
the campaign their all-out support. > 
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Lincoln National Life 
In Major Medical Field 


HAS NEW SELECT HOSP. POLICY 


Major Med. Plans Pay Maximum Bene- 
fits of $5,000, $7,500 and $10,000; 
$250, $500 and $750 Deductibles 


A new major medical expense and a 
select hospital and surgical policy have 
heen added by Lincoln National Life to 
its line of A. & S. insurance. The poli- 
cies pay benefits over deductible 
amounts, with the major medical provid- 
ing catastronhic coverage. 

In entering the relatively new field of 
deductible policies for catastrophe insur- 
ance, Lincoln National has made avail- 
able three plans of major medical cov- 
erage. These plans pay maximum bene- 
ft amounts of $5,000, $7,500, and $10,000 
with deductible amounts of $250, $500, 
and $750 respectively. All three are is- 
sued with a $15 or $25 limit on hospital 
room and board, 


Principal Features 


The principal features of the major 
medical policy are: (1) benefits may be 
paid for as long as three vears for each 
adcident or illness, and (2) hospitaliza- 
tion is not required to receive benefits. 
Another important feature, exclusive 
with Lincoln National, provides under 
certain conditions for a reduced de- 
ductible amount when more than one 
accident or illness strikes within a 12- 
month period. The maior medical will 
be written from ages 18 to 58, and is 
terminated for adults at age 65. ‘ 

The select hospital and surgical policy 
employs the deductible idea to reduce 
premiums while enlarging benefits for 
special charges. Essentially two plans 
are available, one with a $50 deductible 
amount and the other with $100 de- 
ductible. The deductible amount 1s ap- 
plied to the aggregate of all eligible 
medical expenses payable under the - 
policy and any riders and is applied to 
each accidental injury or sickness. The 
policy will be written from ages 18 to 
75 and has no automatic termination age 
for adults. 

Both the major medical and the de- 
ductible hospital policies are written on 
an individual or a family basis. Under 
the family plan, children will be insured 
up to age 17. 





W. C. Stone, Combined Pres., 
Replies to FTC Charge 


In reply to the Federal Trade Com- 
mission’s complaint against Combined 
Insurance Co. of America, its president, 
W. Clement Stone recently released a 
statement to the press which well sum- 
marizes the position of the company. 
Mr. Stone’s statement reads: : 

“The FTC’s charges of false and mis- 
leading advertising affects the entire 
accident and health insurance industry 
rather than the individual firms cited 
by the government agency. We feel 
that we are on firm ground and our 
record will speak for itself. 

“Naturally, we regret the unfavorable 
publicity this gives us but the Govern- 
ment must come to realize eventually 
the great service to the public being 
rendered by the accident and health in- 
surance writers. 

“We feel that our line of insurance is 
Operating in the best tradition of Amer- 
ican business and institutional methods 
through vigorous advertising and promo- 
tion, It is this tradition we plan to 
uphold,” 






» a See 


Premium on R.R. Group Plan 
May Run to $75 Million 


The Travelers indicated this week that 
the total premium involved in the big 
railroad group hospital, surgical, medi- 
cal insurance arrangement closed last 
week for non-operating union employes 
may run as high as $75,000,000. This 
potential takes into consideration the 
dependents’ coverage which is now in 
negotiation and which is expected to 
swell the total insured from 500,000 to 
750,000. 

Easily the largest single health and 
welfare plan written to date, this group 
contract has attracted nationwide at- 
tention. 





INDIVIDUAL A. & H. SEMINAR 


Bureau Meet Set for May 24-25 at 
Hotel Biltmore, N. Y.; Charles 
Seavey to Conduct Program 
The Bureau of Accident & Health 
Underwriters has announced that it will 
hold its annual educational seminar on 
individual A. & H. insurance on May 24- 

25 at the Hotel Biltmore, New York. 

The seminar is being arranged by the 
Bureau’s educational seminar committee 
under the chairmanship of Charles Sea- 
vey, second vice president of Union Mu- 
tual Life of Portland, Me. From the 
series of topics tentatively selected for 
the program an interesting two-day dis- 
cussion is promised of the principal tar- 
get areas of controversy in present day 
individual A. & H. coverage. : 

The educational seminar committee 
lists as members in addition to Chair- 
man Seavey: Albert E. Haskell, Aetna 
Life; Harry L. Graham, Bankers Life 
Co. of Des Moines; Robert S. Schoon- 
maker, Jr., Berkshire Life; Francis J. 
Haran, Connecticut General Life; Ed- 
ward M. Urich, Pacific Mutual Life; 
Everett D. Armantrout, Provident Mu- 
tual Life; and Edward S. Grandin, Sun 
Indemnity. 





Gov. Simms of New Mexico 


Urges Tight A. & H. Laws 


Enactment of New Mexico legislation 
setting up tighter controls over A. & H. 
insurance was urged by Governor Simms 
in his recent message to the state legis- 
lature. 

In citing the problems presented in 
protecting the public from so-called 
“oimmicks” in health and accident insur- 
ance policies now being sold to the pub- 
lic, Governor Simms declared: 

“We now have legislation in effect 
providing for certain minimum standards 
regarding such policies, but it is my 
feeling the legislature should determine 
whether or not these minimum standards 
are adequate and whether they are be- 
ing adequately enforced. 

“If you find that the public is being 
misled in some instances, it becomes 
your duty to enact further legislation 
which would end this practice. Consider- 
ation should be given to providing for 
minimum benefits in such insurance, as 
well as minimum policy standards.” 


International Committee 
To Ask DISC Revision 


IN TEXT AND PROGRAMMING 


E. H. Magnuson, Chairman; Request 
Administrator and Suitable Designa- 
tion Upon Completion of Exams. 


Plans for new text material and a 
greatly broadened program of adminis- 
tration for the disability insurance sales 
course were worked out by the educa- 
tional committee of the International 
Association of Accident & Health Un- 
derwriters in a recent two-day meeting 
in Chicago and will be laid before the 
board of the organization for approval 
when it meets on February 4-5. 

The new program includes a complete 
revision of the DISC text material, a 
uniform curriculum for all DISC 
schools, employment of a full-time DISC 
administrator for the International 
headquarters, and determining a_ suit- 
able form of recognition for those com- 
pleting the series of examinations, which 
will be a part of the new text material. 


Magnuson Presents New Text Material 


E. H. Magnuson, assistant vice presi- 
dent, Federal Life & Casualty, Battle 
Creek, chairman, presented to the com- 
mittee for the first time, the new text 
material which has been under prepara- 
tion for a considerable period. It con- 
sists of a reworking of the old DISC 
text so completely as to be virtually all 
new, according to Mr. Magnuson. The 
number of pages will be greatly in- 
creased; visual material will be added; 
the sections on business A. & H. and 
programming have been considerably 
expanded; and the sections on selling 
itself have been expanded. The course 
will contain uniform examination pa- 
pers, and an instructor’s manual will be 
supplied. 

Mr. Magnuson estimated that even 
with the editorial changes specified by 
the committee, the new course should 
be in print within 60 to 90 days. 


Recommend Specified Curriculum 


The committee also voted to recom- 
mend that a specified curriculum and 
plan of procedure be required for all 
DISC courses. “We feel that uniform 
procedure is necessary to elevate DISC 
to a true training level,” Mr. Magnuson 
declared. “In the time since the course 
was introduced at the University of IIli- 
nois in December, 1951, it has been 
given in 20 universities a total of 28 
times. We have allowed each group to 
run its course as it saw best because 
we wanted to observe all types of ad- 
ministration in order to determine the 
one which would have the most uniform 
application. We feel that we can now 
recommend to the board that the basic 
form of the course should be for a 10 
to 12 weeks’ period, under the direction 
of one instructor. 

“The decision to make the weekly- 
type administration of the course the 
basis of the uniform procedure does not 
preclude the university short-course, the 
plan under which many DISC schools 
have been heretofore conducted,” Mr. 
Magnuson explained. “However, special 
curriculums and procedures’ will be 
worked out for such short courses, while 
the 10 to 12 weeks’ course will be the 
recommended DISC standard, and all 
details of the curriculum and adminis- 
tration will be based on it.” 

The educational committee will also 
recommend to the board the hiring of a 

(Continued on Page 40) 








EMIL'S FINE RESTAURANTS 
“New York Rendezvous for Insurance People” 

23 Park Row between Ann and Beekman Sts. (look for Blue Canopy). 
Talk business—enjoy meals in reasonable privacy. Luncheons moderately 
priced. Lobster Dinner—$2.75 all day. Table d'hote from $1.60. Kitchen 
open to 9 P.M. Bar till midnight—Mon. thru Fri. 

For special parties—Phone WOrth 2-2514. 

213 Pearl Street (near Maiden Lane) Real Old Atmosphere—Phone 
Digby 4-2348. Open till 8 P.M. Monday thru Friday. 

Both Members of Gourmet's Guest Club and Trip Charge Systems. 
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Announce Speakers for 
A. & H. Group Meeting 


EXPERIMENTAL JOINT VENTURE 


Bureau and Conference Expect More 
Than 560 at Industry’s Biggest Con- 
vention; Feb. 7-9, Chicago 
Upwards of 500 group A. & H. insur- 
ance men will rally for the industry’s 
biggest convention, February 7-9, Drake 
Hotel, Chicago. To 
record participation the two sponsoring 
trade associations—the Bureau of Ac- 
cident & Health Underwriters and the 
Health & Accident Underwriters Con- 
ference—have planned a_ unique pro- 
gram. Both general and technical sub- 
jects will receive treatment. 
Speakers will present 16 major papers. 
Twenty other topics will be covered -in 
two days of special workshop sessions. 
The meeting—longer by one day than 
those held by either organization in the 
past—is an experimental joint under- 
taking for the two sponsoring associa- 
tions that are aiming at greater co- 
ordination of activities. Combined for 
this year are the heretofore separate 
“Group Educational Seminar” of the 
3ureau and the “Annual Group Meet- 
ing” of the Conference. 


accommodate ‘the 





Special Arrangements Made 


Special arrangements have been made 
with the Drake so meeting rooms will 
be available for conventioneers who 
want to discuss non-programmed sub- 
jects. All public rooms and social fa- 
cilities of the hotel will be placed at the 
A. & H. men’s disposal. 

Heads of the respective group com- 
mittees sponsoring the meeting are 
George E. Light, secretary, Travelers, 
for the Bureau, and George R. Jordan, 
group vice president, Republic National 
Life, for the Conference. 

Registration commences Sunday af- 
ternoon, February 6. The program 
opens the following morning with wel- 
coming remarks by John P. Hanna, 
managing director of the Health & Ac- 
cident Underwriters Conference; J]. W. 
Scherr, Jr., Conference president (ex- 
ecutive vice president, Inter-Ocean) and 
3ureau. Group & Statutory Disability 
Committee Chairman George E. Light. 

The morning’s major speakers are: 
J. KE. Hellgran, third vice president, 
Lumbermens Mutual—“Group Insurance 








Its Problems and Outlook”; Arthur 
M. Browning, assistant group vice 
president, New York Life—‘Why In- 


sure?”; Henry S. Beers, vice president, 
\etna Life—“Health Insurance Program 
for Federal Employes.” 





Two Sales Panels 


Following luncheon in the Gold Coast 
Room, the meeting chairman’s gavel 
passes from Mr. Light to Mr. Jordan 
and general sessions resume with two 
panel discussions; 1. Company organi- 
zation for sales and_ service—J. M. 
Rodemeir, assistant to the vice presi- 
dent, Continental Assurance, and T. A. 
Watson, group sales manager, Lincoln 
National Life; 2. Training of sales and 
service men—Emil E. Brill, vice presi- 
dent, General American Life; T. S. 
Baldwin, group sales manager, T. P. 
Coyle, chief group underwriter, and R. 
I. Finnell, group training supervisor, 
Mutual Benefit Health & Accident As- 
sociation. 

Time will be allotted for questions 
and answers after both morning and 
afternoon sessions. The day’s scheduled 
activities close with a reception, 5:30 
to 7 p.m. in the French Room. 





Workshop Discussions Featured 

Workshop discussions will be a fea- 
ture of early morning breakfast sessions 
the second and third days of the meet- 
ing. A series of ten will be available 
each day. Persons attending the meet- 
ing will be able to participate in which- 
ever workshops are of special interest 
to them. Each workshop will be con- 
ducted twice, at 8 and 10 a.m., to assure 

(Continued on Page 41) 
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S. S. System Mortgages 
Future of Country 


O’CONNOR TELLS UNDERWRITERS 
West Virginia Aeon: Toll Federal Re- 


insurance Bill Cannot Succeed and 
Still Keep Companies Independent 

E. H. O’Connor, managing director, 
Insurance Economics Society of Amer- 
ica, told the West Virginia State As- 
sociation of Accident & Health Under- 
writers at their annual meeting in 
Charleston January 21, that insurance 
men and women can no longer stand on 
the sidelines, with their hands in their 
pockets, and permit the Social Security 
system to continue its breakneck speed 
of expanding benefits. 

He emphasized: “We who believe in 
the individual responsibility of one’s 
own welfare have a duty to the people 
of this country to awaken them as to 
the ultimate costs of these benefits 
and the bare face fact that we are 
mortgaging the future of our country 
by deferring the true costs of the bene- 
fits for our generation to our children’s 
generation. Make the facts known so 
the people in turn will urge Congress 
to take the proper steps to place the 
Social Security system on a_ sounder 
basis.” 

Mr. O'Connor reviewed the develop- 
ments, which have taken place in the 
Social Security system since 1935, point- 
ing out the increase in the maximum 
monthly benefit from $25 in 1935 to 
$108.50 in 1954; the payroll tax from 
1% each, employer and employe, to 
1%% in 1950 and 2% in 1954, and the 
taxable wage base from $3,000 of an- 
nual payroll to the present figure of 
$4,200. 


Discourages Initiative 


He reminded his audience that when 
the act was proposed in 1935 it was 
acknowledged that for the compulsory 
system to provide larger benefits would 
affect human incentives and discourage 
individuals building their own security 
through additional protection on a vol- 
untary basis. “How we have deviated 
from those fundamentals,” he said. 

Referring to the health reinsurance 
bill Mr. O’Connor said: “It is expected 
that in President Eisenhower’s message 
to Congress, recommending increased 
health facilities, he will no doubt in- 
clude his health reinsurance bill. As far 
as we can learn,” he said, “it will be 
substantially the same set-up as_ the 
bill that was recommitted by the House 
in the last session. 

“Tf this bill is similar to the one 
introduced in the last Congress, Mr. 
O'Connor stated, “it is impossible to see 
how it can finance health care costs 
of those not now presently eligible un- 
less it included a Government subsidy 
thereby making insurance available at 
lower premiums. Such a plan offers no 
reduction in premium, nor does it make 
insurance available to any class of risks 
or to a geographic area not already 
being serviced by voluntary insurance. 
It is impossible to ascertain how such 
a bill will aid in stimulating a more 
rapid expansion of voluntary health in- 
surance than is now being accomplished 
by private insurance. 

Loss Ratio Guaranty Reinsurance 

“The type ef reinsurance proposed in 
this bill may be labeled ‘loss ratio guar- 
anty reinsurance, which type of rein- 
surance is unworkable and unacceptable 
in the private market because it re- 
quires class supervision by the reinsurer 
of the business of the primary com- 
pany. In other words, some control 
by the reinsurer of the rating, under- 
writing and claim adjusting of the 
ceding companies. It would appear to 
be impossible for the government to 
administer this type of reinsurance un- 
less it assumed some control over the 
activities of the primary or ceding com- 
pany.” 

In referring to a survey released by 
the United States Labor Department re- 
cently which found that 95% of the 


D. J. Cammarano, Sr. Wins 


President’s Club Award 


A total of $500,000 of life insurance, 
personally produced and paid-for in 1954, 
by Dominic J. Cammarano, Sr., general 
agent of North American Accident in 

















D. J. CAMMARANO 


Reading, Pa. won him the President’s 
Club Award of the company. 

Mr. Cammarano was feted at a ban- 
quet at the Abraham Lincoln Hotel, 
Reading, attended by fellow’ general 
agents in Pennsylvania and home office 
personnel from Chicago. S. Robert Rau- 
wolf, vice president and agency director 
of the North American, presented the 
award. 

Mr. Cammarano, who heads the mil- 
lion-dollar Reading Agency, has repre- 
sented the North American for many 
years, qualifying consistently for its 
various production clubs. He is a mem- 
ber of the company’s Plus Club Honor 
Roll, and five times has won the honor 
of leading nationwide to appear on the 
monthly honor roll as man of the month. 
On January 18 he received the company’s 
highest award when he became a mem- 
ber of the President’s Club. 





To Limit Cancellable Clause 
In Family Hosp. Policies 


Plans to seek enactment of North 
Carolina legislation to limit the power 
of insurance companies to cancel fam- 
ily hospitalization insurance policies 
have been announced by Rep. Clifton 
Blue of Moore, N. C. 

Under the proposed legislation, he said, 
insurance companies could not terminate 
a hospitalization contract which ‘has been 
in effect for three years solely because 
the insured develops a bodily infirmity 
not known to exist when the policy was 
first issued. 

Mr. Blue said there would be excep- 
tions to this, but they probably would 
call for the insured to get paid in bene- 
fits an amount at least equal to the 
total amount of the premiums paid by 
the insured during the life of the con- 
tract. 

He added that the bill would include 
a renewable option clause which would 
make the companies give a certain pe- 
riod of notice before they could drop a 
policy. The longer a policy has been in 
effect, the longer the period of notice 
would be. 





urban workers in this country enjoy 
some kind of health, pension or other 
insurance paid for by their employers, 
in whole or in part, he told his audience, 
“we, as insurance men and women, can 
be proud of the fact that today over 
103,000,000 Americans are covered by 
insurance for hospitalization, 88,000,000 
covered for surgical care, 47,000,000 for 
basic medical expense protection, and 
over 40,000,000 workers, or 64% of the 


total civilian labor force, protected 
against loss of income due to disability. 
Surely a business to attain such a 


growth,” he said, “in the short span of a 
few years must have public acceptance 
and approval.” 

Mr. O’Connor urged his audience to 
redouble their efforts and cover more 
and more of our people under the free 
and voluntary system. “If we do this,” 
he said, “we may be successful in dis- 
sipating the desire of intrusion by Gov- 
ernment—Federal or state—into our 
business.” 


oS VIE 


FTC Charges Affect 
All Industry Segments 


F. T. CURRAN TELLS N. J. AGENTS 
Declares Many Difficulties Caused by 


Experimentation; Warns Against 
Federal Inroads 


Francis T. Curran superintendent, dis- 
ability insurance department, Loyalty 
Group Companies, declared that a single 
phase of the insurance business cannot 
be adversely criticized without bringing 
all segments into disrepute. In an ad- 
dress before the Middlesex County New 
Jersey Insurance Agents Association, 
January 18, Mr. Curran directed his at- 
tention to what the public press has had 
to say lately about “disability insurance, 
or as many call it, A.& H. insurance.” 
His talk was entitled, “Why Worry 
About Disability Insurance ?” 

Mr. Curran told the agents that they 
are involved in the present picture be- 
cause “the Federal government has ex- 
pressed a desire to do monopolistically 
and compulsorily what is being done 
privately and voluntarily.” 


Experimentation the Cause 


He said that many of the trials and 

tribulations in disability coverage under- 
writing have been caused by experimen- 
tation in an effort to learn if certain 
things for the public good could be 
done. “Today, we are still experimenting 
with hospital, surgical and medical cov- 
erages,” said Mr. Curran. “Major medi- 
cal ‘has been introduced and we are still 
hard put to keep up with the legislative 
changes in the states where we write 
Statutory disability insurance in com- 
petition with a soverign state. Only 
lately have we been able to determine 
the dollar value of each clause of the 
policy. 
_ “Heretofore we sold a package includ- 
ing accidental death, dismemberment, 
weekly total and partial benefits, plus 
certain increased indemnities for hos- 
pital, surgical and medical allowances. 
Also double indemnity for certain types 
of accidents are payable as well, in 
some companies, as an identification or 
family notice provision. 

“Now we know what to charge for the 
various coverages and so it is possible to 
add or eliminate according to the wish 
of the purchaser. This has all been ac- 
complished notwithstanding the Federal 
prohibition that companies may not act 
in concert to establish or control pre- 
mium rates.” 

The speaker went on to point out that 

the Federal Trade Commission’s charges 
levied against 23 companies writing 
A. & H. represent only 3% of the 800 
companies now in the field. He empha- 
sized that not one of the companies cited 
by the FTC has flatly admitted that it 
flagrantly and willfully misrepresented 
its policies in its advertising. 
; “Some have argued,” said Mr. Curran, 
“that the criticisms are results of seman- 
tic differences; one word meaning dif- 
ferent things to different people. Some 
have argued that the FTC has no juris- 
diction on the grounds that one or more 
state Insurance Departments have li- 
censed the company to do business and 
approved its operational procedures.” 

He continued: “The FTC has claimed 
control on the theory that mailed mate- 
rial reaches areas not controlled by the 
insurance department because the issu- 
ing company is not licensed in the state 
where the mailing piece of circular is 
intended to be used. These are legal 
problems. They will ultimately be ad- 
judicated in accordance with our laws. 
During the transitory period, what is our 
position, our philosophy and our aims ?” 
asked the speaker. 

Mr. Curran told the agents: “Each of 
vou in your own town, in your own 
locality is a respected member of your 
community, just as are the thousands 
like you across this wonderful land. Each 
of your exercises inestimable influence 
on the people that live around you and 
who patronize your facilities to supply 
insurance needs. Many of you have 
never sold an A. & H. policy but even so 
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W. E. EDGEWORTH EXPANDS 
Philadelphia General Agent of World of 


Omaha Has New and Enlarged Offices. 
Active in Local A. & H. Assn. ’ 
William E. Edgeworth, genera! agen, 
in Philadelphia of the World of Omaha 
who is marking his fifth year with the 
company in this capacity, recently 
moved his offices to street floor quarters 
at 1903 Chestnut Street, Philadelphia 
twice the size of his former offices, 
This expansion is in keeping with 
the growth of Mr. Edgeworth’s agency 
over the past several years. Specialjz- 
ing in the development of commercial 
A. & H. business, he is bringing the fa- 
cilities of the world to an ever increas- 
ing market in eastern Pennsylvania area 
Mr. Edgeworth is an active member oj 
the Accident & Health Association of 
Philadelphia, being its program chair- 
man and member of the executive board. 


Ask DISC Revision 


(Continued from Page 39) 





full-time educational director working 
out of International headquarters jn 
Chicago. As contemplated, according to 
Mr. Magnuson, on-the-spot services of 
the new educational director would be 
available to any university, association, 
or other qualified group interested in 
conducting a DISC school. It is antici- 
pated that he would go into the field 
and help set up courses wherever called 
upon. 


While the committee will recommend 
that a suitable designation be adopted 
for those completing the examinations 
in connection with the course, they did 
not come to any decision on the nature 
of that designation. It will stress in its 
report, however, that the designation 
should be in keeping with the degree oi 
training given by DISC. 

Members of the educational and DISC 
committee of the International are, in 
addition to Mr. Magnuson, chairman, 
John Galloway, Provident Life & Acci- 
dent, Birmingham; Clifford McDonald, 
International Fidelity, Dallas; William 
Highfield, R. & R., Indianapolis; Charles 
Ray, Indianapolis Life, Indianapolis; 
and Carl Ernst, North American Life 
& Casualty, St. Paul. All were present 
at the Chicago meeting with the excep- 
tion of Galloway. 

William Coursey, managing director of 
IAAHU, reported to the committee that 
total enrollment in DISC courses to date 
has been 750. 





you are in this thing just as deep as | 
am if you are a licensed insurance agent 
or broker. 

“Basically,” he continued, “our prob- 
lem is to keep any strata of government 
out of our business because the govern- 
ment does not pay commissions and 
bureaucratic administration of any oper- 
ation is not a desirable anticipation be- 
cause of sdcialistic implications and the 
loss of the competitive stimulus. What 
kind of service would you get in a loss 
if you all had to place your business 
with one source? What would the extra 
day mean to a governmental monopolis- 
tic enterprise ? 

“You fit in because of your contacts 
with the public. You fit in because you 
can explain the adverse publicity in its 
true light. You fit in because you and 
others just like you are the insurance 
advisors of the American public.” 

Mr. Curran said the agents could help 
the industry by defending the companies 
they represent and the entire industry. 
“You can ‘help,’ he said, “by knowing 
not only the causes of adverse interest 
in our business but the effects and cures. 
You can help immeasurably by learning 
our business and selling policies for the 
companies you represent. 

“You should help the A. & H. indus- 
try,” he emphasized, “because it is im- 
portant to you and to me to keep the 
government out of our business. First 
it’s disability. Then compensation. Next, 
automobile—then where? What is lett: 
What happens to the business you built 
up over the years? Isn’t it worth fight- 


ing for, talking for, working for?” 
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HEAR ARMAND SOMMER 





Philadelphians Get Strong Message on 
“Frontiers in A. & H.”; Introduced 
by Harvey Goodstein 
Armand Sommer, vice president of 
Continental Casualty & United States 
Life, was the guest speaker of the Ac- 
cident & Health Association of Phila- 
delphia at its January 19 luncheon meet- 
ing at Hotel Sylvania, that city, which 
was attended by about 60 including sev- 
eral out-of-town guests. Mr. Sommer, 
who was introduced by Harvey Good- 
general agent of Continental in 
“Fron- 


stein, 
Philadelphia, took as his subject, 
ties in A. & H.” 

Developing the theme that a frontier 
in the old days meant both an oppor- 
tunity and trouble (Indian raids), Mr. 
Sommer drew a comparison with today’s 
market for A. & H. by saying that there 
are many opportunities to build business 
but there are also “many Indians” some 
of which are self-made. He warned 
against the latter as possible mental 
hazards in making a sale. 

Visualizing the 1955 production oppor- 
tunities, Mr. Sommer told about the 
many special type policies available and 
indicated that in closing such sales the 
agent has provided himself with some 
excellent “leads” for selling the commer- 
cial type policies. 

Guests at the meeting included Earl 
Lollo of the Pennsylvania Insurance De- 
partment; John Weaver and F 
Welch, respectively, executive vice presi- 
dent and vice president of United States 
Life, and George Lehman, zone director 
of the International A. & H. Associa- 
tion, w ho is president of the New Jersey 
A, H. Association. Mr. Lehman is 
Newark manager of National A. & H. 
Insurance Co. 

Officers of the Philadelphia associa- 
tion for 1955 include Clarence H. Carr, 
CLU, American National, president; 
Donald Cook of Horace R. Coe & Ce, 
first vice president; G. L. DeL orme, 
Provident Mutual ‘Life, second vice 
president; Edgar A. Howe, Mutual of 
Omaha, treasurer; John E. Colburn of 
Bertholon, Rowland & Co., Inc., record- 
ing secretary, and V. A. Rutledge of 
Hutchinson, Rivinus & Co., correspond- 
ing secretary. 





WANT VOLUNTARY A. & H. PLANS 
V. J. Skutt Says Mutual of Omaha's 


Premium Incomes Show National 
Trend in This Direction 

The national trend of American people 
looking more to voluntary health insur- 
ance plans for their health and accident 
protection is reflected in the all-time 
1954 record premium income for Mutual 
of Omaha, President V. J. Skutt told 
his board of directors on January 21. 

Mr. Skutt said that December, 1954, 
was a record- shattering month in the 
company’s 45-year history. In Decem- 
ber alone, he said, Mutual of Omaha’s 
Premium income totaled $14,449,006. 

December business helped_ boost the 
total premium income for 1954 to more 
than 15% above that of 1953. Premium 
income for 1954 totaled $136,413,936, an- 
other all-time record for Mutual of 
Omaha, 

“During the year of 1954, Mutual of 
Omaha paid out in claims an average of 
$1,400,000 each week, bringing out all- 
time benefit paid record to over 
000,000,” Mr. Skutt told his board. 
“Satisfied policyowners who recommend 
our protection have played an important 
role in our accelerated growth.” 





LIBERALIZE UNDERWRITING 

North American Accident, Chicago, 
recently announced ‘further liberalization 
on its life underwriting to include non- 
medical issuance up to $10,000 in the age 
bracket of 10 through 35 on all policies 
except Term. Non-medical applications 
tre accepted up to $5,000 in the age 


packets of 0 through 9 and 35 through 


A. & H. Group Meeting 


(Continued from Page 39) 


opportunity to participate in more than 
one. 

Topics and discussion leaders for the 
first workshop morning are: 1. Small 
group underwriting and sales—A. S. 
Beebe, vice president and group depart- 
ment manager, Paul Revere Life; 2, 
Blanket coverage—students—Darrell O. 
Smith, vice president, American Casu- 
alty; 3. Occupational weekly benefits 
re to workmen’s compensa- 
tion—J. S. Crosby, — group under- 
writer, Travelers; 4. Statutory disability 
plans—C, R. Miles, ‘A. & H. department 
office manager, Lumbermens Mutual. 

5. Trade association group—underwrit- 
ing and sales—R. C. Knoblock, group 
second vice president, Washington Na- 
tional; 6. Policyholders self-administra- 
tion (except claims)—A. M. McCarthy, 
assistant vice president, American Mu- 
tual Liability; 7. Creditor A. & H— 
Arthur J. Cade, executive vice presi- 
dent, Old Republic Credit Life; 8. Me- 
chanics of policy and certificate issu- 
ance—J. S, Preston, group coverage divi- 


sion supervisor, Connecticut General; 
9. Mechanics of securing individual 
group risk experience—T. Swan, 
group underwriter, Pilot Life; 10. Case 


studies—underwriting transferred busi- 

ness—Charles G. Hill, second vice presi- 

dent, Massachusetts Mutual Life. 
Group Brokerage Business 


Immediately following the Tuesday 


morning workshop sessions, Chairman 
Light will introduce Frederick T. Goo- 
gins, group secretary, Massachusetts 
Mutual Life, who will speak on “The 
Development and Underwriting of 
Group A. & H. Brokerage Business.” 

The featured luncheon of the meeting 
will bring News Commentator and Col- 
umnist Bob Considine to the speakers’ 
table in the Gold Coast Room, with 
Program Co-Chairman A. W. Randall, 
group department manager, Mutual 
Benefit H. & A. Association, presiding. 

Generai sessions resume early in the 
afternoon, with Program Co- chairman 
M. D. Miller, associate actuary, Equi- 
table, presiding. Two panels are plan- 
ned: 1. Coverage for retired employes 
and their dependents—A. G. Weaver, 
director of group research, John Han- 
cock, and D. W. Pettengill, associate ac- 
tuary, Aetna Life; 2. Conversions— A. 
& H.—Alan M. Thaler, general mana- 
ger and assistant actuary, Prudential; 
A. Howard Hotson, superintendent of 
Statutory division, Zurich General Ac- 
cident & Liability; C. S. Lembkey, su- 
perintendent of disability agents, Con- 
tinental Casualty. 

On Wednesday, February 9, the final 
day of the convention, workshop ses- 
sions will again be at the head of the 
program. They are: 1. Small group—ad- 
ministration—J. Chartrand, group ad- 
ministration manager, United States 
Life; 2. Blanket coverages a 
campers and special risks—E. Mar- 
shall, assistant A. & H. i In- 
demnity Insurance of North America; 3. 
Professional association group—sS. 

















There are no empty desks here — no unfilled jobs waiting 


for 


new employees. But surprisingly enough, there is still 


plenty of room here for people who like the insurance 
business, and enjoy accomplishment. And somewhere — 
maybe where you’re sitting now — there’s an insurance 
executive (of either sex) who’s looking for new worlds to 
conquer — who likes the business, knows his stuff, and 
wants to spread his wings. We’d like to have him on our 
team. We’d be willing to buy a new desk to make room for 
him. We’re an Accident and Health Company in the North- 
east, and on the move. We’ve been growing for nearly fifty 
years, and we’re still growing. Over and over again, we’ve 


seen our sales records made and broken, 


where we do business. 


in every state 


If you feel that we should know each other better, 
write, in confidence, to The Eastern Underwriter, Box 2285, 
93-99 Nassau Street, New York 38, N. Y. 


(Our employees know of this advertisement) 








WIC FACTTDAl 





Horman, vice president, Time Insurance 
Co.; 4. Underwriting of polio, supple- 
mental accident and other similar bene- 
fits—J. W. Crews, vice president, Bene- 
fit Association of Railway Employes; 
5. Trade association groups—administra- 
tion—Norman C, Morrison, A. & H. 
underwriting manager, Federated Mu- 
tual Implement & Hardware. 

6. Medical and hospital charges—prob- 
lems—Rudolph Ellis, vice president and 
group administrator, Union Labor Life; 
7. Union welfare and trusteed plans— 
Stefan Hansen, director of group insur- 
ance, Great-West Life; 8. ‘Wahes of 
determining pending and unreported 
claims and maternity reserves—]. Be- 
van, assistant actuary, Liberty Mutual; 
9. Advantages and disadvantages of 
claim settlements (by agent, policy- 
holder, insurer)—A. B. Halverson, as- 
sistant vice president, Occidental Life; 
10. Case studies—renewal underwriting— 
Fred W. Clark, associate actuary, Lin- 
coln National Life. 

Last item of business is a 
discussion of major medical 
Edmund B. Whittaker, vice 
Prudential, will talk about ‘“Develop- 
ments to Date — Current Activities.” 
A. M. Wilson, A. & H. department as- 
sistant manager, Liberty Mutual, will 
give his views on “Where Do We Go 
From Here?’ 

Bureau of Accident & Health Un 
derwriters’ general manager, J. F. Foll- 
mann, Jr., will make the closing remarks. 
The meeting will adjourn at noon, 


two-part 
insurance. 
president, 


HONOR LONG-TIME EMPLOYES 





R. J. Wetterlund of Washington Na- 
tional Presents Service Pins to Sears, 
Heckel, Lipman and Finkbinder 
On January 14, R. J. Wetterlund, 
chairman of the board of the Wash- 
ington National Insurance Co.,_ pre- 
sented one 40-year and three 30-year 
veterans’ pins to four home office em- 

ployes. 

Honored for 40 years of service was 
Burton P. Sears, Washington National 
vice president and general counsel. Mr. 
Sears served as general counsel for the 
National Life Insurance Co. of the 
U. S. A., from 1920 to 1933 and with 
Hercules Life from 1933 until its mer- 
ger with Washington National in 1938 
at which time he became associated with 
the latter. In 1950 he was_ promoted 
to second vice president and associate 
general counsel and in 1951 to vice 
president and associate general counsel 
remaining in this capacity until 1953 
when he received his present title. 

Among the three 30-year veterans is 
Vice President Theo Heckel. Prior to 
1930, Mr. Heckel was associated with 
the casualty claims and casualty under- 
writing departments of Washington Na- 
tional after which he spent six years 
handling a large group territory. He has 
assisted in the closing and installing of 
many group contracts in various sec- 
tions of the country and is now in 
charge of over-all company group op- 
erations. . 

Marian Lipman has worked in the in- 
dex division for 30 years having been 
in charge of this section at Great North- 
ern and continuing in this supervisory 
capacity when that company merged 
with Washington National. She super- 
vises the handling of files containing 
over 10,000,000 records. 

Another 30-year veteran is Rachel 
Finkbinder, who was secretary to Henry 
S. Burroughs in 1927, personnel mana- 
ger at Washington National at that 
time. She later served as secretary to 
James F. Ramey, then company secre- 
tary and now chairman of the finance 
<a She is at present secretary 
to E, L. Clark, agency supervisor in the 
industrial agency department. 





McKINNON TO GIVE TWO TALKS 
I 


A. McKinnon, McKinnon & Moo- 
ney, Flint, Mich. president, Interna- 
tional Association of Accident & Health 


Underwriters, will speak before A. & H. 
associations in Peoria on April 15, and 
Madison, Wis., on April 18. 
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H. D. Sayer Report 


(Continued from Page 32) 


losses, as required by law, in view of 
the then evident improvement in the loss 
cost and the anticipated further reduc- 
tions to be expected when the new 
hearing procedure had become fully ef- 
fective. “The exhibits of losses and €x- 
penses indicated a substantial reduction 
in the rate level calculated for the new 
rates,” he said. “This reduction would 
have resulted in an estimated saving of 
some $42,000,000. 

“On the other hand,” said Mr. Sayer, 
maximum 


“a substantial increase in 
benefits became effective on July 1, 1954, 
the cost of which estimated at 
$17,500,000 and this added cost was ab- 
sorbed in the saving effected by the re- 
duced rates. Applying, however, the 
projection factor to the rate level thus 
arrived at resulted in a rate level reduc- 
tion of 8.3%, which was accepted by the 
Superintendent of Insurance with the 
concurrence of the Moreland Commis- 
sioner. In approving our rate filing, the 
Superintendent directed consideration 
by the Board of certain suggestions, 
which are being studied by the appro- 


was 


priate committees of the Board. 
“After Judge Dawson had _ resigned, 
the governor appointed Charles S. 


Hamilton, Jr., a New York City attor- 
ney, as Moreland Commissioner. We 
have conferred on numerous occasions 
with Commissioner Hamilton and _ his 
staff. On December 31, 1954, we re- 
ceived copies of Commissioner Hamil- 
ton’s report to the governor. On Janu- 
ary 3, 1955, I sent to the principal execu- 
tives of all members of the Board a 
copy of the printed interim report. 
The conclusions and recommendations 
contained in this report will receive most 
careful study by the appropriate com- 
mittees of the Board.” 
New Standard Provisions 

In regard to the new standard provi- 
sions for a workmen’s compensation and 
employers’ liability policy, Mr. Sayer 
said that in his report of a year ago, 
he detailed the facts relating to the 
preparation of the policy over the pre- 
ceding two years. At that time, he 
pointed out that the provisions had been 
approved in 34 states. 

“After informal conferences, at which 
the chairman of the Workmen’s Com- 
pensation Board voiced objections to 
some of the provisions and after clarify- 
ing assurances were given in writing to 
the Superintendent, the filing in New 
York was accepted as satisfactory, and 
that fact was officially communicated to 
the National Council,” said Mr. Sayer. 
“Some time thereafter, the manual com- 
mittee of the Council notified all its 
members that the date of October 1, 
1954, had been adopted as the effective 
date for the use of the new policy. ; 

“Thereupon,” he continued, “we noti- 
fied the Superintendent of Insurance of 
the effective date and gave notice to all 
carriers writing compensation insurance 
in New York that for all policies to be- 
come effective on or after October 1, 
1954, only the new policy provisions 
might be used and the use of the old 
form of policy was to be totally discon- 
tinued. 

“Tt has been a matter of great grati- 
fication and a tribute to the effectiveness 
of our New York writing carriers that 
the transition over to the new policy 
form was effected so smoothly, with the 
absolute minimum of error or confu- 
sion.” 

Only Minor Questions Remain 


Mr. Sayer went on to explain that 
while some minor questions of proce- 
dure remain, the whole subject has been 
committed to the Board’s staff, and all 
questions have satisfactorily been re- 
solved. However, he continued, a great 
many questions of procedure had to be 
settled and inquiries still are coming in. 
“But in a large sense the underwriting 


forces of our members have done a 
splendid job. 

“A great project of continuing value 
has now been completed,” he continued. 
“We have in all states, other than those 
where private insurance of the compen- 
sation obligation is not permitted, a 
readable and understandable policy with 
sufficiently fiexible provisions to apply 
to all states and all situations—some- 
thing we have not had heretofore for 35 
years. 

“The policy affords complete coverage 
with an absolute minimum of endorse- 
ments or modifications. It is simpler to 
operate under and should be less expen- 
sive. The great thing about the new 
policy is that for the first time we have 
a policy that will afford coverage in this 
state and in other states which, except 
for endorsements for special situations, 
will provide the policyholder with the 
full and complete coverage for his legal 
liability that the compensation law of 
such state requires. It has long been 
needed; it is a worthwhile work well 
done.” 

Turning to the subject of the general 
rate revision of July 1, 1954, Mr. Sayer 
explained that the classification rate rela- 
tivity is based on a review of the New 
York experience excluding self-rated 
risks for policy years 1947, 1948, 1949, 
1950 and 1951 converted to July 1, 1954 
law level and developed to a fifth re- 
port basis. He said that for those classi- 
fications which developed 100% credi- 
bility in two years, only policy years 
1950 and 1951 were used. For those 
classifications which developed 100% 
credibility in three years, only policy 
years 1949, 1950 and 1951 were used, he 
declared. For those classifications which 
developed 100% credibility in four years, 
only policy years 1948, 1949, 1950 and 
1951 were used. 


Retrospective Rating 


Later in his report, Mr. Sayer took 
up the subject of retrospective rating. 

“A comprehensive analysis of the ex- 
perience results for risks written sub- 
ject to retrospective rating in the second 
six months of policy year 1951 was pub- 
lished in Bulletin H.O. 1275 (S.C. 313). 
The results for the first six months of 


policy year 1952 will be published 
shortly,” he declared. 
“Exhibit 1, attached to this report, 


summarizes the results of all retrospec- 
tive promulgations made through De- 
cember 31, 1954. This includes all risks 
written under this plan in policy years 
1937-1952 and those risks written in 
policy year 1953 for which promulgations 
were issued prior to January 1, 1955. 
For the total of 6,081 risk promulgations 
in this period, the average effect of 
retrospective rating was a premium re- 
duction of 14.4% from a standard pre- 
mium of $349,265,710.” 

Further along Mr. Sayer turned his 
attention to the membership of the 
Board. He said that at the end of 
the year 121 carriers comprised the 
membership, including the State Insur- 
ance Fund, 89 stock companies, 30 
mutual companies and one reciprocal in- 
surer. He listed the following new mem- 
bers: American Fidelity & Casualty; 
Aetna Insurance Co.; Standard of New 
York; New Hampshire Fire and Trans- 
portation. 

As a gesture of appreciation, Mr. 
Sayer expressed his great awareness of 
his fellow workers for “their intelligent, 
cheerful and ready assistance in carry- 
ing on the work which you have en- 
trusted to us. we have done well, 
theirs is the credit. It is a pleasure and 
an honor to be permitted to lead a 
group who so loyally follow.” 


Pays Tribute to 25-Year Employes 


Mr. Sayer continued: “At this time we 
are noting with pride and _ satisfaction 
the completion of 40 years of service to 
the industry and to the public. It speaks 
well for any organization, especially one 
that started 40 years ago with so small 
a personnel to find so large a proportion 
of its employes who have spent so many 
years in its service. 

“It is fitting and proper that we should 
on this anniversary call up by name 
those whose record of service with the 


W. H. Rutherford Advanced 
By Hartford A.&I. in Chicago 


The advancement of W. Harold 
Rutherford to manager of the Hartford 
Accident & Indemnity Co.’s western de- 
partment, which has headquarters at 
Chicago, has been announced. 

Associate manager of the western de- 
partment since 1947, Mr. Rutherford 
first joined the Hartford Accident in 
1921 as a claim adjuster while attending 
the University of Chicago Law School. 
He was transferred to the claim depart- 
ment at the home office in Hartford, in 
1926 and returned to Chicago in 1929. 
Mr. Rutherford was named superintend- 
ent of the claim department of the west- 
ern department in 1934, and general 
attorney in 1942. 

He was born in Montoursville, Pa., 
attended Temple Preparatory School in 
Philadelphia and was graduated from 
Gettysburg College in 1919. During 
World War J, Mr. Rutherford served as 
a lieutenant in the Chemical Warfare 
Service. Following his discharge, he at- 
tended the University of Chicago Law 
School and was admitted to the Illinois 
Bar. 





Driver Education Awards 
Given to 42 N. Y. Students 


Driver education awards were made to 
students in 42 New York City high 
schools at this week’s graduation ex- 
ercises. The pins and certificates were 
presented by the principals at the cere- 
monies in the various schools on Janu- 
ary 26, 27, and 28. 

In announcing the list of awards 
made in the five boroughs, Howard H. 
Hall, director of the Greater N. Y. 
Safety Council’s school and college di- 
vision, said that some phase of driver 
education was being taught in 82 of the 
85 academic and vocational public high 
schools in this city. Mr. Hall noted, 
however, that only six of the schools 
give actual driving as part of the course. 
He expressed the hope that behind-the- 
wheel experience in traffic would become 
part of the driver education program in 
all high schools. 

This is the ninth series of awards 
since the Greater New York Safety 
Council began its incentive program for 
students in the driver education classes. 





Board spans more than a quarter of a 
century. Forty-one persons now in our 
employ have been with us more than 
25 years. Two have been with us for 40 
years. Twenty-four have been with us 
between 30 and 40 years. I stand in 
pride and admiration of this splendid 
group. 


25 Years’ or More Service 


“In their recognition and extending to 
them my thanks and your thanks, I set 
forth proudly herein their names in the 
order of their seniority: 

Irving Sofferman, Lydia Klein, Helen 
Rendich, Gilbert T. Lewy, Daniel J. 
Magnier, Alexander Ascher, Florence 
Lossack, Claire Healy, Magdalen Laine, 
George A. Dierauf, Florence D. Fos- 
burgh, Evelyn Woodruff, Josephine Far- 


rington. 
Also Genevieve McNeeny, Gertrude 
Bode, Anna Olsen, Frank Padovano, 


Marion Stutz, Robert Lang, Julia Gra- 
ham, Walter R. Clark, Jean Chalmers, 
Helen Ozy, Arthur G. Smith, John J. 
O'Halloran. 

Also Ora Woodward, Jeanette Cald- 
well, Herbert W. Wright, Willard J. 
Gentile, Marjorie Osborne, Arthur W. 
DiLalla, Jennie Ferrante, Hilda Tudor, 
Mazie Doherty, Floyd F. Wilcox, Mar- 
garet E. Dickson, Helen Nolan, Mary 
Carmelite, Gertrude Lavine, Charles E. 
Kase and Anthony P. Marsicano. 

“In accordance with the long estab- 
lished custom each employe, upon at- 
taining a service of 25 years, becomes 
entitled to an extra week of vacation 
each year. These honored and faithful 
employes will be the guests of the Board 
at the 40th anniversary dinner to be 
held this evening.” 


Canadian Health Plan to 


Depend on General Economy 

Canada’s Prime Minister St. Laurent 
told Parliament that a contributory 
health insurance scheme for Canada js 
“very desirable.” 

“However, progress in welfare sery- 
ices had been fairly rapid during the 
last few years and implementation of 
the scheme would require more govern- 
ment spending,” he said, adding that a 
health plan would come eventually but 
its timing would depend on circum- 
stances of the Canadian economy gen- 
erally. 





J. D. Dorsett Talk 


(Continued from Page 35) 


thesis of its difference and agreements, 
the reflection of its needs. We exist 
because in these complex, unpredictable 
times there are things that can be said 
and done as an alert, representative 
group more effectively or at less cost 
than by an individual member, or which 
perhaps could not be done at all under 
a single corporate signature. 

“If we as an association are ever 
competitive, it is on behalf of our mem- 
ber companies and their agents for the 
consumer’s limited dollar. We are in- 
terested in the competition for the good 
opinion of other industries. We are in- 
terested in the competition for the con- 
fidence of the insurance market as op- 
posed to other forms of insurance 
operating in the same field. When we 
sponsor workshops for the interchange 
of information, or work for greater safe- 
ty consciousness on the part of the 
public, the benefits accrue to all—to you, 
to the public and to our members. 


Yardstick to Gauge Effectiveness 


“But what yardstick do you employ 
to gauge the full measure of our ef- 
fectiveness or, for that matter, any other 
association? How do you determine the 
return to the industry on, say, an edu- 
cational campaign to explain the reasons 
for rate rises in given area? By what 
standards do you judge a_ workshop? 
Is a packet full of editorials against 
compulsory insurance to be weighed in 
the balance against a packet of dollar 
bills? : 

“There are few established fiscal yard- 
sticks by which to measure the el- 
fectiveness of a trade or public service 
association. Great and numerous as they 
are, the benefits have no_ tangible 
equivalent on the graph maker’s slide 
rule. In other words, we cannot judge 
the effectiveness of a trade association 
by measuring the girth of its hind leg 
or the length of its tail and then divid- 
ing that by how much hay it takes to 
feed it over a six month period. 

-“We can Judge an association only 
by the totality of its impact for good 
upon a business. Has it brought about 
greater understanding for the industry 
and its problems? Has it contributed 
toward increasing the good-will of the 
public, the confidence of Government, the 
friendship of the press? Has it made tt 
possible for the industry to be heard 
effectively in the halls of legislature: 
Has it been able to prevent the passage 
of inimical measures? Is it proceeding 
with programs which no individual com- 
pany would be able to do alone—or, at 
least, without inordinate expense? | 

“When you fit these into a single 
piece, see the operation as a whole, then 
you can judge whether an association 1s 
executing that function for which it was 
conceived—the function of services 10! 
the greater benefit of all. Then you are 
not only in a position to measure an 
association’s effectiveness but, more Im 
portant, to put it to use for you. When 
you buy a power mower, you don't cit 
tinue cutting the lawn with the old han 
machine. Well, you have bought an asso- 
ciation. If you are contributing to | 
remember also that it is contributing '° 
you.” 
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Meet your HOMEtown Insurance Agent 
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a HOW TO DO IT... SAFELY / 
kshop? wee e 
against 
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dollar Do you have a hobby—or are you “handy around the house”? 
1 yard- Then you'll find an extra advantage in talking to your Home nena be 
he ef- Insurance man. His interests are probably very much like Sal 
service your own and he may be able to give you some good 
ot ube suggestions. He certainly will be able to give you sound advice 
s slide on practical safety measures. He has built a career on the 
judge services of protection and his expert opinion, backed by more 
vis than a century of Home experience, is well worth having. 
divid- For your sake, see him soon! 
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“Tips to the Handyman-Hobbyis 
wTo po IT SAFELY.” There’s a right | 
“ee a wrong way to do almost everything. ye — ' 
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The Home, through its agents and brokers, is America’s leading insurance protector of American homes and the homes of American industry. 
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WHEN DOES AN AGENCY BECOME #1?. 


ni u'= it 


e When it has full facilities, gives prompt and 
efficient service, and shows every possible 
consideration for its brokers’ clients. 


'-~ 


e When it has complete cooperation from a 
company which pioneers in new improved con- , 
tracts and has advanced liberal underwriting. 


e When it has a pension program which, by not P 
demanding a full time contract, allows its i 
brokers to help make their own future secure. 


e When it has advertising and sales promotion T 
material especially designed to make the " 
broker’s selling job easier. 


In 1949, this agency’s ordinary production was $4,000,000. In 1954, n 
we topped $12,000,000. We have tripled the size of our former 0 
offices and of our office force. Today, we are 


¢ #1 agency in production ¢ #1 agency in Non-Can A & H l 


¢ #1 agency in premiums + AgencyAchievement Award Winner ; 


Our sincere thanks to all our friends and associates for making this 
possible. It is due to your assistance and cooperation that we are, 
on all four counts, #1 agency of Continental Assurance Co. 


: DAVID A. CARR AGENCY, INC. 


CONTINENTAL ASSURANCE COMPANY, CHICAGO 


- 50 EAST 42nd STREET ¢ NEW YORK 17, N. Y. = 
OXford 7-3424 Fi 


DAVID A. CARR, PRES. S. ROBERT SIENTZ, SEC. MICHAEL A. WILTON, VICE-PRES. 
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